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Territory-Security 
Foes in Minority 
But Voices Loud | 


Strong Opposition | 
Of 25% of Dealers 
Perils NADA Drive 


By Maynard M, Gordon | 

News Editor } 
SUBSTANTIAL minority of 
new-car dealers remains highly 
displeased with NADA’s decisign to 


¥ 
a 
+ 


seek a territory-security law} this | 


year. j 

The dissident group, esti 
at upwartis of 25 percent of 
membership, is so vocal in defeyse 
of the status quo that it may 
ously imperil chances to enact a 
territory-security enabling bill. 

NADA’s efforts to appease the 
dissidents by making a territory- 
security plan “permissive” have 
fallen on deaf ears. Factory sup- 
port, particularly that of General 
Motors, has only intensified the 
cries of protest. 


ate 


Members of the opposition are! 


unorganized and probably will re- 
main so. But spontaneous pleas to 
Congress from the unorganized 
often are the most potent lobby. 

Formation in 1957 of the Author- 
ized Dealer Survival Assn. by 
territory-security advocates is 
given much of the credit for bol- 
stering the NADA position on a 
territory-security campaign. 

+ * + 

FOES of the proposal to allow 

territory security, however, with 
a big ally in the Department of 
Justice, may not need an organi- 
zation to accomplish the job of 
reversing the tide set off by ADSA. 


ADSA as such is all but dead. Its but the Big Three collectively drop- 
former manager, Bert Horner, of ped to its lowest level in five years. 


Oklahoma City, said last week that 


NADA now had met ADSA stand-/ turned out in 1958 trailed 1957 by 
ards on territory security, thus/ 30.6 percent and marked the low- 
ending the policy rift which led to) est level auto assemblies have 


the survival group’s birth 18 months 
ago. 

The scuttling of Frederick J. 
Bell as executive vice-president 
of NADA was another unspoken 
geal of some ADSA leaders. Bell 
was regarded as lukewarm on 
territory security, too sensitive to 
the minority chorus. Bell resigned 
last month after NADA directors, 

(Continued on Boge AA. Col, 3) 


Import Dealers 
Vote 2 to 1 for 


Area Security 


ETROIT.—Import-car dealers 
have voted 2 to 1 for the 


territory-security proposal, accord- months, plus 29 states for Novem- 


ing to an Automotive News survey. 

Two-thirds of the dealers polled 
favored the idea. The rest were op- 
posed. No import dealers were neu- 
tral or undecided. 

The “ayes” gave the following 
reasons: “Better Profits.” “More 
concentrated efforts and Wilver- 
tising.” “Improve ty pe ‘of deal- 
ers.” “Develop service responsi- 
bility.” “Help in metropolitan 
areas.” “Help eliminate shop- 
Among the negative arguments 

advanced by opponents were that 
territory security couldn’t be en- 
forced and would hurt dealers out- 
side large cities. 
Volkswagen distributors are de- 


and its 14 distributors are accused 
of. to inside 
allotted territories and price 
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Each Car Maker’s Sha re of Output... 
Fared—'58 vs '57 















The Newspaper of the Industry 





ea 


DO 
nS) eae. 


How They 


Total 
J Output, 

/ 1958 

CHRYSLER CORP. ........ 580,685 
EET viicaieiictinndbeimsciicines 49,580 
Im ee 13,691 
IED «-duheltahitshinsdindiiechnebeecias 36,386 
I Ui dis ncctnictsstiniescsisiaiindle 114,060 
P IN ia’ dnitnsaiusnlaidyuenmietiie 366,968 
FO MOTOR. .........000..... 1,218,695 
ge 26,574 

a 1,037,760 

FRM onseccrsnsesresnsnsccerercsees 25,872 
|e 128,489 
/GENERAL MOTORS ..... 2,168,696 
IEE Suvtitedsunsutintnsinenss . 257,325 
SII sisisshicinthscoaaitontohaiul 125,348 
Chevrolet ---ee 255,289 
Oldsmobile . 310,652 





Total, Big Three 





AMERICAN MOTORS... 216,261 


IND cui lets alesse «iste 
I sd cdtenehdtciadicalesdi Setiae 
SEER 216,261 
SUM MEIEIIEW:. ntinennsnnsnistennbunicnnn 56,990 
III. dchetaisestbisdiiesiandiabticas 1,745 
Studebaker ....... 55,245 


Total, Little Two 273,251 








Total Cars, U.S. 4,241,327 
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Pet. of Total Pct. of Gain 
1958 Output, 1957 or 
Total 1957 Total Loss 
13.69 1,222,338 19.99 —6.30 
1.17 118,733 194 —0.77 
0.32 37,946 0.62 —0.30 
0.86 117,747 193 —1.07 
2.69 292,386 4738 —2.09 
8.65 655,526 10.72 —2.07 
28.74 1,889,710 30.90 —2.16 
0.63 54,607 039 —0.26 
2447 1,522,406 2490 —043 
0.61 37,426 0.62 —0.01 
3.03 274,827 449 —146 
51.13 2,816,433 46.05 +-5.08 

6.07 407,271 6.66 —0.59 
2.96 153,236 251 +045 
29.59 1,522,537 24.89 +-4.70 
7.32 390,091 6.38 -+-0.94 

_ 343,298 . 


5,928,481 





5.10 114,084 187 +3.23 
dia 3,561 0.08 —0.06 
sa 1345 0.02 —0.02 
5.10 109,178 L79 +3.31 
1.34 72,889 L19 40.15 
0.04 5,495 6.09 —0.05 
1.30 67,394 1.10 +0.20 


186,973 






Output of 4,241,000 Cars 
Off 30% to Decade Low 


By Martin L. Whitmyer 
Staff Writer 
Gea. MOTORS captured 
better than half of total car 
assemblies in the U. S. during 1958, 


The estimated 4,241,327 cars 


reached since 1948, when the manu- 
facturers assembled 3,911,335 cars. 
Car production in 1957 totalled 6,-| 
115,454 units. 

Chief reason for the Big 
Three’s decline to 93% percent 
was Chrysler Corp.’s 52% percent 
eut in production from 1957, 
coupled with American Motor’s 
surge to seventh place and the 
start of a Studebaker comeback. 
Rambler nearly doubled its 1957 

performance, An estimated 216,261 
cars rolled from the lines last year, 


Top Cars || 


New-car registrations for 10 


. 


compared with 109,178 Ramblers a 
| year earlier. 


| 
| 


new highs in monthly and 
yearly output, Chrysler Corp. was 


level since 1946. This lowered the 
Big Three aggregate from 1957's 
96.94 percent. Ford Motor also 


(Continued on Page 45, Col. 3) 
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6 Million Sales 


Big Small-Car Gain 
“Expected by Romney 


By Kenneth C. Kelley Jr. 
Staff Writer 

PREDICTIONS by two key auto 

officials that new-car sales in 
1959 will be in the 6-million-unit 
range top year-end statements from 
executives and other business ob- 
servers. 

The statements generally look 
for rising auto sales to spark a 
continued pickup in the national 
business pace. 


George Romney, president of 





1958 1957 
Pos. Make Pos. 
1—1,061,512 Chev. 1,258,564— 2 
2— 842,623 Ford  1,297,483— 1 
3— 341,435 Piym. 535,065— 3 
4— 255856 Olds. 318.962— 5 
5— 217,370 Buick 341,322— 4 
6— 189,112 Pontiac 280,676— 6 
I— 149,402 Rambler 90,021—12 
8— 117,549 Dodge 230,302— 8 
9— 117,382 Mercury 236,612— 7 
10— 103,973 Cadillac 121,963— 9 
1i— 51,769 Chrysler 94,239—10 
12— 42,173 DeSoto 92,513—11 
13— 34,521 Stade. 54,892—13 
14— 31,748 Edsel 17,754—16 
15— 22,604 Lincoln 31,547—14 
16— 12,616 Imperial 29,225—15 
17— 10,750 Met, 10,396—17 
18— 2,473 4,840-—18 
Total All Makes 
3,911,340 


American Motors, and George P. 
Hitchings, economist for Ford 
Motor Co., are the pair who look 
for auto sales to return to the 
1957 rate. The 6-milllion figure is 
about half a million above most 
predictions on car sales. 

Romney’s statement included 
these comments: 

“There is every evidence that 
1959 will be another exciting year 
in the automobile business. A 
fundamental change in the market 
has taken place that will be felt 
even more sharply this year than 
in 1 when it received its great- 
est im i 

* * * 
Important Gain Seen 

a. up importantly 
in 1959, but, since 1958 demon- 
strated so forcibly that consumers 
(Contneniran Page 43, Col. 1) 
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dropping to its lowest production | 
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A Cloudy 





By Robert M. Lienert 


Associate Editor 


ISTORY’S greatest year for im- 
ported autos has come to an 
end and there are indications that 
never again will the U. S. market 
for foreign cars be so fat. 
Preliminary estimates place the 
1958 registration total for imports 
at 377,000 for a penetration of 
slightly more than 8 percent. 
Factors are at hand which may 
bring a leveling-off in sales of im- 
ports, although many imported-car 
dealers express belief that their 
market will continue to expand. 


> > > 
A§ THE 1959 selling year begins, 
market observers are studying 
the following developments and at- 
tempting to analyze their impact on 
the imported-car market: 

1. Quick, enthusiastic customer 
approval of the Studebaker Lark 
and steady growth of Rambler 
sales. 

2. The strong possibility that 
lother U. S. makers will offer 
| smaller cars before this year winds 
up. 
3. Launching of the Common 
|Market in Europe and eased re- 
strictions on continental currencies. 

4. Internal difficulties in the 


ILE Rambler was climbing to imported-car market in the U. 5. 


News’ Import-Car Dealer 
Council deny that Lark and Ram- 
bler are hurting their sales. 

A few, however, qualify their 
denial with such phrases as “not 
evident,” “not yet,” “some” and 


“not seriously—but to an undeter- | 


minable but definite amount.” 

Other dealers- handling 
say flatly that they find Lark and 
Rambler providing lusty competi- 
tion. 

Furthermore, reports from 
domestic-line dealers and replies to 
consumer surveys indicate that the 
average American would rather 
purchase a U. S.-built small car 
than an import, all other things 
being equal. 

> . > 

HERE have been scattered re- 

ports from dealers who offer 
both the Lark and imported lines 
and who have found pre-sold 
imported-car prospects switching 
over to Lark when they find it in 
the showroom. 

One of the strongest attrac- 
tions of the U. S. small cars is 
the availability of automatic 
transmissions. 

The appeal of automatics has not 
gone unnoticed by the foreign mak- 
ers. But their solution—a variety of 
automatic clutches and “two-pedal 
controls”—has. provided some un- 
happy moments for American own- 
ers. True automatics are available 





imports | 


* 






This issue includes the monthly 
TRUCK SECTION 










Jutlook as 


Greatest Year Ends 


|only in the most expensive foreign 


cars. 


> > > 


— agree that if one or 

more members of the Big Three 
enter the small-car field, import-car 
dealers and foreign makers will 
have to shove tall stacks of blue 
chips on the line. 

Restyled models and price cuts 
would appear to be the obvious 
answer for imports to increased 
U. S.-car competition. Few im- 
ported makes, of course, are in 
a position to accomplish either. 
Many imperted-car dealers refuse 

to believe that Detroit can or will 
turn to smaller cars. Another group 
of those who do expect a small car 
from the Big Three this year say it 
will not hurt import-car sales. 

As reasons they cite the high cost 

|of American labor, the high quality 
(Continued on Page 4, Col. 1) 


‘Soft Spots Mar 
Economy’s Upturn 


In Some Areas 


SLOWDOWN in the nation’s 

economic recovery can be 
noted here and there in recent 
|reports on business from the Fed- 
eral Reserve banks. 

A Federal Reserve Board report 
shows that bank debits in Novem- 
ber trailed those of November, 1957. 
A falloff in bank debits, a measure 
of the amount of money changing 
hands by checks, indicates a dip 
in the pace of business. 





However, the debit total for the 
three months ended Nov. 30 showed 
the 1958 period ahead of the 1957 
|quarter. Only the New York and 
Cleveland districts had declines for 
the three-month period. 

Here is what the individual Fed- 





Inside Automotive News... 


Good-faith law on trial, Page 3. 
Uniwersal rim for trucks? Page 16. 
Sales Test of ’59 Chevrolet, Page 6. 

_ Alaskans buy best at home, Page 23. 
Death calls Ned Jordan, Page 2. 


eral Reserve banks have been say- 
ing about business conditions in 
their districts: 


New England 

7S Boston FRB reports that 

New England manufacturers 

expect to reduce capital spending 
again in 1959. 

Following a pickup in sales 
earlier this year, the 1958 capital 
budgets were increased by 
percent. Producers of 
who had the greatest 
in sales, made all of 
increased in 


ih 


| 


their 
(Continued on Page 42, Col. 2) 
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First at Memphis in 20 Years... 





6 Cities Set to Open 
Shows This Weekend 


By John E. Walsh 
Staff Writer 

Sy apeamenrtigel activity resumes 

this week after the holiday lull, 
with expositions opening in Mem- 
phis (Jan. 8-11), Minneapolis (Jan. 
9-18), Indianapolis (Jan. 10-17), 
Pittsburgh (Jan. 10-17), Washing- 
ton (Jan. 10-18) and Oklahoma 
City (Jan. 11-18). 


A month-long show sponsored by 
the American Legion opened New 
Year's Day in the Augusta (Me.) 
State Armory. It is the Legion's 
fifth annual affair and features 
both U.S. and foreign cars. 


The first auto show in Mem- 
phis in 20 years is being staged 
by the Memphis Automobile 
Dealers Assn. in Ellis Auditor- 
ium. Proceeds will go to St, Jude 
Hospital, a children’s hospital 
founded by TV comedian Danny 
Thomas. 


Charles Kittle, show chairman, 
said the four-day display 


is ex-| 


pected to draw 50,000 visitors. All| 


U.S. Health Unit 
To Help Automen 
In War on Smog 


WASHINGTON.—The auto in- 
dustry and the U.S. Public Health 
Service have agreed to work 
closely to reduce air pollution by 
auto exhaust gases. 





Welfare Secretary Arthur Flem-| 


ming said the Health Service will 
concentrate on the effects of ex- 
haust gases on health. The indus- 
try will concentrate on developing 
devices to reduce the gases. 

The announcement last week fol- 
lowed a blast by Los Angeles 
Councilman Everett G. Burkhalter, 
who said he would ask the Califor- 
nia Legislature to ban the sale of 
new cars until they are equipped 
with antismog devices. He sug- 
gested that the ban start with the 
1960 models. 

Earlier, Los Angeles Mayor Nor- 
ris Paulson urged a boycott of 
large cars and a switch to small 
autos to combat smog. He said he 
had cancelled his order for a 
Cadillac and would buy a Rambler 
for his official car. 

Secretary Flemming said there 
will be a close liaison between the 
PHS and the industry’ so the in- 
dustry can direct its efforts toward 
the specific problems the public 
agency may uncover in its re- 
search. 


“The ordeals to which the people 
of Los Angeles have been sub- 
jected during recent smog episodes 
are matters of deep concern to the 
department,” Flemming said. 


eeeeeweee 


date ............ $44464,949,000 ceee 114.2 
Commercial and Industrial Loans $30,567,000,000 101.3 95.9 
De Ra das ond $28,007,000,000 100.1 116.8 
eS ee an a aie al . $1,142 95.4 109.5 


Stocks . 
AMC....... 39% 


41%- 8 

Chrysler... 50% 50% 59%-44 

Ford....... 49% 48% 50%-37% 
cine vas 40% 


Business Barometer 


Automotive News Economic Index — 


86.3 Percent of Last Week 
108.2 Percent of Like Week Last Year 


3,911,340 cone 75.2 
624,003 case 81.6 
1,840,000 91.5 134.7 
8,890,000 99.2 92.5 
52,236,000 101.2 103.7 
13,534,000,000 100.6 109.0 
328,170 95.5 97.4 

304 103.8 103.4 

397.7 100.1 135.0 


















U.S. cars and 15 foreign makes 
will be exhibited, he said. 

GM’s Firebird II and Ford Motor 
Co.'s Atmos dream cars will be 
among the special displays, Kittle 
added. There also will be about 50 
allied exhibits. 

* * * 
INGERS Tommy Sands and 
Johnny Cash head the enter- 


tainment program and Miss | 


America is scheduled to appear. 
Kittle said the admission fee is $1, 
with a special 50-cent rate for 
student groups. 

About 120 models of U.S. cars 
and more than 60 foreign, classic, 
antique, custom and racing vehicles 
will be exhibited at the annual 
Upper Midwest show in Minneapo- 


lis Auditorium, according to H. E.| 
| Warren, chairman. 


Singer-pianist Nat King Cole 
will be the main attraction dur- 
ing the first four days, accompa- 
nied by an orchestra conducted 
by Nelson Riddle, Dagmar, a TV 


pioneer, will be mistress of cere- 


monies, 


The fourth annual show is spon- 
sored by the Minneapolis Automo- 


| bile Dealers Assn, Last year’s event 


drew a record turnout of 153,662, 
almost 50,000 more than the ’57 
attendance. 

“The Future Looks Fine in a '59” 
is the theme of the Tri-State Auto 
Show in Pittsburgh’s Hunt Armory. 
It will be the largest auto display 
ever staged in the area, according 


to John P. Coen and R. E. Bead-| 


ling, co-chairmen. 
> > > 

N ADDITION to exhibits of more 

than 100 U.S. and foreign cars, 
there will be nightly fashion shows, 
the seventh annual Toddler's 
Sweepstakes, a photo contest open 
to children six years or under, and 
entertainment by TV, radio and 
stage personalities. 

Singer Peggy King will cut the 
ribbon formally opening the Silver 
Anniversary show sponsored by the 
Pittsburgh Automobile Dealers 
Assn. The show will be closed Sun- 
day (Jan. 11). 

Other entertainers who will 
appear include Linda Merrill, 
musical comedy songstress; Wil- 
bur Evans, British favorite who 
starred in “South Pacific” oppo- 
site Mary Martin, and Johnny 
Puleo of the “Harmonic Rascals.” 
“The million-dollar panorama 
will include experimental cars, cut- 
away exhibits and special designs 
being shipped to Pittsburgh from 
throughout this country and 
Europe,” said Coen. 

Last year’s show also set an 

(Continued on Page 45, Col. 1) 





15,198 


73.7 111.4 





Dec. 23 1958 Range 





Ri bakeas ss 40 44-27 

Keiser*.... 13 12% 15%- 7% 
Mack....... 32% 31% 36%4-21% 
ne EEE 14% 14% 16 - 2% 


69 -40% 






| kindness of the holiday season. The oldsters were guests at a party in the showroom | an 











Rambler, Lark Get Nods 


Obituaries 


Ned Jordan, 76; 
Ex-Auto Maker, 
Ad Genius, Writer 


NEW YORK.—Edward S. (Ned) 
Jordan, onetime auto manufacturer, 
advertising genius and columnist 
for Automotive News, died here Dec. 
29 after a four- 
year illness, He 
was 76. 

Although Mr. 
Jordan built the 
famed Jordan 
auto in Cleveland 
from 1916 to 1931, 
he was better- 
known for his 
| then-startling ad- 
|vertising tech- 
| niques. His early 
Ben Geller, Ben Geller Chevrolet, Inc., played Santa Claus for more than 300 of| Jordan auto ads, 














| Ben Geller Plays Santa— 


Ned Jordan 
Chicago's elder citizens who might not otherwise have felt the cheer, warmth and| which he wrote personally, exerted 


influence on auto advertising 
of Geller’s dealerships. Although, Geller is Jewish and does not celebrate Christmas| which has carried down to the 
in the traditional manner, he felt Christmas offered a good opportunity to hold this | present. 

party for the poor. “Now that my fortunes have been good and my table is fairly His of te n-quoted “Somewhere 
full, | want to share it with others. Christmas is a fine time to do it,” Gelier said. West of Laramie” ad, with its 
smell of prairie winds and open 
spaces, is still considered one of 
the masterpieces of advertising 
history. 

The Jordan, he said in that ad, 
was built “for the lass whose face 
is brown with the sun when the 
$1,999.84 to $2,098 for 75 two-ton | day is done of revel and romp and 

may be in for a windfall if the| Ford trucks. race” and was a car to drive “when 
National Assn. for State Purchas- The low bidder on 85 other trucks| the hour grows dull with things 
ing Officials fails in its bid to get| of various types was Chuck Hutton | gone dead and stale.” 
manufacturers to restore subsidies|Co. His prices on Dodge trucks} Mr. Jordan's successful theory in 
to state and local governments. ranged from $1,480 for a half-ton| auto manufacturing was to make a 

Evidence of this can be found | pickup to $5,042.63 for a three-ton| small volume pay profits by mer- 
in action taken recently in Dallas | unit. chandising through human appeal. 
and Miami. | In Olympia, Wash., Capitol Chev-| That his theory was sound—at least 

Faced with a 16 percent increase | rolet Co. submitted the low bid on| in the '20s—is born out by records 
in prices of 59 autos and trucks,| three four-door sedans for Thurs-| which show that he averaged fewer 
the City of Dallas for the first time | ton County. Tenney Truck & Trac-| than 5,000 sales per year, although 
revised specifications to include 20|tor was low on one pickup truck.|in several of his more prosperous 
domestic small cars. > 8 «@ seasons he reportedly cleared from 

Bidding on the Rambler Ameri- BERNALILLO (N. M.) Count y| $500,000 to $750,000. 
can, Taylor Pontiac Co. submitted has purchased six new patrol| Mr. Jordan was born Nov, 21, 
the low offer with a unit price of|cars for the sheriff's department! 1882, in Merrill, Wis., and worked 
$1,483.92, according to W. Lowell| from Oden Chevrolet Co., Albuquer-| his way through the University of 
Fisher, automotive equipment su-| que. Two of the sheriff's old cars| Wisconsin as a newspaper re- 
perintendent. ~~ k & | were traded in and two others were| porter. 

assigned to other county depart-| i 

AND in Miami, Dade County an- coca y dep me 1906 he went to National Cash 

_ | gister Co. where he learned 

posanee it had seeeee 6 con- | Jackson Chevrolet Co., Pueblo, | salesmanship under the famed John 

os none — f otors oy 150! Colo., submitted the low bids on | H. Patterson, who turned out many 

udebaker Larks for use Dy vari-| 4 pickup truck, two station wag- | another young man who was to 

ous agencies in the metropolitan) ons and two utility wagons for | make his mark later in the auto 
government setup. | the City of Pueblo. world 

Estimating that 59 Fords and " ; ; 
Chevrolets would cost the City| The bids follow: Pickup, $1,469;| Mr. Jordan, in later years, liked 
about $500 more a unit, John Krieg, | *t@tion wagons, $1,603 and $778;|to say, “I was fired the same day 
Cincinnati purchasing agent, said| COUPeS, $1,437 and $1,287. The varia-| as Hugh Chalmers.” 
he is considering a switch to the| tions in wagon and coupe prices; Jn August, 1907, he joined Thomas 

resulted from the tradein of dif-| p Jeffery Co., maker of the Jeffery 


Rambler or Lark. : 

Meanwhile, the special commit- | ferent model vehicles. |car, and was generally credited 
tee named by the NASPO was | The Indiana Toll Road Commis-| with the development of the famed 
awaiting replies from state pur- | sion announced that Washington| Rambler Model 34 of 1908. While 
chasing agents to its 13-point |Chevrolet Co, Inc. Indianapolis,| with Jeffery he held the posts of 
questionnaire on state vehicle | was the apparent low bidder on the! secretary, advertising manager, 
purchasing and disposal practices. | leasing of 71 passenger cars and| publicity manager, sales manager 
The committee, headed by J.|four station wagons to the com-/and general manager. 

Stanley Bien, Michigan purchasing | mission. At that time, he described him- 
agent, has launched a move for; A spokesman said Washington’s| self as “a bright boy of 28, wearing 
return of factory subsidies. | bid of $119,736 for one year’s rental| white spats, telling other people 
oa. —— 7 its — would represent a $17,964 savings| what to do.” 

w e brighter if it can induce| under the current rental price of ‘ 
offending states to eliminate ve-| $137,700. Transportation Fm Co., Pm resigned from Jeffery in 
: ; anuary, 1916, just before Charles 

hicle-disposal practices which d®al-| Evansville, holder of the present ’ ; feu 
ers claim have disrupted used-car| t, bid $139,356 W. Nash took over the oe 
Pp | contract, $139,356. later years, Mr. Jordan often 


markets. —_—$$—$——— 
e claimed that he was instrumental 
‘Sattler Predicts 


Of Local Governments 


MERICAN-BUILT small cars 








. * > 
: . :. in getting Nash to quit as pres- 
NW DALLAS, Fisher said the esti ident of General Motors and take 


mate of a 16 percent price nie | ° 
; 25% se 1n over Jeffery. 
cae Seats SP Soemaens lee Die. 6 9 oO Increa After a brief fling at copywriting 
59 Truck Sales 


373 cars and trucks at a total cost| 
with the Lord and Thomas agency 
DETROIT. — Herman P. Sattler,| meeting of friends and showed 


of $696,658. 
He pointed out that a four-door in Chicago, Mr. Jordan called a 
Ford sedan for police use will 
cost $1,877.62 this year, compared | Chevrolet assistant general sales| drawings of his proposed Jordan 
with $1,448 a year ago when fac- | manager for trucks, predicted last|car. Turning on his famed sales- 
tories were subsidizing sales. week that the truck industry in| manship, he sold subscriptions total- 
Ed Maher, Inc. (Ford) was the|1959 will sell at least 25 percent/ling $200,000 in an houy’s time. He 
more new units than it did in 1958.| went to Cleveland and again sold 
Last year, sales dipped below 800,-| his idea to bankers and investors 
000 for the first time since full-|to raise the needed additional 


low bidder on 187 sedans. Prices 
ranged from $1,755 for six-cylinder, 

scale production was resumed after| funds. He prevailed on parts firms 
World War IL (Continued on Page 46, Col, 1) 


two-door models to $2,092 for a car 
with a special generator for the 


Fire Department. 

Other bids follow: 

C. S. Hamilton Motor Co. $2,- 
248.26 for two Plymouth station 
wagons. 

© + 
OEDEKER-VERNER MOTORS, 
$3,136.23 for a Dodge nine- 
passenger station wagon. 
Ridout Motors, Inc., prices from 


Fire Destroys Shop, 5 Cars 


FORT PAYNE, Ala—Flames 
starting in the body shop of Rains 
Chevrolet Co. destroyed the shop 
and five vehicles, causing a loss 
estimated by Marvin Rains, owner, 


at $100,000. Gasoline. fell on a lamp 
bulb and the bulb exploded, he said. 


Sattler based his estimate on 
scrappage and replacement figures 
that, he said, indicate that truck 
sales have not caught up with ac- 
tual needs. 

He also mentioned a “strong 
surge” in Chevrolet truck sales in 
December. He said retail deliveries 
in the first 20 days of the month 
exceeded 18,000, an increase of 38.5 
percent over the corresponding 
1958 period. 

“Our December sales are par- 
ticularly encouraging in the face 
of stock position resulting from the 
strike during October,” he added. 


Oldsmobile Hits 
58 Sales Peak 


LANSING.— Oldsmobile sales 
during the second 10 days of De- 
cember were the highest of any 10- 
day period during the last 12 
months, according to J. F. Wolfram, 
general manager. 

“Our dealers delivered more than 
13,000 new models from Dec. 11 
through Dec. 20,” Wolfram said. 
“This was almost 4 percent higher 


“If we had been able to build up| than the first 10 days of the month, 


our inventories, retail deliveries|a period which was a record for ~ 


would have been even higher.” 


1958.” 
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Dealer Forum 


by Bobert M. Finlay 





E MENTIONED the other day 


the necessity of justifying the | 


price of today’s automobiles to 


prospects. So we asked Stan Roe, | 


manager of the statistical depart- 
ment of the Automobile Manufac- 
turers Assn., if there were any sta- 
tistics that would be of help to 
dealers and salesmen in this re- 
spect. 

Actually, the facts and figures 
are all on the side of today’s cars. 
It’s just a feeling that favors the 
prewar job. 

Roe offers these figures: 

In 1939, the average retail price 
of a new car was a paltry $836. But 
to pay for it, the average worker 
in manufacturing industry had to 
work 1,320 hours or 35 weeks. 

The 1957 car had an average 
retail price of $2,626. This seems 
like a lot more car than the 1939 
job, yet the average worker could 
pay for it with 1,269 hours of his 
work, or 31.9 weeks. 

So, when the prospect shudders 
at the price tag on today’s cars, 
the salesman can tell him in all 
honesty that in terms of hours of 
work today’s cars are cheaper than 
prewar models. 

* = = 


Future of Service 


ae speaking of the | 


perspective of time, Harry H. 


| ships because of the need for 
more tools and equipment in the 
| service department. 

Volume service business to justify 
the expense of training along with 


| further increases in productivity. 


More specialization of skills — 
the day of the general mechanic is 


| over. 


More sub-departments within the 
service department for electronics, 


|hydraulics and air-conditioning 


specialties. 

Exploration of the problems and 
benefits of two and three-shift 
service operations. This “service 
while you slumber” would aid cus- 
tomers and make maximum use of | 
plant investment, but presents| 
problems of supervision and per-| 
sonnel recruitment. 

Mechanization and then automa- 
tion of productive payroll account- | 
ing and customer billing for faster, 
more accurate results at lower 


| cost. 


The possibility of “voicewriting” 
customer repair orders. 
> = > 


Why the Accent? 


b apne asked why he was so 
concerned about one depart- 
ment, Brown replied: 

“Service is our only product. 
Our customers measure our per- 





Brown jr., president of Brown and | 
Thomas Automobile Co. New} 


Haven, Conn., was looking to the| 


formance as a dealer by the serv- 
ice we give. It is our responsibil- 
ity and ours alone.” 

He recalled that his father, who 


future the other day in connection | at his death two years ago was the 
with the 50th anniversary of his | Oldest Cadillac dealer in point of| 


dealership. 


Here are some of the changes he | 


foresees: 
Larger physical size for dealer- 





Dealership Birthday— 


The three principals at the gold anni- 
versary celebration of Connecticut's oldest 
automobile dealer, Brown & Thomas Co., 
New Haven, are, from left, Carl R. Lane, 
executive vice-president, Connecticut Auto- 
motive Trades Assn.; Harry H. Brown jr., 
president, Brown & Thomas, and New 
Haven Mayor Richard C. Lee. 
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service, was fond of this slogan: 
“Never make a customer out of 
a friend—always make friends out | 


of your customers.” 
- * > 


Dealer Advantages 


WE SEE and hear a lot about 
the advantages filling stations | 
and their quick service have over | 
dealer shops, but one of the advan- | 
tages of dealer shops was forcibly | 
impressed upon me the other day. | 
I bought a new tire at a filling 
station and after driving around | 
on it for several weeks had the 
pressure checked. It was 60 | 
pounds, greatly overinflated over | 
the recommended 28 and a poten- | 
tial source of danger. | 

A bit later I had a tire repaired 
at the filling station and had it put 
back on the car. When I got home, | 
it was nearly flat. Returning, I 
spent some time in the tire depart- 
ment while waiting for it to be 
changed. 

From time to time the tire man 
would rush out to the pumps. The 
customers are mobile there, and 
they won't wait. So all hands see 
that the cars at the pumps get 
quick service, and, as a result, other 
service is dropped in the middle to 
man the pumps. 

And how often does the filling 
station service man remember} 
where he left off? 

Or, is he like the tire man who | 
overinflated my new tubeless tire | 
to seat it properly and then was | 
interrupted and forgot to let the | 
pressure down to normal. | 

In most dealer shops, mechanics | 
follow through on their jobs with- 
out the interruptions that come) 
when a worker is constantly inter- 
rupted by a bell signalling a car 
at the pumps. 

As we've said before, dealer shops 
have much of which to be proud. | 
Dealers interested in this should 
drop around and watch the compe- 
tition. We'll bet they will return to 
their own shops with a sense of 


pride and accomplishment. 


Windolph Elected Head 


Of Portland Dealer Group 


PORTLAND, Ore.—Carl R. Win- 
dolph, Windolph Pontiac, has been 
elected president of the Automo- 
bile Dealers Assn. of Portland, suc- 
ceeding Charles W. Wentworth jr., 
Wentworth & Irwin. 

Douglas D. Moore, A. B. Smith 
Chevrolet Co., was elected vice- 
president, and Marvin Tonkin, Ton- 
kin Motors (Mercury), secretary- 
treasurer. 


| (Jan. 5) on the constitutionality of 
| the 
Act of 1956. 


|an Albany dealer filing a complaint 
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Arizona Dealers 
Feuding Over 


° 
Sunday Openings 

PHOENIX, Ariz.—The presidents 
of the new and used-car dealers as- 
sociations in Phoenix have accused 
each other’s members of being the 
first to resume Sunday openings 
after the expiration of a closing 
agreement. 

A contract drawn up 3% years 
ago by the Phoenix New Car Deal- 
ers and Arizona Used Car Dealers 
Assns. expired last summer. It pro- 
vided a $500 fine for members who 
violated the agreement. 

Roman Sarwark, head of the 
used-car group, said four new-car 


dealers were the first to resume and 
indicated his members would be| 


forced to open their lots if new-car | 
dealers continue to open Sundays. | 

Bob Montana, president of the| 
Phoenix New Car Dealers Assn.,| 





Dealers Aid Boys’ Club— 


Collin Lane, right, past president, Jackson (Miss.) Automobile Dealers Assn., pre- 
sents a check for $1,500 to Warren Ludiam, second from left, president, Jackson Boys" 


Club. 






Looking on, from left, are Calvin Walker, Boys’ Club director, and Jimmy 


said his group still favors Sunday | Spell, president, Exchange Club. The money came from the recent Jackson Auto- 


closing. 


Hearing Today on 


mobile Show. 


56 Law... 








(;ood-Faith Test Starts 


By Maynard M. Gordon 
News Editor 
i. stage is set for the long- 
awaited court test of the good- 
faith law. 

A Detroit Federal judge is sched- 
uled to hear oral arguments today 
Automobile Dealer Franchise 

Hanging on District Judge 
Ralph M. Freeman’s decision and 
the certain appeals therefrom will 
be the future of factory-dealer 
relations and the fate of nearly 
$10 million in lawsuits already 
filed under the good-faith statute. 

Barring a last-minute adjourn- 
ment, counsel in the case of Kelly 
vs. Chrysler will debate points al- 
ready made in lengthy briefs sub- 
mitted to Judge Freeman. Attorneys 
for NADA and other auto manufac- 
turers are expected to attend the 
hearing as observers. 

> > . 

HE job of trying to overthrow 

the good-faith law has fallen on 
Chrysler—to date the major victim 
of dealer suits under the law. It 
is Chrysler’s motion to dismiss the 
Kelly suit that is being heard by 
Judge Freeman. 

Appeals from the judge’s decision 
are expected by legal observers, 
however he decides. Dismissal of 
the suit on grounds that the law 





Sticker Brushoff 





Denied by FBI 
Atlanta Office 


ATLANTA, Ga.—Reports in fac- 
tory circles that complains under 
the price-sticker act were being ig- 
nored were denied last week by the 


| Atlanta FBI office. 


J. L. McGovern, assistant agent 
supervising auto cases, said that 
while fewer than 10 complaints had 
been filed with the office, each had 
been investigated and legitimate 
complaints had been referred to 
the U. S. attorney for action. 

It was believed that the report 
that complaints were being ignored 
originated some weeks ago when 


was told that the local office had 
no jurisdiction. 

Instructions from the Justice De- 
partment in Washington on han- 
dling such complaints were in the 
mail at the time and were received 
shortly thereafter. 

Only one complaint involved an 
Atlanta dealer. Investigation re- 
portedly indicated the sale was 
legitimate. 

It is understood without con- 
firmation that a complaint filed by 
a Columbus dealer has been re- 
ferred to the district attorney. 


Feferman Elected 


SOUTH BEND.—The new car 
dealers of St. Joseph County 
elected Henry Feferman, Feferman 
Motor Sales Corp., as president; 
Jerry Hammes, Romy Hammes Co., 
vice-president, and Frederick K. 
Baer, local attorney, secretary. 





is unconstitutional would have to 
be appealed without a trial, while 


the Kelly claim for a $480,000 judg- 
ment undoubtedly would be tried 
in full should Chrysler lose its con- 
stitutionality challenge. 

Chief counsel for Jim Kelly, 
Inc., of Roseville, Mich., is I. A. 
Capizzi, former chief counsel for 
Ford Motor Co. and a veteran of 
dealer-factory lawsuits. 

The defense will be handled by 
Charles R. Moon and Fred W. Free- 
man, of the Chrysler Corp. law firm 
of Dickinson, Wright, Davis, Mc- 
Kean & Cudlip. 

A significant issue at stake in the 


Akron Extends 
Hub-Cap Marking 
To Include Spare 


AKRON.—A hub-cap identifica- 
tion program begun in Akron three 





months ago to combat increasing) 


thefts has proved so successful 
that it is being enlarged to include 
spare-tire wheels. 

John Lehman, secretary of the 
Akron Automobile Dealers Assn., 
has asked dealers to mark the 
spare at the request of police and 
insurance companies. 

The move was made after study 
showed the hub-cap markings had 
gone a long way to curb thefts. One 
insurance official said claims paid 


by his firm on stolen hub caps had} 


been cut from $200 to $100 a month. 
Another reported his firm hadn’t 
paid a claim in November. 

Lt. James Flanagan, Police Ju- 
venile Bureau, noted that youthful 
thieves had turned to spare wheels, 
forcing open car trunks, He sees 
a tire-wheel identification program 
as a sure deterrent to thefts. 

With the serial numbers of cars 
stencilled on wheels the same as on 
hub caps, police will have less 
trouble tracing and recovering the 
property, he believes, The dealers 
make no charge for the stencilling. 


comes to giving 


Calif., 





Wemhoff 


production set an alltime high in 


Kelly case is whether dealers are 
entitled to redress for damages be- 
cause of alleged franchise abuses by 
factories. The good-faith law was 
designed to allow dealers to collect 
| damages in a legal area from which 
the courts previously had denied 
| them 











* > > 


= brief emphasized 
the previous cases which had 
|been decided against dealers, em- 
| ploying the arguments which had 
prevailed on most former occasions. 

The company made the assertion 
that breach of contract and free- 
dom to contract are distinct from 
the guarantees of good-faith in the 
Automobile Dealer Franchise Act. 

“The day-in-court bill,” Chry- 
sler said, “should not be con- 
strued to create an automobile 
dealer’s cause of action based on 
performance (as distinguished 
from breach) by the manufac- 
turer of the terms of the fran- 
chise.” 
| “Do defendants contend that they 
have a contractual or Constitu- 
|tional right to deal in bad faith 
|with its dealers and that this act 
deprives them of that contractual 
and Constitutional right?” Capizzi 
|}asked on behalf of Kelly. 

Chrysler, amplifying its statement 
that the law impairs its freedom 
to contract, said the law re- 
stricts auto manufacturers from ef- 
| fectively signing up dealers because 
(Continued on Page 41, Col. 1) 


NADA Appoints Mims 
To Auditing Committee 
DETROIT.—The name of Allan 








On the House . . 


The spirit of giving.is wonderful—at Christmas 
time and .throughout the year—but not when it 


the Illinois dealer association. “Sell quality and 
the list-price-down theory of pricing rather than 
invoice up,” Manager Les Sander declares .. . 
Some of the auto executives are edging up on their 
predictions on 1959 sales; believe they will total 
closer to six million than 5% million .. . 

Don McNerny, retired Ford dealer of Glendale, 
has just purchased a deluxe motel at 
Wickenburg, Ariz. . . 
and Vic Koenig (Chevrolet) replace Irv Jordan 
and M. J. Bilgere, both retired, as directors of Missouri association 
. . . H. Laurence Harter (Cadillac) succeeds Ray Menendez as 
Brooklyn and Long Island association director .. . 

Utah dealers’ 1959 convention will be held in Hotel Utah Motor 
Lodge on Dec. 2... New home for Portland and Oregon associations 
is now half finished . . . Good news for Kansas dealers: State’s crop 


fourth higher than the previous record in 1952. 


Mims, Allan Mims, Inc. (Ford), 
Rocky Mount, N. C., was inadvert- 
ently omitted from a list of NADA 
directors named to the auditing 
committee. The list appeared in 
Automotive News Dec. 22. 

Mims long has been North Caro- 
lina’s NADA director and has been 
active for years in dealer associa- 
tion work. 





away your merchandise, cautions 












. M. A. Dorn (Chrysler) 










1958, worth $821 million and one- 





—Perre Wemuorr, Editor, 
Automotive News 
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Growth in Market Seen Near End... 





Honeymoon Over for Import Cars? 


(Continued from Page 1) 


of foreign workmanship, the pres- 
tige of the “Made-in-Europe” label 
and the improbability that any new 
U. S. entry would get below $2,000 
or a 108-inch wheelbase. 

On the other hand, there are 
plenty of dealers who can see tough 
sledding in the event Detroit offers 
a small car. Dealers agree that 
Volkswagen is probably the only 
import that could weather any sort 
of a storm brewing in Detroit. 

7 * * 
7 newly launched Common 

Market in Europe and free cur- 

rency conversion may have more of 
an impact on the U. S. market for 
foreign cars in 1959 than many 
dealers realize. 

Most obvious development will 
be increased concentration by 
foreign makers on sales in other 
European countries. Factories 
have already taken significant 
steps toward this direction 
through outright mergers, cross- 
licensing agreements and price 
adjustments. 

Most European makers have 
never considered the U. S. their 
No. 1 export market and lowering 
of trade barriers on the continent 
makes trading with old customers 
just that much easier. 

The one compelling attraction of 
selling in the U. S—dollar funds— 
becomes less desirable with free 
conversion of European currencies 
and the emergence of the Swiss 
franc as the hardest monetary unit 


in the world. 
> 
oe are plenty of internal 
difficulties in the imported-car 
market in the U. S. which could 
make themselves felt more keenly 
during 1959 than they have in the 
past. 

One which is being noticed 
right now—though most distribu- 
tors are soft-pedalling the fact— 
is the difficulty in retaining deal- 
ers and signing up topflight re- 
placements for those who fall by 
the wayside. 

Some of the most solid foreign 
makers have been signing new 
dealers all during 1958, but have 
found the overall total declining in 
recent months. 

Plenty of dealers have discovered 
that the imports do not sell them- 
selves after all and that the dealers 
often are not equipped to carry out 
the aggressive merchandising which 
is necessary. Boo Ss ot 


THERS became weary of the 

constant battle with distribu- 
tors, concessionaires and factories 
over sporadic vehicle shipments 
and the inability to get parts. Too 
many imported-car dealers have 
found warranty claims ignored or 
disallowed. 

“They just don’t understand 
American customers or business 
methods,” complained one dealer 
about foreign firms. 

Sleazy service on parts and 





New Lineup 
MARIETTA, O.—J. Frank Smith 
Motors, Inc., has changed to Buick- 
Pontiac-Vauxhall after 13 years 








warranties by far outnumbers all 
other complaints of imported-car 
dealerships. 

The parts problem, of course, will 
become more acute as the tens of 
thousands of imports sold in 1958 
accumulate mileage and start roll- 
ing into the backshops in need of 
routine parts replacement. 

Most foreign-car dealers concede 
that so far only Volkswagen has an 
adequate service program in the 
U. 8. 

* > = 

F U. S. makers go after the 

economy-car buyer in earnest 


2 Dayton Dealers 
Fined, 3rd Warned 


In Sales Violations 


DAYTON, O.—Two Dayton auto| 


dealers have been fined $100 each 
and third was issued a warning 





letter by the Ohio Motor Vehicle | 


Dealer’s and Salesman’s Licensing 
board. 

The fines and warning were the 
result of investigations into alleged 
Rule 8 violations. 

Victory Auto Sales and Herb’s 
Auto Sales each were fined $100. 
Cantrell & Guy, Inc., received the 
warning. 

No decision has been reached yet 
on the alleged Rule 8 violation by 
Park Motors, Inc. 

Rule 8 requires that the terms 
of any sale—all charges, taxes, in- 
surance, etc.—shall be written on 
a bill of sale, or other such “in- 
strument,” “prior to or concurrent 
with any motor vehicle sale.” 





Moretti’s in U. 


this year, observers believe that 
only a relative handful of imported 
makes will survive in the U. S. 
market—those lines which ac- 
counted for no more than 200,000 
sales even in the banner year of 
1958. 

And what, they ask, will hap- 
pen to English Ford and Taunus 
if Dearborn launches a small car 
this year; to Opel and Vauxhall 
if GM enters the small-car mar- 
ket with a U. S.-built product, 
or to Simca if Chrysler Corp. fol- 
lows suit? 

These five makes alone contribu- 
ted roughly 70,000 units to the 1958 
total. 

Soft spots in imported-car sales 
have already been reported in the 





Atlanta Dealers Elect ‘59 Officers— 


Congratulations are exchanged by new 


officers of the Atlanta Automobile Dealers 


New York City area and in South-| Assn. at their annual meeting at the Atlanta Biltmore. From left, are: R. H. East 


| ern California—areas which provide | (Ford), first vice-president; Thomas M. Callaway jr. (Oldsmobile-Studebaker), retiring 


the lushest market for foreign ve-| president; John Mitchell (Oldsmobile), honorary secretary-treasurer; Thomas |. Smith, 
ee eee ee president. Not pictured is Zack Lavfield jr., second 


hicles. 
Discounting has been prevalent 


|in the East for some time and is 
growing in the West. Of imported-| 


ear dealers queried by AUTOMOTIVE 
News, 47 percent admitted they 
were discounting in order to move 
cars. Figures ranged from $50 to 
$500. Only Volkswagen appeared 


immune to the discount disease. 
* = = 


\ some dealers predict 1959 | 


sales of imports will reach 
500,000 in the U. S., nearly as many 


see the total falling as low as 300,-| 


000. 

The only sure bet is that their 
sales will not grow with the wild- 
fire progression that marked 1958. 

As a Western dealer told AvTo- 
motive News last week, “The shake- 
out is here.” 


S. Market, 


But He’s Not After Volume 


NEW YORK.—An overseas auto 


other countries in Europe and 


manufacturer who declares bluntly| Africa. 


that “my cars never will be avail- 
able in large numbers” is seeking 
a share of the imported-car market 
in the U.S. 

He is Giovanni Moretti, of 
Turin, Italy, who builds the cars 
which bear his name. 

On a recent visit to the U.S., 
Moretti told Automotive News: “All 
of my cars are hand crafted. I| 
have built my reputation on quality 
workmanship and the exceptional 
rigidity of the body. This cannot 
be done through mass-production 
methods. 

“Therefore, although I continue 
to try to expand production, I can- 
not adopt mass-production meth- 
ods.” i 
Moretti insists on a steady pro-| 
duction rate and will not add 
workers who might have to be laid 
off later because of lack of work. 
So production grows slowly. 

In 1947, when Moretti switched 
from motorcycle and trolley-car 
production to auto making, his 
capacity was one car a day, Now 
he can turn out 30 cars a day. 

By mid-February, 300 of these 
cars will be coming to the U.S. 
each month, and the other 600 
will be sold in Italy and a few 


Moretti Super Panoramica Sedan— 


of five Moretti models available in the U. S. is the 750-c.c. Super Panoramica | 000 lire, while the average price of 


As an example of the quality 
workmanship he insists upon, Mor- 
etti said the engines in his cars 


are guaranteed for 60,000 miles. If) 


the engine does not perform, it will 
be replaced at no cost to the owner. 


In addition, each car is given 20) 
coats of paint. And each coat is| 


hand rubbed. Moretti said his cars 
will deliver 45 miles per gallon at 
speeds up to 50 m.p.h. 


The line is handled by about 25) 


dealers in the Northeast and Cen- 
tral Atlantic states and is distrib- 
uted by Joseph F. Rosa, J. F. R. 
Co., North Attleboro, Mass. Kur- 
land Motors, Denver, former Simca 
distributor, has been appointed a 
Moretti distributor. 


Five models are available in 
the U.S. and prices start at 
$2,495 on the East Coast. There 
are two sedans and two station 
wagons in the 750-c.c. series and 
a $4,348 convertible in the 1200-c.c. 
series. 

In Italy, Moretti has 127 dealers 
who enjoy a lawful protected- 
territory plan. If a dealer sells out- 
side his territory, he must pay 50 
percent of his profit to the in- 
fringed dealer. 

To receive a Moretti franchise in 
Italy, the auto maker said, a dealer 
must be extremely service-minded 
—he must be willing and anxious 
to render topnotch service. 

Moretti said his dealers in this 
country will be picked on the basis 
of their “foreign-car knowledge or 
intent”—which means a full appre- 
ciation of the potential for the 
dealer seriously interested in the 
import field. 

Dealers also will be judged on 
their service reputations and their 
ability to merchandise successfully 
a steady number of cars per year. 

Moretti said Europeans “would 
like to own, and build, American- 

type large cars, but they just 
can’t afford it.” 

European cars, he explained, are 
taxed on the basis of engine size, 
and the cost alone would prohibit 
large-scale production of U.S.-type 
autos. 

Another basis for comparison, he 
said, is the fact that the average 
price of a Moretti in Italy is 10,- 


One 
sedan which is priced at $2,495 at New York. A coupe and two station wagons also|an American car is more like 200,- 


are offered in the 750 series, and there is a 1,200-c.c. convertible priced at $4,348. 000 lire. 


vice-president. 


By William Carroll 
Staff Correspondent 

SAN FRANCISCOW—Chrysler 
Corp. last week lost a 30-year-old 
| retail outlet when James F.. Waters, 
Inc., which once claimed to be the 
world’s largest distributor for Plym- 
outh and DeSoto abandoned the 
northern California associate dealer 
territory. 

“We believe,” said Robert A. 
Waters, president, “that the im- 
ported car will reach at least 20 
percent of the market and, more 
important, Renault will enjoy the 
lion’s share of this percentage. 
| “The first floor of our seven-story 
building on Van Ness Ave. 
Francisco’s automobile row) will be 
exclusively devoted to selling Re- 
nault and Peugeot cars.” 

Waters has reduced overhead by 
80 percent by leasing its premises 
from the second floor to the roof 
to a garage operator who will serv- 


provide service and make-ready for 
the French imports. 


Government,” said Waters. “Today 


we are a casualty of changing! 


methods of auto distribution. 
“Manufacturers point out that 
penetration by way of distributor 


arrangements is archaic. Failure to} 


make a profit from such an opera- 
tion makes the point clear when 
manufacturers find it impractical 
to pay the service commensurate 
with costs.” 

It is reported that Waters was 


losing some $250,000 yearly han- | 
| dling DeSoto and Plymouth. Six | 


months ago Waters put in Re- 
nault. Sales of the imported units 
were showing retained grosses 


averaging $247, compared with 
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Ford Pitch— 


These are scenes from one of the new 
“visual squeeze" TV commercials for Ford 
cars produced by Transfilm, Inc., New 
York, for the J. Walter Thompson Co., 
advertising agency for Ford. Approxi- 
mately 500 still photographs were taken 
from which 100 were transferred to mo- 
tion picture film. On the TV screen, the 
images appear in staccato-like manner, 
each one adding an important point to 
the Ford comfort story and all keeping 
pace with the “beat” of the music and 
voices, 


(San | 


ice all makes of cars. He will also! 


“At one time we were Chrysler’s| 
biggest customer, next to the U. S.! 





The James F. Waters Story .. . 


Why the Imports Gain 


average grosses of $41 on domes- 
tic units. 

Over 500 Renaults were sold in 
the first six months by Waters, with 
an almost completely new sales 
force headed by Richard Fong. 
Fong told Automotive News his men 
are selling the cars on quality, for 
$75 commission per unit. Salesmen 
do their own closing under close 
supervision. 

Retailing of DeSoto, Plymouth 
and Simca will continue at another 
outlet in San Bruno, Calif. Waters 
| Equipment Co., Inc. (car leasing), 
|remains in San Francisco, as will 
|the motor parts operation. 

Present during the announcement 
meeting was John Green, Renault 
and Peugeot distributor for Cali- 
fornia, Arizona, Nevada and Utah, 
who told Automotive News, “Waters 
sold more Renaults last November 
than I sold my entire first year 
(1955). You can be sure I wouldn't 
have signed such an aggressive op- 
eration, which will certainly stimu- 
late Renault sales in the bay area, 
|}if I weren’t sure the cars would 
be available.” 

Green expects to supply Waters 
| with 75 to 150 cars monthly. Waters 
|} executives have their break-even 
point pegged at 60 units monthly, 
based on a short but consistent 
gross. 
| With 14 salesmen working on $75 
|commission, the dealership may 
have to move 125 to 150 units every 
|month to keep the help happy. 
|About 650 Renaults are sold in 
| Northern California each month. 

Green does not expect the 
Waters operation to affect all 
| import-car sales in the bay area. 
He does believe Waters’ move, 
made after six months’ experience 
with Renault, is proof that large 
operations can make a good liv- 
ing from imported cars, primarily 
because selling expense is gen- 
erally lower than that of domestic 
lines. 

Automotive News asked several 
Waters executives why they 
selected Renault. Reasons: Because 
it has four doors, is stylish, uses a 
four-cycle engine and, most im- 
portantly, carries a list price less 
than $2,000. 





Heil Purchases 


Cleveland Firm 


MILWAUKE E—Heil Co. has 
purchased Truck Engineering Co., 
Cleveland, manufacturer of trailer 
dump units. The firm will operate 
as TEC division of Heil, according 
to John Barclay, Heil vice-presi- 
dent. 

Julius L. Glick, president of 
Truck Engineering, will be general 
manager, and Robert L. Morse, 
vice-president, will be assistant 
general manager. 

Truck Engineering makes truck 
trailers for dump unloading and 
produces a new hydraulic frameless 
trailer which is said to increase 
payloads because of its lighter 
weight. The company also builds 
aluminum trailer bodies. 
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°° its flexible— 
and it’s fast...’ 


says FRED GUY, Dodge-Plymouth dealer, 


Muncie, Indiana 


9 


“‘We can express our high opinion of CommerciAL Crepit PLAN 
in two words . . . it’s flexible and it’s fast. Anyone who has had 
a deal hang fire because of slow credit action knows how valuable 
fast service is. The same is true of having an adaptable finance 
connection. We know CommerciaL Crepir Ptan’s flexibility 
has helped us penetrate our market and reach a bigger percentage 
of propsects. It’s a pleasure to work with CoMMERCIAL CREDIT 
people. They know the automobile business as well as their own. 
You couldn’t ask for a more cooperative group.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciAL Crepir CorPoRATION 
office for complete information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 
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The Man Behind the Wheel... 





Sales Testing the New Models 


By L, H, Houck 
Travelling Correspondent 

'VROLET has so much that 
is new and of great benefit to 
the owner that it’s no wonder sales 

are skyrocketing. 
Although the new models have 
been on the streets for four 
months, Chevrolet still excites 





levers styled into the arm rests are|of the vehicle and make it more 


another nice feature. 


These arm rests are not for style 
only, They are much handier than 
the flip handle, they make for a 
more streamlined interior door and 
there is less likelihood of clothing 
being caught when leaving. 

And there is a feature that so 


attention wherever it goes. I dis- 
covered this in driving the all- 
mew four-door Impala hardtop 
some 1,500 miles. It was like 
driving in a goldfish bowl. 

This Chevrolet brought home to 
™Me more than anything else the 
advantage of yearly models and 
yearly improvements, which I think 
are a healthy stimulus to competi- 
tive drive. 

Yearly models distinguish Ameri- | 
can auto manufacturing and bring | 
countless benefits to the buyer 
which might not otherwise be 
realized for years. 

Stylists have long realized that 
vehicle appearance must be suffi- 
ciently striking to catch the public’s 
eye so that advanced engineering 
developments can be demonstrated. | 

> * > 


°59 Chevy Is Heavier 


1959 Chevrolet is heavier) 
than last year, but in its bold,| 
slimline styling it appears extra| 
light and lean. This spirited Impala 
cruised without effort and re- 
sponded instantly to every throttle | 
demand and its look of fieetness| 
was upheld with honor by the)! 
Turbothrust 348 V-8, 250 h.p. with| 
four-barrel carburetor. 

Some of the high-value features 
of the Impala include anodized 
aluminum end panels on front 
seats, roof side rails, grille body 
and screen, air inlet frames and | 
screens, tail-light bezels, tail- | 
light dividing strips, body side | 


many have been asking for—a red 

reflector on the rear of the arm 

rest which catches oncoming head- 

lights when a door is open at night. 
> > > 


Longer, Lower, Wider 


LSO new are the dimensions 
which contribute to the value 


Car Tested: 
CHEVROLET 


Model: four-door Impala hard- 
top. 

Engine: Turbothrust V-8, 
OVH, 348-inch displacement, 
rated at 250 h.p. with four- 
barrel carburetor; 9.5-to-1 com- 
pression ratio. Bore, 4.125; 


stroke, 3.25 inches. Hydraulic 
tappets, dry-type air cleaner. 
Transmission: Turboglide, 
which has five positions: P, R, 
N, D and Gr, the latter for 
grade retard. Gr provides in- 





creased engine braking for 
downhill coasting. It is not a low 
and should never be used for 
driving car forward. 

Optional equipment installed: 
Level-Air air suspension, radio, 
heater, wheel discs, oil filter, 
power steering, power brakes, 
two-speed electric windshield 
wiper, EZI glass, power win- 
dows, padded instrument panel. 

Rear axle: Posi-Traction. 

Dimensions: Overall len g th, 
210.9 inches; height, 54 inches; 
width, 79.6 inches; wheelbase, 
119 inches; fuel-tank capacity, 
20 gallons; crankcase, 4 quarts. 

Tires: 7.50x14, General. 





ness. 

Deep carpets feature Impala 
floors. Interiors have electrically | 
applied vinyl. The new door-release | 





Canadian Auto Outlook 
‘Shows Marked Upturn 


By Jules Larochelle Motors of Canada, declared: 
Staff Correspondent “The business outlook for the 
MONTREAL.—Canadian auto ex- | coming year is good. 
ecutives generally express optimism; “In general, most of the indices 
for 1959. In year-end statements, | of business trends have been show- 
presidents of the companies indi- | ing improvements during the latter 
cated that 1959 will be a good year, | part of this year. I refer to indus- 
especially for the auto industry. | trial production (except where 
Rhys M. Sale, president of Ford | ‘trikes have injected an artificial 
Motor Co. of Canada, said the | curb), gross national product, per- 


| eral 


outlook for Canadian business | 
, and for the auto in- 

in particular, is better 

than it was at the beginning of 

1958. 

“I foresee a continuing, gradual 
improvement, with perhaps some 
acceleration after we get through 
the winter months, but do not an- 
ticipate a swift return to the rela- 
tively prosperous levels of 1956 and 
the first half of 1957,” he said. 

“There has been a strengthening 
of demand for automobiles of 





“The severe winter conditions 
that set in in most parts of Canada 
during December make it difficult 
to appraise the strength of the 
automobile market, and the real 
not come until the spring 
opens,” Sale con- 


regrettable that unemploy- 
be a major 
concerned with 


sonal income, average work week, 
retail trade, and the amount of 
money in personal savings ac- 
counts. 

“Opposing these brighter trends 
are the increasing problems of ris- 
ing costs and prices, lower profit 
margins, a growing fear of infla- 
tion and unemployment. This cost- 
price squeeze is undoubtedly the 
reason why one hears from too 
many sources of management, de- 
cisions to cancel, curtail or defer 
major expansion involving capital 
expenditures. 

“Specifically, we are basing our 
business decisions in 1959 on a 9 
percent improvement over 1958 in 
the automobile and truck mar- 
ket,” Walker continued. 


“Still more specifically, because 
(Continued on Page 42, Col. 4) 


Late Report... 


| 





desirable. The '59 Chevrolet is two 
inches longer, one inch lower and 
two inches wider than previous 
models. 


More noticeable is the elbow 
room inside, Width dimensions 
are three to six inches greater— 
six in some models such as the 
Impala I drove. The increased 
length is used to enlarge the 
luggage compartment. The body 
itself is five inches wider, which 
accounts for more roomy inter- 
iors. 

The front bumper is located al- 
most five inches higher, the lights 
are seven inches lower and this im- 
proves night driving and must be 
experienced. 

By locating the bumper higher, 
the front overhang is reduced more 
than three inches. Why? Not just 
for the sake of change but to 
steepen the angle of approach 
which permits entering steeply in- 


| clined driveways without danger of 


scraping. 

This Impala had greater balance 
and roadability. The lower overall 
height reduced the center of grav- 
ity and both front and rear treads 


| are wider than last year—1% inches 





in front and %-inch in rear. Add 
the increased wheelbase and you 


have the reason for the greater | 


stability. 


> * > 


| WHEN you get behind the wheel | 
| ° 


f the new Chevrolet, you're 
immediately aware of a more re- 


|laxed driving posture. We went to 


engineering to get the answer. 
The front seat was lowered 
and there is a more nearly verti- 
cal toe-board angle. The steering 
column was rotated downward to 
provide the same knee room. 
Add the vast increase in visibility 


|from greater glass area and a 
|shorter, lower hood line, and you 


have one of the most comfortable 
and satisfying driving positions you 
could imagine. 

Chevrolet paid no penalty for its 
light, airy body design and appear- 
ance, because the body is stronger 
than last year. Heavy gauge steel 
stiffens the shallow roof panel, and 
windshield and back window header 
rails are fully enclosed box sections 
which are more rigid than previous 
channels. 


Besides box-section roof side rails 
tied into the body structure, the 
rear quarter area has an added re- 
inforcement at the rear-lock pillar. 
Underbody stiffness is increased 
with new ribbing in the luggage 
compartment, both longitudinal and 
transverse and the underbody rear 
cross sill is extended full width 
as compared with 36 inches in 1958 
models. 


It?s Truly All New 


EN Chevrolet said all new, it 

meant it. Only sound chassis 
design will deliver road sense, ride 
comfort, operating ease and built- 
in durability. 

For those who think the old 
chassis is covered up with a new 
face, it is interesting to know that 
it is new and redesigned and en- 
gineered for the best ride and 
best braking in Chevrolet’s his- 
tory. 

Because the difference in ride 
and roadability is so evident, I 
asked Chevrolet to show me why 
it is better. The wheelbase, 1% 
inches longer, is now 119 inches, 

(Continued on Page 42, Col. 1) 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week dropped $55 to $1,142, according to Automotive News 


With action cut by the holiday season, biggest loss was reflected 
on ’59 models, The setback of $437 was magnified by a shortage of 
higher-priced lines in the current-model selection, 

were $7 on ’55s, $6 on ’53s, $5 on ’57s and ’56s, $3 


"54s and $1 on ’52s. New lows were chalked up for ’57s and ’54s. 








|A Major Attraction— 


After four months on the streets, the 
Here owners of other cars look over the 





For Chicago Convention ... 





1959 Chevrolet still is a major attraction. 
‘59 Impala at a service station. 


Here’s NADA Program 


Eprror’s Note: We are publish- 
ing the 1959 NADA convention 
program early for those who 
wish to plan ahead. Sessions will 
be held in Chicago. 


Saturday, Jan. 31 


T= convention registration desk 
| will open at 9:30 am. on the 
lower level of the Conrad Hilton 
Hotel. 

At the same time there will be 
the formal opening of the Na- 
tional Automobile Dealers equip- 
ment exhibition and Service Con- 
sultation Hall, both on the lower 
level of the Hilton. 
| Frederick M. Sutter, Columbus, 
|Ind., former NADA president, will 
|be chairman of the pre-convention 
Service Session at 2:30 p.m. in the 
Grand Ballroom. 

Cliff J. Houser, general manager, 
Birkett L. Williams Co, (Ford), 
Cleveland, will tell “How to Use 
Sell in Your Service Department.” 

Leo Durocher, National Broad- 
casting Co. vice-president and 
former baseball player, then will 
speak on “Putting the Spirit of 
Team Play into an Organization.” 

Sunday, Feb. I 


A NONDENOMINATIONAL, 
laymen-led worship service will 
be held at 11 am. in the Grand 
Ballroom. 


John H. Lander, Atlanta, NADA 


San Diego BBB 
Slaps Claims of 
‘Gas-Saving’ Item 


SAN DIEGO.—In its semimonthly 
publication, the San Diego Better 
Business Bureau questioned the 





treasurer, will be chairman of the 
second pre-convention session 
starting at 2:30 p.m. in the Grand 
Ballroom. 


“How to Deal with Price-Con- 
scious Buyers in a Competitive 
Market” will be the topic of Dr. 
Kenneth Haas, business psychol- 
ogist and chairman of the Loyola 
University Marketing Department. 


| This will be followed by a panel 
discussion of “Are Imported Cars 
Here to Stay?” Participants include 
Paul Herzog, NADA research direc- 
tor; James C. Downing, Atlanta, 
president, Southeastern Sports Car 
Center, and Paul Lauritzen, Rich- 
mond, Va., NADA director. 

The NADA Sunday Evening 
|Musicale at 8:40 o’clock in the 
| Medinah Temple will feature the 
Chicago Symphony Orchestra. 


Monday, February 2 

HE Exhibition and Service Con- 

sultation Hall on the Conrad 
Hilton’s lower level will open at 
9 a.m. 

The opening business session is 
scheduled for 9:30 am. in the 
Grand Ballroom. Frank Yarnall, 
59 convention chairman, and 
outgoing President Dean Chaffin 
will be co-chairmen. 

Following the introduction of 1958 
committee chairmen and officers, 

Chaffin will give the President's 
Report. 

Then Merryle Stanley Rukeyser, 
noted economic analyst, will give 
the keynote address. His topic will 
be “The Outlook for Your Business 
in 1959.” 

Birkett L. Williams will be chair- 
man of the afternoon session start- 





jing at 2:30. It will feature a dra- 


matic presentation: “How Much 
Does It Really Cost You to Sell an 
Automobile?” The script was pre- 


claims made for a “Turbo-Jet Con- ~~ by William Hamilton, NADA 
s 


veter,” a so-called gas-saving device 
advertised by Douglas Mfg. Co., 
Detroit. 

Typical of the claims made, the 
BBB said, were: “Run your car} 
half on gas, half on air;” “Save up 
to $16 a month . . . save up to $50 
a month,” and “Fill your gas tank 
just once a month.” 

The ad also featured a picture of 
a teacup held under an exhaust 
pipe. Copy said: “Just to prove how 
much gas your car now wastes, 
simply hold a teacup next to the 
exhaust pipe. In virtually no time 
at all, you'll see that empty teacup 
filled to the top with wasted, un- 
used gasoline.” 

Said the San Diego bureau: “The 
National Better Business Bureau |¥ 
discussed these claims with officers 
of the corporation. 

“It was agreed by the supplier 
of the item, Dr. Edward Engel, that 
references to there being anything 
unique about burning ‘ordinary air’ 
in an internal combustion chamber 
were inaccurate; that one would 
get water, due to condensation, 
when placing a teacup under an 
exhaust pipe; that there was no 
‘Government Proof’ as indicated in 
the copy and that the ‘fleet testing’ 
was not done by Ford, Chrysler or 
General Motors but by certain 


Open-house events throughout the 
city will wind up the Monday pro- 


gram. 
Tuesday, Feb. 3 


REAKFAST at 7:45 am. is 
scheduled for members of 
NADA’s 30-Year Club and guests in 
the Williford Room of the Conrad 
Hilton. 
A. E. White, Columbus, O., 
(Continued on Page 41, Col. 2) 





dealers... 

“The National BBB states it still 
has no proof that this item is other 
than one of the spark intensifiers 
which were found to be valueless 
when they were offered several 
years ago.” 


New President— 


Harold W. Larson (Chevrolet), new presi- 
dent of the Minneapolis Automobile Deal- 
ers Assn., accepts the gavel from retiring 
president, A. Bernard Lindahl! (Oldsmobile), 
as leo B. Faricy, center, association gen- 
eral manager, looks on. 
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| THIS 1S MITSUBISHI — manufacturer of more 
| diversified products than any other company in the 
| world. Builders of ocean liners, jet planes and heli- 
| copters for the U. S. Air Force, locomotives, automobiles, Diesel 
| engines, turbines, refrigerators, machine tools, and thousands of 
other items. Tri-Wheel Trucks, Inc. is proud to announce its 
appointment as the exclusive Mitsubishi importer for the dis- 
tribution of their trucks in the U.S.A., Central and South America 


and Canada. 


—_—_— 


over one million in use throughout the world 
MITSUBISHI TRUCKS from $995 to $1795 P.0O.E. 
delivering gas mileage of from 35 to 80 miles per gallon 






From one of the industrial 


giants of the world comes the most 
unique pickup truck in the world: 


THE MITSUBISHI Af ustang 


This new truck costs less to buy ... costs less to run 
than any other 1-ton pickup truck in the world. It 
has a gross vehicle weight of 6,000 Ibs. It is destined 
to be the most talked about, most desired truck in 
the nation...as it is in the rest of the world. This 
truck has a record of endurance and economy that 
can scarcely be matched. It was born and bred in 
the Far East. In the past 12 years, over 1,000,000 
of these surefooted 3-wheel trucks have hauled 
billions of tons of payload hundreds of billions of 
miles. It operates at a cost of less than one cent per 


ton mile. Its 3-wheel aircraft-type suspension, de- 
signed to support the weight and impact of an 
F-86 Sabre Jet, handles road bumps with amazing 
smoothness. It can outmaneuver a sports car, turns 
in a radius of less than 12 feet. It cruises at 50 
miles per hour. Its air-cooled engine never over- 
heats or freezes. Its East and West Coast ware- 
houses are stocked with a quarter million dollars 
worth of spare parts...for same-day service any- 
where in the U.S.A. A six-figure advertising and 
publicity budget will introduce it. This is the Mus- 
tang. It means business. Today, find out all about it. 


EXCLUSIVE MULTI-STATE DISTRIBUTORSHIPS AND DEALERSHIPS AVAILABLE — 


MAIL COUPON TODAY FOR FULL DETAILS! 


TRI-WHEEL TRUCKS, INC. + 114 EAST 32ND STREET + NEW YORK 16, N. Y. 


Exclusive Importer in U. S., Central and South America and Canada for Mitsubishi Trucks 


ORegon 9-4790 











SS 


TRI-WHEEL 
114 EAST 32ND 
NEW YORK 16, N. Y. 


Piease send me complete information immediately about 
your Mitsubishi trucks. 


© t am a distributor 0 | am a dealer. 
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Import Car News... 


AUTOMOTIVE NEWS, JANUARY 5, 1959 


British Automen Eye 
Biggest Year in U.S. 


YORK. — Despite increased 
competition from American 
manufacturers, 1959 will be the 
best year ever for British automo- 
biles in the U.S. according to 
John T. Panks, president of the 
British Automobile Manufacturers 
Assn. 

Panks admitted that the Brit- 
ish consider the entrance of the 
Lark into the economy field as 
added competition, but even so 
he predicted that of the 400,000 
projected import sales in this 
country in 1959, the British would 
continue to enjoy the lion’s share. 
Panks, also general manager of 
Rootes Motors in the U.S. said 
that should the European free- 
trade area become a reality, it is 
very likely that many European 
manufacturers, who now are con- 
centrating on the American mar- 
ket, will divert a major share of 
their effort to the newly formed 
free market of Europe. 

The British manufacturers will 


not do this, he said, therefore guar- 
anteeing a steady flow of English 
products to this country. 

a a * 


ANKS’ prediction of a big 1959 

for the British is based on 
dealer orders and estimates for 
1959 as well as the observation of 
the British manufacturers repre- 
sentatives who make up BAMA. 

In an exclusive interview with 
Automotive News, Panks admitted 
that there are some “soft spots” in 
imported sales at the moment, two 
of which he identified as Southern 
California and New York. 

The reasons for the develop- 
ment of these soft areas are 
many, he said, but he added that 
the energetic, enterprising dealer 
is not seriously affected by these 
conditions. 

Rootes has expanded its plant 
facilities in Britain, Panks said, and 
plans call for a 20 percent increase 
in production in 1959.. This means 
that American dealers will receive 


about 30,000 Rootes products (Hill- 
mans, Sunbeams and Humbers) in 
1959, compared with about 25,000 
in 1958. 


* * * 
OOTES now has about 725 deal- 
ers, and the total will be ex- 
panded to about 850 this year. 
|There will be some replacements 
because, as Panks put it, “Some 


dealers in the husiness for the past | 


three or four years have failed to 
move with the changing market.” 
Greater emphasis will be 

| Placed on separate facilities in 
| those areas which can support 
them, especially separate show- 


| room facilities. Dealers also will | 


be encouraged to have a sales 
manager whose exclusive duty 
will be to concentrate on Rootes 
sales, 
| “We have found that this 
| method works best and is most 
| profitable fer the dealer con- 
| cerned,” he explained. 
| Panks said 1958 saw a “complete 
| transformation” in the import field, 
which proved that separate facili- 
ties can support themselves. He 
cited cases of many dealers in 
small suburban towns whose opera- 
tions are completely self-sustaining. 
+ : 


* 
UESTIONED about the tre- 
mendous variety of imported 
automobiles offered in the U.S., 
Panks asserted that in his opinion 


i 





A Town Crier— 


For perhaps the first time in history, 
New York heard the resonant yells of a 
genuine town crier when W. A. Crutten- 
den, official town crier of the City of 
Haitings, England, and champion of all 
Britain, visited the city. Cruttenden rang 
his bell and made an official cry in Times 
Square to announce the opening of the 
new offices of the British Travel Assn., a 


British Government. Cruttenden toured the 


five boroughs in this 1959 Hillman Minx. | 


the situation is bad, He feels that 
many of the products offered to 


LessonAor today: 


HOW TO TE 
HOIS} 


A HEIL TELESCOPIC 


ROM ALL OTHERS 


| ket, P : 
tourist information office sponsored by the | s anks declared 





Manganese bronze bearings reduce 
wear, prevent galling and seizing. 
Conventional hoists use cheaper 
bearings which reduce efficiency and 
increase wear. 


Heil’s steel hoist frame reinforces 
truck frame, spreads dumping force. 
simplifies mounting. Some other de- 
signs provide no hoist frame and 
put heavy strain on truck frame. 


SAE 37° flare fittings couple easily, 
withstand high operating pressures 
without leaks. Ordinary hoists use 
pipe thread fittings, difficult high- 
pressure seal, hard to couple with- 
out distorting pump and other parts. 


Hard rubber wiper rings protect oil 
seal, V-ring packing holds oil pres- 
sure safely. Others have no wiper 
rings and “O” ring seals can be 
damaged by scoring of unprotected 
cylinder. 


Rigid body subframe. wide hinges, 
large-diameter hinge shaft provides 
dumping stability. Others are un- 
stable in off-level dumping because 
of twisting stresses in frame. 








the American public are being 
handled in a manner that does not 
justify great public confidence, 

“It is up to the manufacturer in 
Europe to be sure that his car is 
being represented properly,” he 
said. 

“If there is a weakness in the 
imported market, it is the indis- 
criminate use of the present po- 
tential by manufacturers who are 
not willing to back up their prod- 
ucts with proper representation 
and facilities in this country.” 

Panks said that the European 
manufacturer who is in this coun- 
try seriously and over the long 
term, usually establishes one or 
two large depots from which he 

services his dealer organization. 

For instance, Rootes has enlarged 
both the East Coast and West 
Coast depot operations by 300,000 
and 200,000 square feet, respec- 
tively. This was done in order to 
keep pace with the expanding mar- 
ket and guarantee proper attention 
for owners’ cars, he said. 

* * * 
THE entry of one of the Big 

Three into the small-car mar- 

“I do not 
believe the Big Three will produce 
a small car, but they probably will 
build a smaller car.” 

He explained that he feels the 


|Big Three might build a smaller 


car than their present vehicles and 
it might include some innovations 
like an air-cooled rear engine, but 


jhe feels it would be unprofitable 


for the American manufacturer to 
try to produce a small car as it is 
known in Europe. 

“I have great respect for the 
Detroit manufacturers,” he said, 
“and they spend millions of dol- 
lars to find out what the Ameri- 
can public is interested in buy- 
ing. I believe they are building a 
product which the majority of 
Americans want, and I believe 
they will continue to do so.” 

In order to keep pace with the 
market, Rootes plans to introduce 
a number of new products. This 
summer, Rootes will bring a sports 
ear to the U.S. Panks would not 
comment about the car except to 
say that it will be priced competi- 
tively with the MG and will have 


|“completely distinctive” styling. 
> > = 


month, the first new Hum- 

ber luxury sedans will begin to 

appear here. Panks said that in 

some ways they resemble the 
Jaguar Mark IX, 

The Humber will have power 
steering, power brakes, Borg- 
Warner transmission and walnut 
trim. It is a six-cylinder model and 
will be priced at $3,995 P.O.E. It 
will be offered through selected 
Rootes dealers. 

This will give Rootes a com- 
plete line of imported cars, from 
the small economy car, through 
the sports-car field and into the 
luxury category. Rootes also 
makes a line of trucks, but 
Panks had no comment on those 
at this time. 

In addition, Rootes recently ac- 
quired Singer, a respected name in 
British motoring circles, which has 
been marketed here on a restricted 
basis. 

Panks told Automotive News that 
starting this month, a U.S. dealer 
body will be built to handle the 
Singer line which will consist of a 
sedan, a convertible and a four- 
door wagon. Prices will start at 
$2,175. 


* 
DKW 
SHOWING of seven DKW 
models marked the opening of 
Chron Motor Co.’s new showroom 
at Fifth Ave. and B St., Anchorage, 
Alaska. The dealership, which was 


Highest dumping power and light- 
est weight . . . for greatest legal pay- 
load per truck. 


opened a year ago, also handles 
BMW Isetta and NSU Prinz, It is 
headed by Bob Chron. 

7. * * 


New Sales Center 


ITTSBURGH’S first downtown 
sales center for foreign cars has 


There’s a Heil telescopic hoist — with matching dump body — to been ee ee 
fit any truck chassis. Each one is built to the highest manufactur- Ent,, all Inteeenienes ee 
ing and design standards in the industry . . . so specify Heil the next The new center is located on the § 


street floor of the Spear Bidg., 
time you buy and know you're getting the best. Wood St. and Oliver Ave. Eighteen 


foreign cars will be on display in 
the showroom. 


John Drew Opens Branch 


SACRAMENTO.—John Drew Mo- 
tors (Dodge-Plymouth), has opened 
a branch in Sacramento County’s 
fast-growing suburban north area. 
The unincorporated north area has 
a larger population than the City 
of Sacramento. 


MILWAUKEE 1, WISCONSIN 
DUMP BODIES AND HOISTS 
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The undeniable truth of John Ruskin’s famous words have 
inspired us, the creators of the BLUE CORAL TREATMENT, 


to maintain the most exacting standards of quality for 


Ores, 
Beautifies . —_ 
fret. 


over twenty five years. 


BLUE CORAL’S overwhelming acceptance by leading 
manufacturers of fine cars is dramatic proof of its worth. 
Progressive dealers everywhere unhesitatingly recommend 
periodic BLUE CORAL TREATMENTS to their customers... . 
in turn, their customers gladly pay the additional cost of a BLUE 
CORAL TREATMENT. They know that although BLUE CORAL 


costs a LITTLE more. .. it gives a LOT more! ‘ 
IK 


whe, 
We will continue to make BLUE CORAL the peer of all paint he fuiing tuk re PA oon a 


preservatives ! 


i 


@—H.D.T. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. ‘WHITE PLAINS, NEW YORK 
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11. Fair and equitable contracts between manufacturers and dealers in 

motor vehicles, parts and accessories; 

7 2. Every dollar of ine and ofl taxes, collected by states and federal 

governments, appl to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 

great and gave its citizens more of the better things of life than anywhere 
news else in the world. 





A Banner That Will Attract 
Dealers of Honor 


S NADA directors go about the task of seeking a new 

manager for NADA, they should first give consideration 
to what kind of an organization they want NADA to be, 
what they want it to accomplish. 


At first we said “what most dealers want.” And then we 
recalled the story of the church choosing between an elec- 
tronic and a pipe organ. The salesman for the electronic 
organ remarked that 85 percent of the congregation couldn’t 
tell the difference between the organs. 


“Then,” said one of the church officers, “let the 15 
percent who can tell the difference choose, for they have 
the sharpest ears.” 

We are not making a plea for something other than de- 
mocracy. What we are suggesting, as was suggested to the 
founding fathers of our country, is that we raise a banner 
which will attract men of honor. 


There is too much dispute over what dealers want. We 
feel that this was one of the important factors in the 
parting of NADA and Fred Bell. 


Too many NADA managers have realized that there are 
many dealers on either side of the fence, labelled “What 
dealers want.” 


As a result, up until a few years ago dealers rarely ac- 
complished anything until they came to one of those rare 
moments of unanimity. 

Fred Bell was a man who got done, and so there 
were many who asked: “Who is running NADA, dealers 
or Bell?” 

We hope that NADA directors will give their new leader 


a banner undes which honorable men may serve, and then 
support him he carries it. 


Toles; Chicago—David J. Atchison and Bill McCarty; | 
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Dealer Conventions 


Jan, 31-Feb. 4—National Automobile 
Dealers Assn., Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 
March 20-2I—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 
March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 
April 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City, Long Island. 
May 10-12—Georgia Automobile Dealers 







Assn., Atlanta Biltmore Hotel, Atlanta. 
May 17—20th Annual Convention, South 
Carolina Automobile Dealers Assn., 
Cruise to Nassau, Port of Embarkation, 
Charleston, 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn.. Salem. 


June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
pre peaters, Whiteface Inn, Whiteface, 


June 21-24—Michigan Automobile Deal- 


ors Assn., Gratiot Inn, Port Huron, 
ich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 


Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 21—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

* re 


Auto Shows 


Jan. |-Feb. 1—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Jan. &11— Memphis Automobile Show, 
Ellis Auditorium, Memphis, 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 


Jan. 10-17—Iindianapolis Auto Show, 
Manufacturers Building, Indiana State 
Fair Grounds, Indianapolis. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
Nationa! Capita! Ares, National Guard 

Armory, Washington. 

Jan. 11-18—Oklshoma City Auto Show, 
Oklahoma City. 

Jan. 12-17—Grand Rapids Auto Show 
Civic_Auditorium, Grand Rapids, Mich. 
. _ 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass, 

Jan. 22-27—Tampea Auto Show, Fort 
Hesterly Armory. Tampe. 

Jan. 23-25—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan. 24-3i—Baltimore Auto Show. Balti- 
more. 

Jan. 24-Feb. |—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-3i—Hormell Auto Show, New York 
State Armory, Hornell, N. Y 


Letterbox 





‘Give Salesmen a Break’ 
Will 1959 be another nonprofit 
year? 
It can be a profit year if auto- 
mobile dealers will check their 
records back several years and dis- 





Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- | Cover when they — selling 
‘orium iami. eager pro t. e owners 
Jan. 30-Feb. | — Mansfield Auto Show, cars at a m a 


and sales managers of a dealership 
do not have their fingers on the 
pulse of the buyer as does the lowly 
salesman. 

As a salesman, I have watched! 
this from its beginning several 


North Lake Park Coliseum, Mansfield, O. 
Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee, 
Feb. 14-22—Seattle Auto Show, National 
Guard Armory, Seattle. 


Feb. 15-21 — Syracuse Auto Show, War when the manufacturers 
Memorial Auditorium. Syracuse 'N. Y. | 7°@FS 88° 
Feb. 19-23—Albuaquerque Auto Show, State | notified the dealers that unless they 


sold more cars, they would put in 
more dealerships, which they did 
and the key to survival was to in- 
crease volume. 

The dealers panicked and 
started to threaten the salesmen 
to more volume or they 
would hire additional salesmen, 


Fair Coliseum Bldg. Albuquerque. 

Feb. 20-23—Middletown Auto Show, State 
Armory, Middletown. Ohio. 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kanses City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9th Annual Nationa! Autorama, 
Connecticut State Armory, Hartford. 

Apr. 6!!—Denver Auto 
Auditorium, Denver. 

April 17-19—Cheyenne Automobile Show, 


t 
Ne ings that the day of 


how, Denver 


Cheyenne. the old type 
f selling was gone and that the 
General S heel and deal 

Jan. 12-16—SAE Annual Meeting and = ’ te : 


make the sale quick and sell more 
units. 

The next move was to cut the 
salesmen’s commissions, thinking 
that if he made less on a car he 
would be forced to sell more units 
in order to survive. 

This was the straw that broke 


Engineering Display, The Sheraton- 
Cadillac and Hote! Statler, Detroit. 
Jan, 2%-28—T ruck Trailer Manufacturers 

. Hollywood Beach Hotel, Holly- 
wood, Fla. 

Jan. 29-30— Private Truck Council of 
America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 


30 Years Ago... 
The Big Stories 


Unprecedented opportunities for progress and expansion in the 
automotive industry during 1929 were predicted by financial experts 
and auto manufacturers as the year got under way. Walter P. Chry- 
sler, president, Chrysler Corp., predicted the industry would produce 
approximately 4,750,000 cars by the end of December, 1929. 

Registration of motor vehicles in Iowa between Dec. 1, 1927, and 
Dec. 1, 1928, was 735,216, compared with 711,951 for the preceding 
year, an increase of 23,265. 

Motor vehicle registrations in Massachusetts passed the 900,000 
mark in 1928 and showed a gain of 64,000 over 1927. Registrations 
were expected to reach the million mark in 1929. 

Commercial vehicles made by Dodge started carrying the Dodge 
nameplate this week in 1929, replacing the former name of Graham 


Bros. 
—From the files of Automotive News. 


Automotive Cartoon 


Of the Week 


"You see—what looks like ordinary ear muffs are actually 
ear phones for me to help him swing the deal.” 








‘Dealers Panicked ..... 


This is an open forum for the discussion of any subject 
readers, and your letters are welcomed. No attention is 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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the camel's back. Instead of loyal . 
salesmen who had the interest of | 
the company at heart, they turned 
and allied themselves with the pur- 
chasers. And instead of giving the 
profit away in small amounts, they 
gave it away by the hundreds in 
order to make a deal. 

Why not? It made no difference 
to the salesman. And I have heard 
this new type of seller tell the cus- 
tomer, “It means nothing to me, I | 
only make a flat amount on a car 
and am going to give you all I can 
if you will only buy a car.” 

In the old days of profit and 
commissions, every time you gave 
away several hundred dollars it 
meant money out of your pocket as | 
well, and you were not so liberal = 
with the giveaway. f 

What affect has this had on prof- 
its in the past several years? Just 
ask any dealer who still clings to 
this method, Mr. Dealer, why not § 
take the salesman back as your 
partner instead of having him 
allied with the customer? 


Is there any other business in 
the country where the owner places 
in trust with a group of men about 
a quarter of a million dollars worth 
of merchandise and expects them 
to handle it and make a good profit 
for him and in turn cuts their 
earnings in the face of the cost 
of living rising steadily? ; 

Can the dealers blame the 
salesman for wanting to keep up 
his standard of living when he 
has only one choice and that is 
to sell more cars and the easiest 
way is to give bigger deals than 
the other salesmen with his com- 
petitors? The owners have noth- 
ing to do with it since they do 
not come in contact with the 
buyers. 

These thousands of salesmen con- 
tinually hammering this into the 
heads of the automobile buyers 
have made them demand more and 
more and bigger and bigger allow- 
ances and discounts until I doubt 
if it will ever end unless we go back 
to the good old way of selling on 
commission and try to get good 
men who will think not only of 
their own hides but also of their 
employers.—SouTHERN SALESMAN. 
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By Leo T. Parker 
Attorney at Law 

eee discussion has 
arisen over the legal question: 
If the purchaser of an auto does 
not remember signing a purchase 
contract, can he avoid responsi- 
bility? Another good questions is: 
If the purchaser of an auto stops 
payment on a bank check he gave 
the dealer as downpayment, does 
the contract remain valid and en- 

forceable? 

For instance, in 
Jensen’s Used 
Cars v. Rice, 323 
Pac. (2d) 259, the 
testimony showed: | 
A man named! 
Rice purchased a) 
used auto from a 
dealer. The deal- 
er’s salesman de- 
livered the used 
car to Rice, who 
gave the sales-| 
man a $200 check and signed a| 
conditional sales contract in blank. 
This contract was not used. 

Four days later Rice stopped 
payment on the check. Neverthe- 
less, on the next day Rice signed 
another conditional sales contract | 
that contained clear, complete 
terms, including the price, He 
paid nothing. 

After having possession of the} 
ear for three months, it was picked 
up because of Rice’s default in pay-| 
ments. It was sold at public auction 
for a lesser amount and the dealer} 
sued Rice for the deficiency; for| 
the $200 represented by the check 
and for attorneys. 

Rice defended the suit, claiming 
he did not sign the final contract, 
and that if he did so he did not 
remember signing it. | 

> = * | 

Buyer Held Liable 
SVERTHELEES, the higher 
court held Rice liable to the 
dealer for the difference between 
the price of the auto stipulated in 
the contract and the low price at 
which it was sold at public auction 
plus $200, the amount of Rice’s can- 
celled check, plus attorney fees 
amounting to $250. This court said: 

“Elementary it is that in con- 
struing contracts we seek to de- 
termine the intentions of the 
parties. But it is also elementary 
and of extreme practical impor- 
tance that we hold contracting 
parties to their clear and under- 
Standable language deliberately 
committed to writing and en- 
dorsed by them as signatories 
thereto. 

“Were this not so, business would 
be relegated to the chaotic, and the 
basic purpose of the law to supply | 
enforceable rules of conduct for the} 
maintenance and improvement of 
an orderly society's welfare and 
progress would find itself impotent.” 

* + + i 
‘Foolish’ Appeal Rejected 
YVEry frequently patrons injured | 
in auto display rooms, garages | 
and the like, present to the courts! 
arguments so apparently foolish| 
and without foundation that the 
dealer cannot be held liable in dam- 
ages for the injuries sustained. 
Nevertheless, the dealer is forced to 
defend the suit at considerable ex- 
pense. 

For example, in Bisceglia v. 
Cunningham, 85 N. W. (2d) 91, the | 
testimony showed that one 
Bisceglia noticed a porter mop- 
ping the floor, with a bucket on 
the floor. He stepped over the 
bucket into a puddle of water, 
slipped and sustained serious in- 
juries. 

Bisceglia sued the proprietor for 
heavy damages on the contention 
that he should have had the floor 
Mopped before the place opened 
for business or he should have 


—_—— 





L. T. Parker 





} 





Hammes Deal Moves 

MISHAWAKA, Ind.—Jim 
Hammes Oldsmobile, Inc., has 
Moved from 115 E. Third St. to 2102 
Lincoin Way W., formerly occupied 
by Paul Dillon Motors, Inc. A $12,- 
000 remodeling program was com- 
Pleted before Hammes moved to 
the new location. 


Lawsuits Affecting Dealers ... 
Court Decisions 





aware, as he was, of its existence 
and have known that it was danger- 
ous, was equally guilty of contrib- 
tory negligence for having ignored 
—” 





Buyer Can’t Back Out 


LA month a higher court ren-| 
dered an unusually important 
decision to the effect that if a pur-| 
chaser is delivered the auto he ex- 
fused to award damages to Bisceg-| amined and bought, he cannot 
lia, saying: rescind the contract or recover 

“There is no merit in plaintiff’s| damages from the seller, although 
(Bisceglia’s) claim that defendant | the certificate of title carries a ait. | 
(proprietor) should have mopped | ferent model number. | 
the floor before the store opened. For illustration, in Taylor v. | 
Plaintiff (Bisceglia), who should| National Auto Brokers, 149 N. E. 
have seen, as he did, and been| (2d) 49, the testimony showed 
that a prospect went into an 
auto dealer’s display room and | 
examined an auto. The dealer | 
made an error in telling the pros- | 
pect the incorrect model of the 
car. Several weeks after the deal | 
was made, the buyer sued the 
dealer. 

The higher court held the dealer 
not liable, saying the buyer re- 


placed a large sign warning patrons 
that the floor was being mopped. 


The higher court promptly re- 





Dumas Milner Pontiac 
Purchased by Cashon 


TULSA, Okla. — Purchase of 
Dumas Milner Pontiac, Inc. 
(Pontiac-Vauxhall) by Cashon 
Pontiac, Inc., has been announced | 
by Harold K. Cashon, president 
of the newly formed dealership. 

Cashon, formerly president and 
general manager of Dumas Mil- 
ner Pontiac, is president of the 
Tulsa Automobile Dealers Assn. 
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| ceived the identical auto which he | Contract. 
had examined and driven. The fact 
that the certificate of title carried| Auto-Finance Charges 
a model number different from that 
found on the auto delivered did not 

.| entitle the purchaser to recover the 


Upheld in Minnesota 





11 


State Supreme Court has upheld 
Ramsey County District Judge Al- 
bin S. Pearson’s dismissal of a suit 
which would have affected millions 
of dollars in automobile financing 
in Minnesota. 

Nick Van Asperen, St. Paul, 
brought the case to the Supreme 
Court, contending he was over- 
charged by 25 percent when he 
bought a new 1957 car from Dar- 
ling Oldsmobile, Inc., St. Paul. 

The 1957 Legislature passed a law 
putting maximum carrying charges 
at $8 per $100 a year on new cars 
with higher schedules for used cars. 
| Van Asperen said the law meant 
| that payments in excess of one year 
should be figured on a descending 
balance scale. 

“We think it clear that the legis- 
lature was fully aware of the de- 
|scending balance method of com- 
|putation and the appropriate 
| phraseology when drafting the 1957 
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“IT wish to register my personal 
objection to the trend to lower 
design.” 





purchase price or to rescind the| act,” Associate Justice Martin A. 


| Nelson said in the unanimous de- 
| cision. 

“Undoubtedly if the Legislature 
| intended that method to be applied 
‘to the situation, it would have used 
ST. PAUL, Minn.—The Minnesota| the term,” Nelson declared. 


* * * 





CHRYSLER DEALERS have the 


lion’s share ¢@ 








Touch a lever and the seat turns to meet 
you. Sit down and it swings you inside. 
At last, here’s a graceful way to’get in and 
out of a car. And it’s just part of the 
sales-making magic built into Chrysler ’59. 


Watch the women whisper to their husbands that this 
is what they’ve always needed. See the long-legged men 
steal a second look. Chrysler’s amazing new Swivel Seat 


NEW SWIVEL SEATS 


is one option that’s sure to make sales! And it’s just one 
of the demonstrable, saleable differences built into 
Chrysler ’59. 

There’s new room inside—hat-room, leg-room, living- 
room. There’s a new look outside—styling that set the 
standard for an industry. There’s an all-new engine— 
the Golden Lion—quieter, more powerful and even more 
efficient than last year’s Mobilgas Economy Run winner. 


In short, Chrysler gives you more important improve- 
ments to talk about and sell than any other car at any 
price. No wonder some 2800 American businessmen 
are proud that they sell Chrysler. 

i 


You get more car to sell-. . . with the lion-hearted CHRYSLER ‘59 
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On Sunday, January Ith, The American Weekly’s AUTO ANNUAL will 
transform more than 10 million living rooms into intimate showrooms. 


The excitement of the new 1959 cars will thrill 10 million 
American families via The American Weekly’s seventh 
annual salute to the automotive industry. For American 
Weekly families want auto news. Last year's auto sec- 
tion was a “best-read” feature. 


American Weekly families want cars, too! Eight million 
of them own one or more automobiles. 


The American Weekly puts your new car right into their 
own homes in a special “showcase”. . . and keeps it there! 
Our readers will constantly refer to this automobile cav- 
alcade, as well as to provocative features like Americans 
Prefer Roomier Cars, Women Are Better Drivers, Car 
Care Tips That Save You Money. 


Sunday after Sunday, let The American Weekly build showroom traffic and 
dealer sales with its unmatched — 

LOCAL INFLUENCE. Deep penetration of your retail sales areas with proven 
influence that will move millions of people directly into your showrooms. 
FAMILY READERSHIP. The American Weekly is a family magazine...influences 
every family member . . . on Sunday — the day for making family decisions. 
SALES-MAKING COLOR. The scintillating 4-color reproduction of The 
American Weekly is available at remarkably low cost per 1000 families. 
Reasons like these are why The American Weekly published more passenger car 
advertising linage during 1958 than any other Sunday magazine (1214% more 
than the second publication ) . .. why The American Weekly was selected for so 
many 1959 model announcement ads. It pays to showcase your car in more than 
10 million living rooms every Sunday in The American Weekly. 
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Pittsburgh Sun-Telegraph + Portland Oregonian - St. Louis Globe-Democrat - St. Paul Pioneer Press + San Antonio Light + San Francisco Examiner 
Seattle Post-Intelligencer . Syracuse Herald-American . Tampa Tribune . Washington Post & Times-Herald . Wichita Beacon 
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Tilt-Scoop 
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Seat Protects 


Car Occupants in Crash 


By Joseph M. Callahan 


Engineering Editor 


OGER R. RACINE, a former auto salesman and World 


War II plane mechanic, 


has developed an interesting 


device that is designed to prevent injuries when an auto 


collision. occurs. 


In a nutshell, the device consists of a hydraulic system 


that, when actuated in a 
front-end collision, tilts the 
front seat back and slides it 
forward in a scooping motion, 
thereby preventing the front-seat 
passengers from striking the steer- 


ing wheel, dashboard or windshield.| of its 30-degree 
resembling a|climb, 


A “trigger bar,” 
bumper guard and mounted on the 
front bumper, actuates the system. 
When this bar is struck at speeds 
exceeding seven or eight miles an 
hour, the hydraulic pressure within 
the system swiftly raises two 
scissors-type mechanisms under the 


| front seat, tilting 
|}the seat back- 
| ward. 

After the seat 
|has completed 


|about two-thirds 


inertia 
| forces the seat to 
slide forward, 
producing a quick 
forward scooping 
motion, " 
Occupants re- J. M. Callahan 
main in the seat because of the 





transfer of the momentum from 
the head-and-shoulders area to 
the seat of the pants, where the 
force is absorbed, sinking the 
passenger deeper into the cush- 
ion. 

To date, 228 crash tests with 
human drivers have been con- 
ducted without causing injury. Most 
of these have been at public dem- 
onstrations, with the test cars 
crashing into other vehicles at 30 


|and 40 miles an hour. 


” * * 


Price Estimated at $200 


ACINE has established Protect- 
O-Matic Corp. to market and | 
test his device. At present he is| 
looking for funds to have the prin- | 
ciple and the device tested by an 


| independent laboratory. 


George E, Browne, a spokesman | 
for Protect-O-Matic, reports that 
the average motorist, when told| 
about the mechanism, invariably | 
asks, “When will Detroit incorpo- | 


|| rate. it on the assembly line?” 


The answer to this is fairly 
simple: Detroit will include this in 
its new models just as soon as 
enough average motorists are will- 
ing to spend the approximately | 
$200 that the device will cost. This | 


|may be some time away, judging 


Sitting Out an Accident— 


A young lady sits on a car seat tilted 


30 percent by the hydraulic system that is 


activated when a bar on the front bumper is struck. 


* 


from the way the public has taken 
to seat belts. 


+ * 


* + * 
An Argument for Aluminum 
OHN F. ADAMSON, assistant 


chief engineer of American Mo- 


2 reasons why engines 
get more power protection 
from Perfect Circle 


1. PERFECT CIRCLE 2-in-1 CHROME SETS 


solve problem of excessive 
oil consumption past pistons! 


2-in-1 Chrome sets provide the finest piston rings 
obtainable! Top rings and oil rings are plated with 
thick, solid chrome. Entire area of ring travel gets 
complete wear protection, more than doubling life 
of cylinders, rings, pistons. No tedious break-in is 
necessary, rings are pre-seated at factory. 


INSURE CUSTOMER SATISFACTION — Install 2-in-1 
Chrome sets for thousands of extra miles of power 
protection and positive oil control! 


PERFECT CIRCLE VALVE SEALS 


solve problem of excessive 
oil consumption past valves! 


New rings and restored valve efficiency produce 
higher compression pressures...and higher de- 
celeration vacuum. Increased vacuum draws oil 
through loose or worn valve guides. Stop this oil 
loss with new Perfect Circle Valve Seals! 


INSURE CUSTOMER SATISFACTION—Install Perfect 
Circle Valve Seals on all re-ring jobs and all overhauls. 


¥ 


Hagerstown, Indiana 


ECT_“__ CIRCLE 


POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 


+ : * 


| tors, recently put his finger on one 
|of the major reasons for the grow- 
ing popularity of aluminum in U.S. 
cars. 

Speaking to the Milwaukee 
| section of the American Society 
of Mechanical Engineers, he said, 
| “A savings of 50 pounds of 
| weight can equal a pretty good 


increaase in engine output. Cer- 

tainly the use of aluminum, when 
| it is perfected, can result in a 

much cheaper way of getting ad- 

ditional performance.” 
| To prove his point about the re- 
lation of weight to performance, 
| Adamson compared the Rambler 
with its 3,060 pounds of curb 
weight, 127 horsepower and 180 
pounds-foot of torque to the Ram- 
|bler American which weighs 2,600 
pounds and has 90 horsepower and 
150 pounds-foot of torque. 

“If you take these two cars from 
a standing start and accelerate 
them up to 60 miles per hour at 
full throttle,” he explained, “the 
cars run for all intents and pur- 
poses side by side, which shows 
that the extra horsepower of the 
|}more powerful engine is com- 
pletely used up by the extra weight 
it is carrying.” 
| Adamson also explained why 
AMC went from the 100-inch 
wheelbase to the 108-inch wheel- 
| base in 1956, just when the foreign 
small-car boom got well under 
| way. 

He said, “I think that we were 
right in the decision we made. 

“We could not put a four-door 
model on the 100-inch wheelbase 
without sacrificing a great deal 
of the ease of entering and exit- 
ing from the cars, whereas it 
could be accomplished on 108- 
inch models. 

“Possibly, now the public is 
ready for four-doors on a 100-inch 
wheelbase—at least the trend in 
the small-car field has somewhat 
shown that they are not too upset 
with the lack of ease of entrance 
and exit of the small foreign cars.” 

> * > 


Single-Lever Controls 


MAJOR changes in the appear- 
ance and performance of the 
car of tomorrow will result from 
recent advances in light metals, 
electronics, servo systems, plastics 
and automation, according to 
Robert Colton, of National Securi- 
ties & Research Corp. 

Calling the single-lever control 
of GM’s Firebird III one of the 
most startling advances in cur- 
rent experimental cars, Colton 
said this unit depends on ele- 
ments of automation and servo- 
systems already widely used, al- 
though it could also use electron- 
ics. 

He continued, “The transmission 
which operates automatically is, of 
course, the element of automation, 
while power steering and braking 
are essentially servo systems, since 
the respective functions are mainly 
accomplished by stored power, the 
flow of which is regulated by the 
driver. 

“It is not an overly complicated 
problem to link all of these opera- 
tions so that they can, together 
with acceleration, be controlled by 
a single stick.” 


Walker Opens Panama Firm 
RACINE, Wis.—Walker Mfg. Co. 
has announced the establishment of 
a new subsidiary known as Walker 
International, S. A., with headquar- 
ters at Panama City, Panama. 
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California Highway Patrol Picks DODGE 


for 4" Year in a Row! 


You just don’t quote a price and land an order like this. 
No, sir! Not when you're dealing with men who must spend 
long hours at the wheel and be ready for any emergency. The 
California Highway Patrol knows what a car must do while 
covering that mountainous State which includes some of the 
toughest terrain in the country. They demand no less. 


What’s more, their officials take nothing for granted. The 
new 1959 Dodge had to stand firmly on its merits in competi- 
tion with other makes before it “got the nod.”’ Rigorous 
road tests were staged—split-second timings were clocked at 
the International Stock Car Speedway in Riverside, California. 





How did we stack up? Well, as you can see in the box below, 
Dodge again proved its superiority. Our bid was also the 
lowest, resulting in an order for 331 new cars powered by our 
famous D-500 engines. When these cars are delivered, there'll 
be more Dodge Pursuits serving the California Highway Patrol 
than all other makes combined. 


Similar tests have placed Dodge cars in the service of many 
other State, County and Municipal organizations. And 
because of their fitness for these important tasks, their 
numbers have increased steadily year after year. There’s a 
point to this story —a very obvious one—that both Dodge 
and competitive dealers can’t miss! 


@ '.-mile from standing start— 1st DODGE — Average 86.89 mot 
ee me eee {— DODGE — Average 91.24 mpt 
r 18) 
or 


Ome Uae DODGE — Average 
TOP SPEED at 


tli 
















AUTOMOTIVE NEWS, JANUARY 5, 1959 


Commercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Rio Me Mee MM 





Universal Rim Seen Key 


To Solving Tire ‘Mess’ 


E wire-cord truck tire shown 
by Firestone and Goodyear to 
the press and operators at the 
American Trucking Assn.’s conven- 
tion in Miami seems to have some 
potential, according. to many truck 
experts, but it also has every indi- 
cation of complicating a current 
tire-supply headache. 

When tubeless tires were intro- 
duced two years ago, it was 
claimed that they soon would 
solve the severe problem of too 


Truckin’ 





TURNED out to be “old home 
week” when I journeyed over to 
Chicago early last month to attend 


many sizes and treads that was 
driving the truck makers and 
tire distributors frantic. 

Instead, the tubeless complicated 
what already was a bad situation. 

The customers, truck operators 
in the larger-sized trucks, did not 
fall over themselves getting on the 
tubeless bandwagon, although both | 
tire companies and truck makers 
did a “hard sell” on the advantages | 
of the tubeless over the tube type. | 


And in the two years since intro- 





duction, fleet operators in particu-| 


lar are still seemingly slow to 
switch to the tubeless for many 


reasons. 
* * * 


Tubeless Success Ignored 


(-peett= countless examples of 

successful operation in the field, 
at least one factory finds that ap- 
proximately 80 percent of its truck 
buyers still want tube tires on new 
heavy-duty vehicles. 

The introduction of the tube- 
less in heavy-truck sizes has 
brought on a “mess” for tire 
maker, truck manufacturer and 
tire distributor that was not fore- 
seen. 


Instead of simplifying the prob- 
lem, the tubeless tire has resulted 


in more than doubling the stocking | 


problem of all, according to truck 


the press party that Dana Corp.| factory men. 3 

It has not reduced even the num- 
ber of sizes in tubeless as against 
the tube type. And it has doubled 


and Diamond T threw to introduce 
Prest-O-Matic, the new semiauto- 
matic transmission Dana has just 
brought out. 

Diamond T, one of Dana’s old- 
est customers has been given the 
“exclusive” on this gearbox that 
takes the legwork out of gear 
shifting. For the present at least, 


Instead of a clutch pedal in the 
new transmission, there is a little 
button on top of the gear shift 
lever that actuates the engaging 
and disengaging of the clutch. 


While I didn’t drive a truck with 
the new clutch in it—I've driven a 
truck and all types of transmis- 
sions—I can say from what I saw 
of the operation that this gearbox 
comes as close to being automatic 
without going into a torque con- 
verter as any job I have seen, and 
I am sure it will be welcomed by 
drivers having to. worm their way 


> * 


Old Friends Galore 


Bot getting back to that old 
home week I spoke of. Earl 


plant only on Mondays, he wouldn’t 
miss as important an occasion for 
Diamond T as this. Then there 
were Fred Fisher, Carl Parker; Les 
Allman and Bill Baldwin to name 
just a few of the real old. timers 
in this truck business who were on 
tap for the occasion. 
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the number of rims that must be 
carried. 


+ * + 


Wire-Cord Claims Accepted 


_—— makers and operators 
acknowledge the claims about 
the years of experience in Europe 
with the wire-cord tire. 

They are willing to admit that 
it may give more miles, more 
positive traction and run cooler 
than even the tubeless, but they 
see a compounding of the current 


| before its U. S. introduction to 
(Continued on Page 17, Col, 1) 





‘Tubeless Tires, 


‘Rims for Trucks 


Are: Classified 


| q*LEVELAND. — Truck tubeless 
tires and their corresponding 
rims are two of the most rapidly 
|changing functional parts of the 
|}modern truck: 

To aid the industry in keeping 
abreast of current equipment in 
these lines this breakdown of 
styles has been prepared by B. 8S. 
| Byall, sales manager of Dill Mfg. 

Co. 


Truck tubeless tire rim designs 
|fall into five basic classifications: 
steel disc wheels, side-hole de- 
mountable rims, bottom-hole de- 
mountable rims, one-piece alumi- 
num disc wheels and sealed 
| flat-base rims. 

These rims and wheels are avail- 
|able in various sizes depending on 


(Continued on Page 21, Col, 1) 
. * . 
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headache if steps aren’t taken | _ 


| A. Truck Show in Indiana— 


Graham Motor Sales Co. (Ford), Bloomington, Ind., sponsored a truck show in 
which 10 Bloomington-crea Ford dealers cooperated. Approximately 1,500 truck 
operators were invited and, despite bad weather, a satisfactory attendance was re- 
ported. According to Jerry Tobin, Graham representative, the show produced several 
| “on-the-spot” sales and a number of prospects. 


°58 Sales Gains for Diesels, 
Sixes Linked to Economy 


UYERS of light trucks in the| The increase averaged 5.2 percent 
10,000-pound GVW and under| among the larger truck manufac- 
classification showed a decided pref- | turers. 

erence for six-cylinder engines in This swing to diesel was particu- 
1958, a check with principal truck| larly noteworthy because while 
factories disclosed. |}more diesels were sold the first 10 


The increased demand for sixes |™onths of 1958 than last, total 
over eights averaged 84 percent, | heavier-truck sales in 1958 was 
with the smallest increase being |}only approximately 72 percent of 
12 percent and the largest 14 |those during the same period a 
percent. Every major maker | 7°#" 48°. aie 
showed an increase in the sale " ‘ 
of sizes. Boost for Sixes Studied 
A similar demand for diesel over | HE industry is trying to ana- 
gasoline engines was evident in| lyze the basic reason for the 
the GVW sizes over 16,000 pounds.| swing to six-cylinder engines in the 

—y light sizes, especially since the per- 
centage of all trucks sold was down 
in 1958. 

For the first 10 months of 1957, 
the “under-10,000-pound vehicles 
represented what now is recog- 
nized as a normal percentage of 
the total truck sales, or approxi- 
mately 65 percent. 

In 1958, however, the percentage 
of trucks in the under-10,000-pound 
GVW dropped to about 62 percent 
of the total truck output. 

Some truck makers said they feel 
that the buyer’s desire to get more 
economy was the big reason for the 
increase in demand for sixes. 
Others thought it was because six- 
cylinder trucks in this classification 
were cheaper to buy. 

7” * * 


Another Good Reason 
HERE is another reason put 
forth by some dealers and it 
seems to carry considerable weight. 
(Continued on Page 18, Col, 1) 






























truck tubeless tire rims now in use. They are steel disc wheels (Figure 1), side-hole 
bottom-hole demountable rims (Figures 3, 4, 5), aluminum disc wheels (Figure 6) and 





Top Trucks 


New-truck registrations for 10 
months, plus 35 states for Novem- 
ber: 


1958 1957 

Pos. Make Pos. 

1—213,120 Chev. 260,656— 1 

2—178,147 Ford 248,588— 2 

3— 78,534 Int’L 85,679— 3 
GMC 


Further details on Page 26. 
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Called Industry’s Biggest Need... 


Universal Rim Urged 
To Ease Tire ‘Mess’ 


(Continued from Page 16) 


simplify the rim situation espe- 
cially. 

Truck experts contend that per- 
haps the most vital need in truck 
engineering is a universal rim on 
which both tubeless and tube tires 
can be mounted. Then, they add, 
all heavy-duty tires in wheel sizes 
over 20 inches should be redesigned 
to mount on this one rim. 

The industry then can bring out 
the wire-cord tire to fit the univer- 
gal rim without upsetting the entire 
industry, the expert say. 


* ® * 


Engineers Give Views 


MANY engineers contacted in an 
investigation of the subject 
admitted that the industry probably 
should have solved the rim prob- 
lem before introducing the tube- 
less tire. 

They said that if they had had 
only one tire and one rim that 
could be @eld either as a tubeless 
tire or a tire and tube type, they 
would never have had the current 
headaches. 

They said this step must be taken 
soon regardless of whether the 
wire-cord tire is ever introduced 
to the American market. 

Some said the rim size should 
be limited to 20 inches, while others 
felt there always will be sufficient 
demand for a 22-inch rim, 

But all agreed that the stocking 
headache will last until a universal 
rim is produced and accepted by 
all concerned. 

These engineers also said the 
tire and truck makers should con- 
sult the SAE, trucking associations 
and trailer makers during the de- 
velopment stages so that the needs 
of all can be considered. 

* > = 


No Ideal Rim Today 


Alu of the engineers seemed to 
agree that there is no rim in 
production today that will ade- 
quately meet the needs of the op- 
erator who wishes to use both tube- 
less and tube tires in his fleet. 
And all are agreed that before 
any more steps are taken in the 
heavy-duty truck tire field, the 
problems of the user must be 
made paramount to any others. 
Another problem that must be 
watched, it is said, concerns tire 
runout and wobble, called a major 
headache with many over-road op- 
erators. A paper on this subject is 





scheduled to be presented later. 
Recapping of tubeless or wire- 
cord tires, so that it can take a 
tube satisfactorily when that tire 
is moved back to the trailer, is 
another problem that must be 
solved, experts say. 
“ * : 


Little Grief with Universal | 


| Wy IS claimed that bringing out 
& universal rim to take all three 
types of tires will not work too 
great a hardship on most fleet op- 
erators as the spoke-type wheels 
can take such a rim. The only 
difficulty, it is pointed out, will be 
in those fleets in which the trailers 
are on disk wheels that cannot be 
changed. 

There is no problem with 
lighter trucks using tires up to 
size 7.50-20, the experts say. The 
users have accepted the tubeless 
almost universally, Even different 
types of material used in the con- 
struction of the tire, such as 
rayon or nylon, seem to present 
little difficulty. 

But in the heavy-duty field, these 
Materials, plus the seeming in- 


White Erecting 


Denver Branch 


DENVER.—\ Construction has 
Started on a new White factory 
branch to serve the Rocky Moun- 
tain area. : 

Wilson D. Patterson, White re- 
Bional vice-president, said the 36,- 
000-square-foot structure “will be 
the most modern truck-service sta- 
tion in the country.” 

The truck center, being .erected 
On a 4.5-acre site, will be managed 
by R..W. Cochran. - 





ability to control tire diameters, do 
complicate what is already a very 
complicated situation, truck men 
say. 

Some of the complexities of the 
heavy-duty tire situation can be 


| seen by the following table of size 


differences in tube and tubeless 
types from 7.50-20 to 11.00-24 inch 
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3 New Rear Axles 
For Heavy Duties 
Introduced by TH 


CHICAGO.— Introduction of three 
new two-speed, double-reduction- 
type rear axles for heavy-duty In- 
ternational trucks has been an- 
nounced by International MHar- 
vester. 

These axles—the RA-162, RA-167 
and RA-172—were developed in 
response to the requests of heavy- 
duty truck users, IH said, and are 
available for model A-184 and AC- 
1890 and 190, 200 and 220 series 
International trucks, All are suit- 
able for highway or off-highway 


operation, the firm added. 





sizes. 

Rim Size Tubeless Tube Type The RA-162 is rated at 18,500 
5.25 8-22.5 750-20 pounds carrying capacity and is 
6.00 9-19.5 8.00-17 used in vehicles having 25,000 
6.00 9-20.5 8.00-18 pounds gross vehicle weight rating 
6.00 9-22.5 3.25-290 | Pumping Cement— and a 50,000 pounds GCW. 

6.75 10-20.5 9.00-18 Officials of cement, chemical and trucking industries witness the first Air-Slide The RA-167 is rated at 23,000 
6.75 10-22.5 9.00-20 | pump trailer in action. Designed by Fruehauf Trailer Co., Detroit, the 35-foot semi-| pounds carrying capacity, It is used 
7.50 11-22.5 10.00-20 | trailer demonstrated its capability to throw 120 barrels of cement 147 feet in less|in vehicles having 29,000 pounds 
7.50 11-24.5 10.00-22 | than an hour. The Air-Slide pump is operated by a 36-horsepower motor, and is| GVW, and a 55,000 pounds GCW. 
7.50 11-26.5 10.00-24 | governed by pressure inside the pump body. When pressure drops (unloading) The RA-172, rated at 23,000 
8.25 12-22.5 11.00-20 | switches open valves, allowing additional material to drop into the pump. Valves; pounds carrying capacity, is used 
8.25 12-24.5 11.00-22 | are closed by the same means (when full). Air-Slide component parts are produced | in vehicles with 30,000 pounds GVW 
8.25 12-26.5 11.00-24 | by Fuller Co., Catasauqua, Pa. | and 65,000 pounds GCW. 
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NO OTHER SOLVENT OFFERS ALL THESE ADVANTAGES: i 
* Added to water—it creates ¥& Solution won’t stain car finishes. : 
non-fopming selution. ¥& Leaves windshield clear—no 
* Ideal for all types of washers. spotting. 
* Helps dissolve and remove * Assures anti-freeze protection in 
‘hazardous road film, bugs and washer jar. a 
grime, all year ‘round. % Bottles marked with handy 1 oz. xe 
* Distinctive blue-green color. measuring units on label. Ps 





Order NEW, FAST-SELLING DELCO WINDSHIELD WASHER 
SOLVENT from your United Motors Distributor TODAY 
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Rochester 1, New York 
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diesels and that diesels will run 
many more miles before a general 
overhaul is necessary. These opera- 
tors figure down-time as an expen- 
sive maintenance cost. 

The fact that diesel engines 
have been improved and light- 
ened may have had an effect on 
buyer choice in 1958, and may be 
a solid indication of what is to 
come. 

Many of these buyers come into 


important power source for 
trucks. 













































































One factor in the V-8’s favor is 
that at least two of the large truck @ 
makers have only had V-8s in their 
line a comparatively short time. 


In fact, one major company still 
sells better than four of every five 
light trucks powered with six cylin- 
der engines, although it now offers 
an eight as well. Incidentally, that 
company showed the smallest in- 
crease in its six-cylinder sales in 
1958. 

On the other hand, the heavy- 
duty builder that has been noted 
for its diesels had a sales increase 
nearly equal to that of the com- § 
pany that showed the largest boost — 
in 1958. 


Sale of Sixes, Diesels Up 


Economy Is Declared Major Reason 
For Increased Demand in 1958 


(Continued from Page 16) 





They say that because 1958 was a|over-road hauling and where the 
highly competitive year, more deal-| mileage run is high. 


ers and salesmen in lines that) De es fe the market only every four or five 

stressed eights under normal condi-| Many See Lower Costs years, so some of the 1958 “buys” 

tions talked sixes stronger so as to MAY operators feel there is an| Could represent an accumulation of 

be more competitive with com- inherent lower fuel cost with| tTend toward diesel that has been 

panies normally pushing sixes. growing for some time and could 
well continue. 


Its also possible that many > ‘ ‘ 
buyers thought olx-cylinder en- | McLean Trucking Adds There is another solid reason put | 


. f. h b - 
gine trucks might be less costly | 110 GMC Units to Fleet | {o"'). Ssceaaen We ani, ae 


to maintain. PONTIAC. — McLean Trucking | higher costs of operation, they are| ; 
One operator said he shifted to} Co., Winston-Salem, N. C., has | planning to run their equipment} It took two men to operate the Shovel Firm to Share 
sixes in 1958 because his drivers| purchased 110 GMC diesel cab- | more miles each year to reduce the| La Nouvelle, a steam bus built in | Plant with General Trading 
were used to driving sixes, He said| 9ver-engine highway tractors, ac- | cost per mile. 1880—a fireman at the back and DENVER. — Quick-Way Truck 
he found that the drivers had a| ©ording to R. C. Woodhouse, They also hope to run their| the driver up front. Shovel Co, announced completion of 
tendency to “over rev” the eights| oa general truck sales man- equipment more total miles before arrangements for joint manufactur- 
because they couldn’t hear the en-| The hae) walie acc mete Dae, | replacing it. . et is consistent with the quality that ing operations in its Denver plant 
gines “rev” up. which has the GM 6-71 super E 4 > | should signify longer life with less| with General Trading Co., whole- 
There seems to be at least two| economy diesel engine developing Diesel Called a ‘Must lantiae aad sale distributor in six North Cen- 
and possibly three reasons for the| 199 horsepower, and is rated at — they claim, calls for the | j tral states. 
more or less general switch to| 45,000 pounds g.c.w., he said. They use of diesel power and more| _ These 1958 trends — increased General Trading, a subsidiary of 
diesels, even though they cost more! join 185 other similar tractors in | tugged construction of equipment. | demand for sixes and the swing |H & B American Machine Co. 
than gas or LP fuel in heavier| the McLean fleet. At the same time they are looking| to diesels—do not mean, however, | handles automotive parts and ac- 
trucks—especially those used in for as high a saving in weight as' that the V-8 is through as an | cessories in 41 stores. 
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DEALERS - SALESMEN 


Doubling Truck Usefulness * g are f your 


DAYBROOK ee pisTRIBUTOR 


ALABAMA—FAIRFIELD—Duncan Mfg. & Equipment Co. Inc. 
ARITONA—PHOEN|X—Western Truck Equipment Co. 
CALIFORNIA—FRESNO—Utility Trailer Sales Co. « LOS ANGELES 
—Brown-Bevis industria! Equipment Co.****; Western Body & 
Hoist Co. (Maywood) « OAKLAND—Transport Supply Co 
COLORADO—DENVER—Timpte Bros, Inc 
CONNECTICUT—SOUTH NORWALK—Truck Equipment Co. Inc 
DISTRICT OF COLUMBIA—WASHINGTON—Warner Fruehau! 
Trailer Co., inc 
FLORIDA—BRADENTON—Miller Sales, inc. »« JACKSONVILLE— 
rida Trailer & Equipment Co. « MIAM!—DeBoliac Truck Equip 
ment Co. « TAMPA—Ajax Equipment Company, inc. « W. PALM 
BEAC! Truck Equipment Co. 
GEORGIA—ATLANTA—Brooker Truck Equipment Co. 
ULINOIS—CHICAGO—Erlinder Equipment Corp. « SPRINGFIELD 
—Capitol Trailer & Body Co 
INDIAMA—EVANSVILLE—Superior Welding Co. « FORT WAYNE— 
Truck Equipment. inc. « INDIANAPOLIS—Maunicipal 
Equipment Co.**** « NOBLESVILLE—Warner Commercial Body. ' 
inc. « SOUTH BEND—General Equipment & Machine Co. 
OWA—DES MOINES—Jobbers Supply Co. « SIOUX CITY—Mid- 
Continent Equipment Co 
KANSAS—KANSAS CITY—Western Truck Equipment Co. « SALINA 
—Ginder Hydraulic & Machine shop 
KENTUCK Y—LOUISVILLE—Tom Rice, Inc 
LOUISIAMA—BATON ROUGE—Deslers Truck Equipment Co. « 
SHREVEPORT—Dealers Truck Equipment Co 
MARYLAND—BALTIMORE—Warner Fruehaut Trailer Co Inc 
MASSACHUSETTS—BOSTON—W. F. Lacey & Sons Co. (Medford) 
MICHIGAN—DETRO!T—Detroit Factory Spe -femne Rygreste 
Division « GRAND RAPIDS—Allied Truck Equi Co. « 
LANSING—Truck & Trailer Equipment Co. « SAI InAw—Scies- 
tific Brake & Equipment Co 
MINNESOTA—DULUTH—Lakeshore Body & Equipment Corp. « 
MINNEAPOLIS—Charies Olson & Sons, inc.* « ST. PAUL— 
Power Brake & Equipment, Inc 
MISSOURI—ST. LOUIS—Steelweid Equipment Co. inc; McCabe- 
Powers Auto Body Co.* 
MISSISSIPPI—)ACKSON—Bus Supply Company 
—_— McClellan's, inc. « MISSOULA—Superior 
nh Sal 
NEBRASK A—OMAHA—Omaha Body & Equipment Co. Inc 
WEW JERSE Y—NEWARK—industria! Truck Equipment Corp. « 
THOROFARE—H. A. Delart & Son 
WEW MEXICO—AL BUQUERQUE—Timpte Bros. inc 
NEW YORK—ALBANY—Estate of Andrew J. Ronan + BUFFALO— 
Universal Truck Equipment Corp. « NEW YORK—Ammel Brake 
Co.; J. C. Truck Equipment, inc. (Garden City Park); Andrew W. 
Mulrain, inc. (Flushing)**** «© SHERMAN—Sherman Hydraulic Co. 
e SYRACUSE—L. B. Smith, Inc. « TROY—Howe Brothers 
NORTH CAROLINA—CHARLOTTE—Twin-States Equipment Co. 
HORTH DAKOTA—FARGO—Travis Bros. Body Works 
OHIO—CINCINNAT!—Melvin L. Aston Welding Co. + CLEVELAND 
—Schaefer Body, inc. « COLUMBUS—Harry J. & is & Asso 
ciates, Inc. « DAYTON—Kencar Equipment Co. « TOLEDO— 
Riedy-Manner Truck Equipment Corp. « YOUNGSTOWN—Dentry 
Truck Body & Trailer Service Co 
OKLAMOMA—OKLAHOMA CITY—Dale George Co. « TULSA— 
Truck Parts & Equipment Co. 
OREGON—PORTLAND—Utility Trailer & Equipment Co, Inc; 
Air Mac, inc.* 
PENNS YL VANIA—ALLENTOWN—Allientown Brake & Wheel Seeiee 
« CAMP HILL—L. B. Smith, Inc. « ERIE—Farm Easigmost Ce 
© HUMMEL'S WHARF—Trailco Mfg. & SalesCo. « STER— 
Lancaster Auto Spring Co., inc. « PHILADELPHIA—S. J. Eskin « 
PITTSBURGH—Barati Brothers; Brinker Supply Co.**** « 
SCRANTON—Scranton Brake Service Co., inc.*** + WILLIAMS- 
PORT—Servall Machinery & Supply Corp.* 
TENNESSEE—JOHNSON CITY—Naves Automotive Brake, Wheel & 
Supply Co.*** « KNOXVILLE—Post & Company, inc.; Valley 
gy Handling, Inc.* « NASHVILLE—Tennessee Stee! Prod- 
ucts, | 


}— TRANSPORTING —___4 
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LOADING UNLOADING 





TEXAS—AMARILLO—Xing Trailer & Equipment Co. inc. « DALLAS 
=-lonss Hydraulic & Equipment Co., Inc. « EL PAso—P SO—P & a Loy 
Co. s HOUSTON—Truck Parts & E 


Loading and Unloading are Big 


Factors in Truck Transportation 


prob brook Power Gate® equipped trucks solve a materials handling 
lem oe One and unloading) for the truck operator, in addition 

a point-to-point delivery. Therefore, truck usefulness is 
Soublett 7 e delivery cycle is completely mechanized. One man with 
the use of modern merchandise handling tools completes individual 
deliveries quicker and safer. 


DEALERS—SALESMEN ... sell modern truck delivery methods 
. . . trucks that: are Daybrook Power Gate equipped. Everybody 
profits! Daybrook Truck Equipment distributors want to work with 
truck sales organizations and are fully equipped to offer sales appli- 
—— assistance, a complete line of truck equipment, installation 
service. 














DAYBROOK HYDRAULIC DIVISION - 





Balduf Bakeries, Inc., Toledo, Ohio 
doubled the quantity of its baked foods 
deliveries to a 200% increase in retail 
store outlets with existing equipment and 
manpower. This cost saving in deliveries 
was accomplished by a new storewide 
handling system, using Daybrook Speed- 
lift Power Gates to load and unload 
delivery cabinets. 





DAYBROOK Speediift DUMP BODIES + HOISTS + POWER LOADER ¢ POWER PACKER + POWER GATE 
YOUNG SPRING & WIRE CORPORATION ¢ BOWLING GREEN, OHIO 





Sian ANTONIO—Commercial Body Corp.** « WICHITA FALLS— 
Longhorn Trailer & Body Co. 

UTAH—SALT LAKE CITY—Flinco, Inc. 

Vega COND Sater Eq Engineeri ine.; 
Mciihany & inc.* « ee eee Sines ‘ 
Machine Co. ; imoos t Equipment Co., 

WASHINGTON—SEATTLE—Transport cater & Equipment fo. Ine. ; 
Se ¢ Se Say oy Oe : Alt 


west ee Brake Co. 
WISCONSIN—APPLET Body Works, ne < o, PAanEE 
—Motor Truck Body Cot Brake Ay ra. Equipment Co. 


‘eae ree pores Rotate as by Cote 

es Wein "st ey Ser, Kington, Elmar 

Motes Lid a. are sevens 3 Kunec Machine Works, 

ta hamiton ott. Foronte, ee ee 
, Port Arthur; Milne Distributors, Ltd. 


gttiinniios. Agricultural Services, Inc. 
eattse ANGELES, CALIFORNIA—Hooper Body & Equipment 


distributor 
Above distributor list current at time of publication, 








Shown with the new 

Aluminum “Tilt-Cab Cruiser” 

is GMC’s top-management team 
directing Operation “High Gear’ 
Left to Right: Front Row .. . 

T. E. Wilson, General 
Manufacturing Manager; 

C. V. Crockett, Chief Engineer; 
P. J. Monaghan, General Motors 
Vice President and General 
Manager GMC; R. C. 
Woodhouse, General Sales 
Manager. Back Row .. . 

J. C. Marek, General Service 
Manager; R. L. Ganter, 
Comptroller and J. P. McManus, 
Director of Purchasing. 


(GMC Management Team Meshes 
OPERATION “HIGH GEAR” 


‘Teamwork and Operation “High Gear” 
are paying off at GMC! Research, engi- 
neering, manufacturing, sales and service 
have embarked on the biggest program 
the truck industry has ever known—bring- 
ing GMC Dealers and owners the greatest 
money-saving, money-making trucks ever 
to roll off an assembly line. 


Last month saw the unveiling of GMC’s 
dramatic new DLR8000 . . . the lightest 
and roomiest 48” aluminum Tilt-Cab ever 


From ¥2-ton to 45-ton . . . General Motors leads the way! 


built. More Operation “High Gear” ad- 
vances are: the new two-cycle Super Econ- 
omy Diesel . . . Stabilized Air Ride...a 
big expanded line of pickups... a new 
fleet of package delivery trucks and many 
others. 


And this is only the beginning! So, even 
if you’re not a GMC Dealer .. . keep your 
stop watch on Operation “High Gear”! 
The whole truck industry is doing it! 

GMC Truck and Coach—a General Motors Division , 


MC 
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A Service Message— 


Prominently displayed in the ‘“make-ready" department of Diamond T Motor 
Truck Co.'s delivery building in Chicago is this message: “The next inspector is 
the customer—he must be soatisfiedi" The message serves as a constant reminder to 
mechanics that if they don't do a good job the product and company will get a 
“black eye.” It also tells the customer that the company is doing everything it can 
fo make him a satisfied customer. 
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(Continued from Page 16) 


and I used to call on him fre- 
quently, Fred is still “laying them 
on the street” for Diamond T in 
Chicago. 

When I first knew Carl Parker, 
he was on the Speed Wagon sales 
staff at Reo and was one of the 
slide-rule boys of his time. He is 
another one of the guys still active, 
now with Diamond T, who was 
recognized as an authority as far 
back as the late “teens.” Maybe 
Carl won’t appreciate my dating 
him like this. 


* * * 


‘Les... Bill..J.L...and.. 


ES ALLMAN whose agency now 
handles the Dana account, was 
there. I knew Les when he had a 
little direct mail agency in Detroit 
even before he went out to control 
the advertising destinies of Frue- 
hauf Trailer. Les and I have fought 
the battle for too many years to 
remember. 


my lining him up with the “old 
timers” of this business 
Baldwin, now advertising 
ager of Diamond T. For the life 
of me, I can’t remember anyone 
but Bill ever being advertising 
manager over there. He dates 
back with me to some place in 
the “Roaring ’20s,” I am certain. 

J. L. Krickl was around Diamond 
T in Tilt’s day and was another of 
the “indestructible men” of this 
business with whom I had the 
opportunity to chin about “the 
good old days.” 

While taking a gander through 
the Diamond T plant, there I saw 
a sign that should hang in the 
“new-car make-ready” department 
of every dealership. It could well 
hang at the end of every assembly 
line of car and truck assembly 
plants all over the nation. 


Another guy who won’t relish The sign read, “The next inspec- 


AN APOLOGY 


Certainly some enthusiastic response was expected to attend 


Toyota's profit-opportunity “Open Letter” of December 15—but we 


never dreamed of the overwhelming reaction you gave us. 


We are delighted, naturally... but a little embarrassed, too. Our people 


are working night and day to answer the avalanche of inquiries 


... but it takes time. 


We are answering letters of inquiry as rapidly as we can evaluate them. 


Please bear with us. We will have answers to you all within 10 days. 


Please accept our apology for the slight delay. 


If the interest evinced in the mail received is any criterion, 


Toyopet certainly is the “one to watch” 


in 1959. 


We appreciate your tremendous response. 


Cordially, 


TOYOTA MOTOR DISTRIBUTORS, INC. 


Erik J. HANSEN 


General Manager 


TOYOTA MOTOR DISTRIBUTORS, INC. 


6032 Hollywood Boulevard, Hollywood 28, California 


— 


tor is the customer—he must be 
satisfied!” 


* +. * 
Electrically Heated Mirror 
T sign carries a whale of a 


lot of meaning as all of us in| 


this business know. The boys at 
Diamond T feel that it has helped 
to keep the boys who do the last 
adjustments and checking of the 
trucks for delivery conscious of the 
fact that their job is one of the 
most important in the whole shop. 

If they don’t do their work right, 
all the labor and care that hag 
gone before in the creating of a 
fine vehicle can go for naught in 
the mind of the new owner who 
has something go wrong in his job 


the first time he takes it out on } 


the road. 

Corning Glass Co. has developed 
a new deal for outside rear-view 
mirrors that will be appreciated by 


all truck drivers as well as many} 


thousands of car owners. It is a 
mirror that melts away ice and 
snow through use of an electrically 
heated glass. 


The mirrors, according to 
Corning, will deice at zero tem- 
perature in three minutes and 
will remain clear at temperatures 
as low as 60 degrees below zero. 
The units will also remove and 
prevent frost and condensation 
from fog and drizzle. 

The heating element is an elec- 
trically conductive coating perma- 
nently fired onto the back of the 
glass panel. Electrical 
provided by the vehicle’s battery. 

The mirror is made of ground 


and polished Pyrex brand glass [| 


with a transparent oxide coating 
applied to the surface for nonglare 
reflection. As an added safety fea- 
ture, the surface coating sheds 
moisture and is as durable as the 
glass itself. 

Corning does not intend to make 
the mirrors itself but to furnish 
the glass and the process to estab- 
lished rear-view makers. 

> > > 


Detroit Diesel Shows °59s 


ss was no question in the 
minds of the newsmen who 
went to Detroit Diesel’s 59 show- 
ing but that this maker of two- 
cycle diesel engines is set to go 
after the diesel engine business 
strongly this year. 


Ten new engines have been a 


added to the line which already 
incorporated nine engines. All the 
new engines were displayed on the 
stage of the meeting room at the 
General Motors Technical Center 
where C. W. Truxell, general man- 
ager, and Bob Hunter, sales man- 
ager, did their stuff for the benefit 
of the typewriter pounders. 


The entire line, which now is 


covering this wide range of 
power have been designed so that 
there are only three cylinder 
sizes. 


Detroit Diesel’s timing on the 
introduction of the line seems a bit 
uncanny, coinciding as it does with 
a decided increase in buyer prefer- 
ence for diese] power in the heavier 
units as indicated by this year’s 
truck sales. 

To make it even more “crystal 
globing,” the introduction and the 
trend toward diesels came in a 
year when business was off and 
buyers could have been expected to 
buy cheaper power, which did hap- 
pen in the light end of the truck 


business. 
7 +. ” 


Field Setup Revamped 
JON tTEn also announced the 
completion of a field-sales reor- 
ganization in which the sales out- 
lets were substantially “engine 
houses,” a great many of them 
being exclusive on the “jimmy line.” 

This cannot help but give the 
user and the truck dealer much 
closer and better service, both in 
aiding in engineering the proper 
power for the job at hand and in 
providing for experienced main- 
tenance in the field. 

Bob Janeway, in an SAE paper 
on “Better Truck Ride for Driver 
and Cargo,” makes a statement 
that Ill let you play around with 
for a while unless you want to get 
a copy of his paper and dig out 
the answer for yourself, 

He says, “The driver gets three 
distinct shakings up when his rig 


goes over a bad bump or railroad 


track. The hardest of all comes 
when the trailers back wheel 
Passes over the bump.” 
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As Used on Trucks... 


Tires, Rims Classified 





(Continued from Page 16) 


the size of the vehicle and all in 
gervice fall into these categories. 


Steel Disc Wheels 


S wheel is made with the 
disc riveted or welded to the 
rim and is similar in appearance 
to a passenger car wheel. It is 
used on almost all small trucks and 
also on many of the larger sizes. 
All valve holes are %-inch diam- 
eter, and are in the side of the well. 
Straight tubeless one-piece metal 
valves are used. 


Side-Hole Semaantables 


ESE rims are used with cast 
spoke wheels and are held in 
place with lugs. The open mount- 
ing ring is welded to the long side 
of the rim. All valve holes are in 
the side of the well and are %- 
inch diameter. 
A series of straight tubeless one- 
e metal valves are used. An 
optional tube valve and several ex- 
tensions of the correct length may 
be used on these rime. 
* 


Sestcurlicle Bemcuntables 


ESE rims are also used with 

cast spoke wheels. The closed 
mounting ring is welded on the 
short side of the rim. Valve holes 
are in the bottom of the well and 
are 13/16-inch diameter. 


The tubeless valve consists of a | 


spud mounted in the rim and a 
valve with an “O” ring seal. 


While the rim is no longer used | 


for original equipment, there are 
still many trucks with such rims 
on the road. 

The tube valves are made espe- 
cially for these rims and are not 
the same as conventional tube 
valves. They are of two-piece con- 
struction. 


. * = 


Smaller Hole-Adapter 


E rims and valves are sim- 
ilar to those above except that 
the valve hole has been decreased 
to %-inch diameter, and one of two 
malleable iron castings, (TR-VA-1 
and TR-VA-2), is used between the 
tank type tubeless valve and the 
rim 


These castings, known as adapt- 
ers, are available from the rim 
manufacturer. They are no longer 
used for original equipment. 
When a tube is used both the 

valve and the adapter are removed 
from the rim. The tube valve is 
made especially for these rims, and 


is of two-piece construction. 
> > > 


1-Piece Valve Units 
E rims are also similar to 
the 13/16-inch-hole type except 


Truck Tolls Cut, 
Car Rate Hiked 
On N. Y. Thruway 


ALBANY.—An increase of three- 
tenths of a cent in the toll rate for 
passenger cars and smaller com- 
mercial vehicles on the New York 
State Thruway went into effect 
Jan. 1, but there was no boost for 
larger trucks. 

Noting the rising use of the 
superhighway by major trucking 
firms, Clinton B. F. Brill, New York 
State Thruway Authority chair- 
Man, also announced several meas- 
ures which he said were designed 
to make the Thruway more profit- 
able for over-the-road haulers. 

The first of these will provide a 
toll reduction, from the present 4% 
or 5 cents to a new special rate of 
8% cents per mile, for tankers and 
Open-body trucks traveling empty. 

Brill said the toll increases for 
Cars and smaller commercial ve- 
hicles, in addition to a rise in the 
Price of the cut-rate annual per- 
mits, were “inescapable” because of 
Climbing operations and mainte- 
mance costs and substantially less 
use of the Thruway by trucks than 
Was estimated in 1954 when the 
old tolls were set. 

The basic toll rate will go from 
125 cents to an average of 1.56 
cents per mile on the 473 miles of 
the Thruway’s Main Line section. 

The fee for the annual permit 
will go from $20 to $40. 





that the valve hole has been re- 
duced to %-inch diameter and a 
one-piece tubeless valve is used. 
This valve can replace the adapter 
and valve. 

These rims are currently being 
supplied as original equipment. 


> * * 


Aluminum Disc Wheel 


HIS wheel is made from a one- 

piece aluminum forging and is 
machined to tire and rim Assn. 
specifications. The rim hole is in 
the bottom of the well and is %- 
inch diameter. 

The tube valve is the same as 
that used on conventional tubes, 
and may be either the one-piece or 
two-piece construction. 

- = = 


Flat-Base Sealed Rim 


7 rims have the appearance 
of the conventional flat base 


rims except that the removable 
flange is sealed with a large “O” 
ring. The valve for tubeless tires 
is the two-piece type and consists 
of a spud clamped in the rim and 
an “O” ring valve. 

The tube valve is the same as 
that used on conventional tubes and 
may be either one-piece or the two- 
piece type. 

Selecting the tubeless tire valve 
is based entirely upon the rim 
type and size and may have no 
relation to the tire size. The rim 
size is the distance between the 
rim flanges. 

The tubes for all the above rims 
are made especially for use here 
and are not the same as conven- 
tional tubes. A flap is always used. 
The valves for these tubes are also 
special except for aluminum wheels 
and flat-based sealed rims. 

The valves are of the two-piece 
construction, except optionals 
where indicated, consisting of a 
rubber base spud attached to the 
tube by the tube manufacturer and 
a detachable valve. 

This construction makes possible 
complete service if the Dealer has 
one tube in each size and one each 
of the possible nine valves which 
may be attached at the time of 
mounting. 
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Aluminum Dise Wheels— 


Super Service Freight Co., Nashville, 
has completed installation of more than 
4,000 aluminum forged disc wheels on 
200 aluminum trailers and 190 tractors. 
The wheels, made by Aluminum Co. of 
America, run 75 degrees cooler, accord- 
ing to Walter Haynes, the firm's mainte- 
nance superintendent, shown here inspect- 


21 


Government Rules 
On Excise Tax on 
Truck Body Kits 


WASHINGTON. — The Internal 
Revenue Service has ruled that 
manufacturers of truck body kits 
are liable for the manufacturer’s 
excise tax on truck bodies on their 
products. 


The ruling applies to kits which 
contain a minimum of a front-end 
section, two sides and a top section. 

The tax is based on the whole- 
sale price of the kits when a manu- 
facturer sells to distributors. When 
the manufacturer installs the body, 
the tax is based on the highest 
wholesale cost of the kit and any 
additional parts or accessories used 
plus any charge for assembling. In 
this case, there is no tax on any 
charge for installation. 

The full text of the ruling cover- 
ing the tax in all uses of truck 
body kits was submitted to the 
Washington office of the Truck 
Body ~~ Assn. at 1616 


ing a tire and wheel. Haynes reports 10 K St. 


percent greater tread wear, plus more 
recaps per tire, from the switch to alvu- 
minum, 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 





A New Concept in Double Reduction 
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REDUCTION 


in Bevel Gears 


Truck Axles 


SECOND 
REDUCTION 













in Planetary 





Eaton Planetary Double Reduction 


Gives You these I mportant Benefits! 


Save We i g h t—size for size, Eaton PDR 
Axles weigh less than conventional herringbone or spur 
gear axles, permit truckers to haul more legal payload. 


Last Longer Eaton PDR Axles, gear 
tooth loads are equally distributed over four rugged ‘“‘planet”’ 
gears; stress and wear are reduced, resulting in materially 
longer axle life. Eaton's forced-fiow lubricating system 
provides positive lubrication to all moving parts, even at 


Previously, double-reduction axles have been 
available only in the extra heavy-duty sizes. 
Eaton PDR Axles are available in a wide 


range of sizes—the last word in equipment to 


slowest vehicle speeds—a feature not available in other 


double reduction axles. 


Cost Less to Maintain 
—When and if repairs are necessary, parts are readily 
available— most of them interchangeable with other Eaton 
Axles. Simple construction—similar to the famous Eaton 
2-Speed Axle, with which all truck service men are familiar 


—holds maintenance labor to a minimum. 


EATON 








AXLE DIVISION 


meet the demands of today’s hauling condi- 
tions. By actual comparison they cost less to 
buy, less to maintain. They have established 
outstanding performance records in all types 


of heavy-duty operation. 








MANUFACTURING COMPANY 
CLEVELAND, 
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Range from 20 to 1,650 H.P.... 


GM Widens Diesel Line 
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two-cycle design of these engines 

provide high-horsepower units 

with a new concept of diesel com- 

pactness and low weight-to- 

horsepower, the firm said. 

The 252 h.p. 6V-71 is less than 
42% inches in length, measures 35 


DETROIT.—The addition of eight , engines of 97, 130 and 195 maximum | inches in width and 39% inches in 


basic engines to its line of two- 
cycle diesels has been announced 
by GM’s Detroit Diesel Engine divi- 
sion. 


Combined with the Series 71 
and 110 engines, new multiple 
and turbopowered units extend 
the GM Diesel power range from 
20 to 1,650 h.p. with only three 

sizes in the entire line, 
the division said. 

This compares with 30 to 893 
h.p., the former range of GM Diesel 
units. 


A new group of smaller diesels, 
the “53” series, will bring the ad- 
vantages of diesel economy, depend- 
ability and long life to users of 
small trucks, buses and even taxi- 
cabs, GM Diesel said. 

The “53” series starts with a two- 
cylinder engine, but those most im- 
portant to the trucking industry 
are three-, four- and six-cylinder 


horsepower, the division added. 


The three- and four-cylinder 
units are “in-line” engines, but 
the six-cylinder unit has a V- 
type configuration which makes 
it exceedingly compact for a 
diesel of this horsepower, the 
firm said. 

This 195 h.p. engine has a fan- 
to-flywheel length of only 34 inches, 
a width of 31% inches and a height 
of only 36 inches. It weighs 1,340) 
pounds and provides ample power | 
for trucks up to 55,000 GCW and/| 
coaches up to 50 passengers. 

All Series 53 units will serve) 
many vehicles heretofore commonly 
|powered by gasoline engines, GM 
| Diesel continued. 
| In the “71” series, four V-type | 
;}engines are introduced. These are 
six-, eight-, 12- and 16-cylinder en- 
gines ranging from 252 to 675 maxi- 
|mum horsepower. 





height. It is over a foot shorter 
and up to 200 pounds lighter than 
other “in-line” diesel sixes of com- 
parable horsepower, the firm said. 

The 8V-71 is comparably compact 
with a length of approximately 
47% inches, it added. 

GM Diesel said its new V en- 


|gines conform with the current 


trend in truck design, which is 
toward shorter cabs to allow 
greater visibility for the driver, 
shorter overall lengths and more 
payload capacity. 


The 195-horsepower 6V-53 en- 


| gine compares favorably, both in 


effective torque and in dimen- 
sions, with existing V-8 gasoline 
engines, GM Diesel said. 

Its torque characteristics will al- 
low the use of standard transmis- 
sions designed for gasoline engines, 
and bring a reduction in cost of 





GM's New Diesel— 


This photo shows the space-saving con- 
figuration of GM's new V-type diesels. 
| They are available in six, eight, 12 and 
| 16-cylinder units. The new line includes 
la completely new series, the “53,” a line 
of smaller engines from 47 to 195 h.p. 





| 


* * os 





| to those in the usual diesel-powered 
junit, the firm said. 


| Since the entire range of engines 
|is based on only three cylinder 


| The V configuration and the ‘drive lines and axles as compared sizes, a maximum degree of inter- 








more air reserve for safer braking... 


Wasner 
ROTARY AIR 
COMPRESSORS 


provide rapid pressure 
recovery to assure 
ample air 
Ei ae- lie alaa lst 


Wagner Rotary Air Compressors have what it takes 
to deliver a constant and smooth flowing supply of 
compressed air at all times. Their ability to provide 
rapid pressure recovery means safer stopping power 
even under the most severe braking conditions. 


Rotary compression forces all air from the com- 


pression chamber. 


Oil and air are separated and 


cooled before air is discharged to prevent carbon 
formation in air lines. All rotating parts are turned 
by the rotor shaft which is suspended on two bear- 
ing surfaces to lower friction loss. Uniform torque 
load with moderate stresses assures smooth, quiet 
operation with long belt life even at high com- 


pressor speeds. 


Remember, when ordering new equipment, be sure to specify Wagner Air Brakes. 





Wagner Electric 





Field tests and fleet records show that Wagner 
Rotary Air Compressors help keep air brake main- 
tenance costs down. Their exceptionally long service 
life and easy, infrequent preventive maintenance 
adds up to greater economy . . . greater performance 


...greater safety. Available in 
capacity, air or water cooled; or 12 
water cooled. 


either 9 C.F.M. 
C.F.M. capacity, 


For full information about these compressors and 
details on complete Wagner Air Brake Systems and 
Equipment for trucks, trailers, tractors, buses and 
off-the-road equipment, send for your free copy of 


Wagner Catalog KU-201. 


ation 


6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 


WK59-2 


LOCKHEED HYDRAULIC BRAKE PARTS, FLUID ond BRAKE LINING © AIR HORNS © AIR BRAKES * TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS © INDUSTRIAL BRAKES 


maintained, 
Pistons, 


said the firm. 
rings, valves, 


cylinder liners and many other 
parts are interchangeable from en- 
gine to engine, regardless of horse- 
power output, within each series, 

The V-type engines are de- 
signed to use the same timing- 
gear trains as the “in-line” 
engines, the division continued. 

The parts interchangeability of 
GM Diesel units has been a big 
factor in keeping parts inventories 
down and in reducing the cost of 
maintenance, particularly for fleet- 
owners in both the truck and bus 
fields, the firm said. 


Following is the lineup of old 
and new GM Diesel engines: 





Previous New BHP 
Models Engines Maximum 

2-53 47 

2-71 67 

3-53 97 

3-71 118 

4-53 130 

4-71 167 

6V-53 195 

6-71 252 

6V-71 252 

6-110 335 

Twin 4-71 334 

8V-71 334 

Twin 6-71 504 

12V-71 504 

Twin 6-110 670 

16V-71 675 

Quad 6-71 1,008 

24V-71 1,008 

(Twin V-12) 
32V-71* 1,350* 
(Twin V-16) 
' 


* When turbocharged 1,650 h.p. 


Bottlers, Grocers 
And Dairymen Are 
January Prospects 


jpeves salesmen know that 
| many institutions as well as 
| municipal, county and state depart- 
ments buy in January. 

The bids are already in for the 
big contracts, but many a sales- 
| man has been able to knock off 
| @ stray sale here and there for 
| some truck that was not thought 
| of when the bids were requested. 
| This month, intensive solicitation 
|should be made for the business 
of bottlers, makers of concrete 
products, many cooperative associa- 
tions, dairymen and manufacturers 
of dairy products, furniture dealers 
and grocers. Many of these firms 
make their selections in January. 

+ * > 





ND January also is the time to 

begin scouting the needs of the 
bakers, manufacturers of clothing 
and containers, contractors, com- 
mon carriers, manufacturers and 
distributors of farm equipment, 
florists, grocers, hardware makers 
and other manufacturers. 

Moving and storage firms also 
begin to take stock of their truck 
needs about this time as do paint 
and glass merchants. 


Road builders and sand and 
gravel men are looking over their 
equipment and estimating what 
their needs will be for the coming 
season. 


Mack Develops 
Air-Conditioning 
System for Buses 


PLAINFIELD, N. J.—Mack has 
announced it has developed a new 
air-conditioning system available on 
all new Mack transit bus models. 

Harold R. Fouss, bus division 
sales manager, said the system has 
been designed to meet two prin- 
cipal passenger objections to bus 
air-conditioning systems. It elimi- 
nates hot and cold areas and it 
keeps all windows fog- and frost- 
free in all weather conditions, he 
said. 

The compact new system is built 
as an integral part of the bus, 
avoiding unsightly protuberances 
on the outside of the vehicle, Fouss 
continued, 

Conditioned air of uniform tem- 
perature is brought into the pas- 
senger compartment through out- 
lets just below the windows on 
each side of the bus and through 
a damper-controlled opening up 
front for the driver, he said. 

The system’s four-cylinder, V- 
type compressor is driven directly 
from the bus engine. 


— 


changeability of parts has been | 






valve- fj 
operating mechanisms, injectors, ¥ 
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By Jerome F, Sheldon 
Staff Correspondent 


FAIRBANKS, Alaska.—Can Alas- 
kans get a better deal by purchas- 
ing cars “outside” than by taking 
delivery through Alaska dealers? 

Three Fairbanks dealers don’t 
think so, after the selling costs 
are pared away. They add that 
dealers in the North don’t make 
a greater profit—gross or net— 
than do dealers in other states. 

The question came up during 
Alaska’s election campaign when 
the Fairbanks Daily News-Miner 
criticized two local officials for 
buying cars in Washington, D. C. 

The officials involved were Wil- 
liam Egan, newly elected governor, 
and Ralph Rivers, Democrat, the 
49th State’s representative in Con- 
gress. 

“It is undoubtedly true that auto 
prices are considerably lower in 
— ‘outside’ communities,” the paper 

5 commented, “but it is also true that 

; dealers in these communities do 

i not have as high a cost of doing) 

| business. 

r “Their payroll costs are less; 

their shipping costs are less, and 

their costs of living are less. It is 

easy to see why the price tag in| 

the States would be lower.” 
The paper added: “If all Alas- 

kans decided to take advantage 

of more favorable prices on auto- | 
mobiles in Stateside showrooms, 

there would be few Alaska auto | 

firms in business today.” 

The News-Miner declared it was} 

speaking on a matter of principle) 

and concluded: “If both Egan and| 

Rivers had purchased their new 
cars in Alaska, the transactions 
would have totalled only about $9,- 

000, and Alaska dealers would have | 

earned a profit of only about $2,-| 

000.” | 

Questioning the newspaper’s| 
“profit” figure were Paul Greimann, | 
Standard Garage (DeSoto-Chrysler- | 
Plymouth); D. R. Lemler, Noble St. | 
Motors (F or d-Mercury-Edsel- Lin-| 
coin), and James Messer, Autora| 
Motors, Inc. (Oldsmobile-Pontiac- | 
Cadillac-GMC). 

“If an Alaska dealer had sold the 
cars,” they said, “we are certain the 
gross profit would have been camel 
siderably less than $1,000, and the 
net profit less than $100. 

“The average new-car dealer in 
Fairbanks makes less net profit per 
unit than do many appliance deal- 
ers on a washer or refrigerator.” | 

The price spread between 
Alaska and the other states, they 
said, reflects the freight differen- 
tial. On a car delivered in Fair- 


Research Is Key 
To Oakite’s 50 


Years in Cleaning 


NEW YORK.— Continuing re- 
search and in-plant service are es- 
sential to progress in industrial 
cleaning, according to Oakite Prod- 
ucts, Inc., which celebrates its 50th 
anniversary in February. 

Research, in fact, gave David.C. 
Ball the idea that led to the found- 
ing, in February, 1909, of Oakiey 
Chemical Co. Cleaning in those 
days was done mostly by saponifica- 
tion, or the conversion of soils to 
water-soluble soaps. With the devel- 
opment of the petroleum industry, 
however, soils which could not be 
Saponized were beginning to pre- 
sent problems. 

Emulsification— loosening the 
bonds between surface and soil, and 
Suspending the soil in solution—was 
the answer. That was the peculiar 
ability of the company’s first prod- 
uct, Oakite, the forerunner of to- 
day’s detergents. 

Today, Oakite’r family of clean- 
ing compounds and chemical spe- 
Cialties numbers about 150, ranging 

pickle control sélutions for 
acid baths in steel processing to 
Phosphate coatings for metals and 
compounds for decontaminating 
Surfaces subjected to radioactivity. 

Oakite’s laboratories occupy 30,- 
000 square feet of space. They cover 
the broad field of surface chemistry, 

mg an average of 12 new 
Products a year. 
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Northern Dealers Discuss Car Buying . 
Alaskans Do Better at Home 


that have been |} 


banks, the customer pays about 
11 cents per pound freight from 
Seattle, plus maritime insurance, 


This raises the price of each unit 
from $400 to $600 over the West 
Coast price. This additional cost is 
the same whether the car is ship- 
ped to Alaska by a dealer or the 
owner. 

“Conversely,” they explained, “an 
Alaska dealer can and will deliver 
a car in a given community in the 
States at the same price as the 
local dealer in that community— 
and in some cases even | lower than 


Chevy U Unit Picks Francis 


ST. LOUIS.—L. P. Francis has 
been elected president of the Chev- 


rolet Dealers of Greater St. Louis. | 


Also elected were Gene Jantzen, 
vice-president; L. W. Rauscher, 
secretary; A. J. Meyer, treasurer, 


and F. J. Hauss sr. and Clif Placke, | 


directors. 
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,; some quotations 
brought to our attention.” 


They continued: “We have never 
resorted to the tricky advertising 
used by some stateside dealers, 
such as ‘priced only $50 to $100 
over cost.’” 

“Dealers who do this fail to 
explain that the ‘cost’ they refer 
to (often several hundred dollars 
over invoice) includes freight, 


service charges and, in rarer 
cases, perhaps a slight adjust- 
ment in the basic cost of the unit 
| and accessories.” 


tended that, since the only possible 


livery location would depend on the | 
net profit at which the dealer is 
| willing to operate, buyers could do 
ino better through an “outside” 
dealer than through an Alaska 
concern. 





include: 


longer. 


shape, combined 
greatest strength 


insurance, dealer handling and | 


The Fairbanks merchants con-| 


price differential for a given de-| 








Chrysler Appoints Simca Dealers— 


Among the first three Chrysler Corp. dealers approved to sell and service the 
French-built Simca in the Boston crea was Swift & Bachman (Chrysler-Plymouth- 


Imperial), Quincy, Mass. Congratulating Ellis Bachman, second from right, on his 
new franchise are, from left, T. Ferguson, Chrysler Boston regional sales manager; 
A. R. Marzelli, Eastern area Simca sales manager, and R. L. Hall jr., assistant area 





Timken-Detroit’ Lightweight 
Driving Tandems—First Choice 
With Big Over-the-Highway Operators! 


These superior features make the difference: 

Lighter than any comparable tandem on the market... but a 
real heavyweight when it comes to service. Besides increased 
payloads you get long, trouble-free service and lower operating 
costs. Time-proved, Timken-Detroit Lightweight tandem features 


Driver Controlled Inter-Axle Differential. Torque is divided 
equally between axles, yet wheels of one axle can turn faster or 
slower than wheels of other axle. This means both axles are 
always doing equal amounts of work. Driving parts and tires last 


“In-Line” Propeller Shaft Drive. With straight-through drive, bear- 
ing and gear life is greatly increased because universakjoint work- 
ing angles are materially reduced. 

Torsion Flow Axle Shafts. More splines, plus greater root and 
body diameter, add extra strength. 

Hot Forged Rectangular-Shaped Axle Housings. Rectangular 


sales manager. Westminster Motors, Roxbury, Mass., and Post Motors, Watertown, 


| Mass., also were awarded Simca sales agreements. 


with full strength corner sections, provides the 
with minimum weight and size. Welded on bowl 


cover prevents leakage. 

Mypoid Gears. Larger pinions and greater tooth contact give 30% 
more torque capacity, top efficiency and long life... plus lower 
maintenance costs. 

Unmatched Parts Interchangeability. Most of the wearing parts— 
gears, bearings, shafts, differentials, brakes—are interchangeable 
with parts from Timken-Detroit standard single axles. Parts are 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 


Come on you Model“ 
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You hear a lot of talk these days about economy. “Remember the 
good old Model “T,’”’ someone will say, “went a mile or more on a 
sniff of gasoline.”” Well, recently Ford engineers, feeling a certain 
proprietary interest, decided to check the facts. 


They trotted out a Model “‘T,”’ commandeered a ’59 production-line 
Ford Custom 300 six-cylinder sedan and put a gallon of gas in both. 
Then they drove each at exactly 40 mph (the average highway 
speed today), until the fuel ran out. Slide rule result: the Model 
“T” averaged 13 mpg. Not bad. But the Ford Custom 300 
averaged 24 mpg!* 


Moreover, in its heyday, the Model ““T”’ carried a price tag of $850. 
To earn this much the average American had to work 86 weeks. 
Today the full price of a Ford Custom 300 can be earned by an 


average American in just 26 weeks! 


So, next time a prospect of yours starts recalling the economical 
“good old days” inform him—politely—of just how much more for 
his dollar he receives today in the Ford Family of Fine Cars. 


*Of course, in its day, the Model ““T” seldom was driven over 15 or 20 miles 
per hour—the usual highway speed at that time but not practical under 
today’s driving conditions. 


FORD MOTOR COMPANY + THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to | 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and) 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 


225.) 

CADILLAC — Sixty Two —4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,090; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6-| 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4- window), $5, 498; _ Coupe | de Ville 2- 
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Current Prices on U. S. Cars 





dr. hardtop, $5,252. 


4-dr. hardtop, $13,075; Seville 2-dr. hard- | 
Sixty 
Seventy-Five 
“ $9,748. 
(Hydra-Matic, power steering, power brakes 


top, $7,401; Biarritz conv., $7,401. 
Special—4-dr. hardtop, $6,233. 


—S-pass, sed., $9,533; iimousine, 


standard on all models). 


CHEVROLET — (Prices are for six- 


cylinder models, For V-8s, add $118.) | 4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
Suenyne-—4-de. sed., $2,301; 2-dr. sed.,; hardtop, $5,318.50; comv., $5,748.50. 
$2,247; util. sed., $2,160. Bel Air—4-dr. | (TorqueFlite, power steering, power brakes 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. | standard on Saratoga, New Yorker and 
hardtop, $2,556. Impala—4-dr, sed., $2,- | 300-E.) 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, | _ CONTINENTAL — 4-dr, sed., $6,845.30; 
$2,599; conv., $2,849. Station Wagons—/|4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat | $6,598.30; conv., $7,056.20; town car, $9,- 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, | 208; limousine, $10,230. (Tur b o-Drive, 
2,749: 4-dr. 3-seat Kingswood, $2,852; | power steering, power brakes standard on | 
4-dr. 2-seat Nomad, $2,897. Corvette - all models.) 
hardtop cpe. or conv., (V-8 std.)}, $3,875. DeSOTO—Firesweep—4-dr, sed., $2,904; 
CHRYSLER—Windsor—4-dr. sed., $3,-' 4-dr. hardtop, $3, 038; 2-dr, hardtop, $2,- 


Eldorade—Brougham | 204; 
$3,289; 
| wag., 
878. 

| hardtop, 


4-dr. 
conv., 
$3,691; 
Saratoga- 
$4,10 


| top, $4,533; 2- 


$4,889.50; 


4-dr. 


hardtop, $3,353; 2-dr. 


4-dr. 
—4-dr. 


hardtop, 
$3,620; 4-dr. 2-seat stat. 
3-seat stat. wag., 
sed., $3,966; 
4; 2-dr, hardtop, 


4-dr. 
$4,026. 


New Yorker—4-dr. sed., $4,424; 4-dr. hard- 


dr. hardtop, 
2-seat stat. 


$4,476; 
wag., 


conv., 
$4,997; 





Port-of-Entry Prices on Imported Cars 


The following itmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and import duty, They do not include 
“emergency freight’’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 

(Copyright, 1959, by Automotive News) 
ALF. ROMEO—Glulietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, | 
$3,951; Sprint Veloce Coupe, $4,342. 2000) 
Series—-2-liter roadster, $5,048; 4-dr, sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- | 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 
AUSTIN—A-35 deluxe 2-dr. sed., 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr, sed. $2,-| 
199. (Heater standard on deluxe models. ) | 
AUSTIN-HEALEY — Sprite roadster, 
$1,795. 100-Six—conv., $3,087; Deluxe) 
conv., $3,389. (Heater standard on De- 
luxe.) 

AUTO UNION — ‘*1000" — deluxe coupe, 
$2,395: sport coupe (2-seater), $3,849, 

BENTLEY—Series S — Standard Steel 
Saloon, $13.695. (Automatic transmission, 
power sterring, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,595, 492-c.c. roadster (3-cylinder), 


$1,745. 
— Model 


BMW 
503/8, $9,292. 
BMW ISETTA 300 — sunroof, 
Cabriolet, $1,098. BMW (Isetta) 600—5- 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 
BORGWARD—Isabelia—2-dr. sed., $2,-| 
495; stat. wag., $2.685; Touring Sport. 
$2.545; Touring Sport Coupe, $3,750. 
CITROEN — 2C0V — 4-dr. sunroof se d. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2.833; DS-19—4-dr. | 
sed. (air suspension, power brakes, power 
steering, automatic cluteh), $3,333. 
DATSUN—4-dr. sed., $1,799. 
DKW—4-dr. sed., $2.395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., §2,- 
495. (Heater standard on all models.) 
FACEL VEGA — Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 
(Automatic power brakes, 
ry windows, radio, heater are stand- 
5) 


502/3.2 — $6,198; Model 
$1,048; 


FERRARI—‘250 Granturismo’’—cCoupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. “250 California’’ 
Conv., $12,000. 

FIAT—500 Sertes—2-dr.. sunroof, $1,098; 
Bianchina, $1,298. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat. 
wag., $1,658. 1100 Series —4-dr. sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 

as (England)—Angita—standard 2-dr. 

$1,464; deluxe 2-dr. sed., $1,561. 
icles ctmienes 4-dr. sed., $1,517; deluxe 
4-dr. sed., $1,661. Escort—2-dr. stat. wag., 


$1,651. Squire—2-dr. stat. wag., $1,761. 
Consul—4-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. Zephyr — 4-dr. 


sed., $2,215; conv., $2,574; 4-dr. stat. wag., 
$2,945. Zoediac—4-dr. sed., $2,387; conv., 
$2,865; 4-dr. stat. wag., $3,149. Thames 
800—Estate Bus, $2,433. 
GOGGOMOBIEL.-T-400 2-dr. sed., $1,095; 
Fiorida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 


450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- 

Heater standard on all models. ) 

HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark IX—4-dr, sed. (auto- 
matic transmission, power steering and disk 
brakes), $5,935. 3.4 Litre Sedan—(over- 
drive and disk brakes), $4,542.50; 





(auto- 





$1,557; | 2 


matic transmission and disk brakes), $4,-; 698; Super deluxe 4-dr, -ed., $1,798; 
642.50. XK-150—cpe., $4,475; cpe. (auto- | Chatelaine 2-dr, stat, wag., $1,963; Plein 
matic transmission), $4,725; conv., $4,595; | Ciel 2-dr. hardtop, $2,947; Oceane conv., | 
conv. (automatic transmission), $4,845; | $3,167. Ariane (4-cylinder)—4-dr, sed., $2,- 
roadster, $4,495; roadster (overdrive), $4,-| 102. Ariane V-8—4-dr, sed., $2,264. 
660; roadster (automatic transmission), | Vedette V-8—Beaulieu 4-dr. sed., $2,501. 
$4,745; ‘‘S’’ roadster (overdrive), $5,095. | SKODA—S-440 2-dr. sed., $1,687; S-445 
LANCIA — Appia — 4-dr. sed., $2,967; | sed., $1,787; 2-dr. stat, wag., $1,995; S- 
conv. (Vignale), $4,565; cpe, (Farina), | 450 conv., $2,395. 
$4,673; cpe. (Zagato), $4,873. Aurelia— SUNBEAM—Rapier—2-dr. hardtop, §$2,- 
conv, (Farina), $5,905; cpe., $5,905. | 499; conv., $2,649. 
Flaminia—4-dr. sed., $6,098. TAUNUS — Standard — 4-dr. sed., $2,- 
LLOYD—600 Series—2-dr. sed., $1,395;| 120.50; 2-dr. sed., $2,028.50; Com bi- 
2-dr. sunroof sed., $1,445; conv., $1,510;| wagon, $2,237. Deluxe —4-dr. sed., $2,-/| 


2-dr, 4-passenger stat, wag., $1,445; 2-dr. | 266.50; 2-dr. sed., $2,174.50; Combi-wagon, 


MAICO—700 Sport—2-dr. sed., $1,845. 


| 4-passenger sunroof stat. wag., $1,500; | $2,383. 
2-dr. 6-passenger stat, wag., $1,675; 2-dr. TEMPO—M at ador—3-passenger stat. 
| 6-passenger sunroof stat. wag., $1,740;| wag., $2,482.75; 6-passenger stat. wag., 
-dr, 6-passenger stat. wag. (long wheel-/| $2,514.65; 9-passenger stat. wag. $2,- 
; base), $1,795; 2-dr. 6-passenger sunroof | 546.55; 12-passenger stat. wag., $2,712.50. 
stat, wag. (long wheelbase), $1,895. TOYOPET — Crown 4-dr. sed., $1,989. | 


(Los Angeles port-of-entry price.) 


MERCEDES-BENZ—130—4-dr. sed., $3,- 


hardtop. ) 


eens — 2-dr, hardtop, $1,- 
10, 


688; 


TRIUMPH—4- 


WARTBURG—Standard 4-dir. sed., 
standard 4-dr., 


dr. sed., $1,699; 4-dr, stat. 


240. 180-D—4-dr. sed. (diesel engine), $3,-| wag., $1,899. TR-3 (sports cars)—softtop, 
517. 190—4-dr. sed., $3,431. 190-D—4-dr. | $2,675; hardtop, $2,835. 

sed, (diesel engine), $3,708. 190-SL-—road- VAUXHALL — Victor — 4-dr. sed., $1,- 
ster, $5,020; cpe., $5,232; cpe.-roadster | 987.50; 4-dr. 2-seat stat. wag., $2,400. 
(with interchangeable hard ond soft tops),| (Heater standard on both models.) 

$5,416. 219—4-dr. sed., $3,823. 220 S—4- VOLKSWAGEN—2-dr, sed., $1,545; 2-/ 
dr, sed., $4,283; cpe., $7,641; conv., $7,641. | dr. sunroof, $1,625; conv., $2,045; Kombi | 
300-d—4-dr. hardtop, $10,418. 300-SL—| (8-pass.), $2,020; stat. wag., $2,120; de- 
roadster, $10,928; conv., $11,106; cpe.-| luxe stat. wag., $2,576; deluxe camper, 
| roadster (with interchangeable hard and /| $2,737. Karmann Ghia—cpe., $2,445; conv., 
soft tops), $11,375. (Heater standard on| $2,725. (Heater standard on all models.) 
all models. Power brakes standard on all VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
models except 180, 180-D, 190 and 190-D.| wag.. $2,490. (Heater standard on buth 
Automatic transmission standard on 300-d | models.) 


sunroof sed., $1,778; 


626.10; conv., $1,650 deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 

MG—MGA—conv. (disk wheels), $2,462; | roof sed., $1,889; 2-dr. stat. wag., $1,898; 
conv, (wire wheels), $2,546; coupe (disk | 4-dr, deluxe stat. wag., $2,085; conv., $2,- 
wheels), $2,695; coupe (wire wheels), $2,-| 099; coupe, $2,199; sports roadster, $2,799. | 


785. MGA-DOHC—conv., $3,320; cuope, $3,- 
640. Magnette—4-dr. sed., $2,740. 
standard on Magnette.) 

MORETT 
Panoramica Sedan, $2,495; 
passenger station wagon, $2,580; 


conv., $4,348. 
MORGAN—"Plus Four’’ cpe., $2,855. 
MORRIS—“‘‘1000"'—S: +—4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—-4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; 


2-dr. stat. wag., $1,825. 


NSU PRINZ—2-dr. sed., $1,398; sunroof | 
| sed., 


$1,487. NSU Prinz 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 


SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed, (auto- 
matic clutch), $2,119. Granturisme 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 


(Heater 


I—750 Coupe, $2,495; Super 
four or five- 
six or 
seven-passenger station wagon, $2,664; 1200 


(Heater standard on all models.) 


$3,- | 


$1,-| 


967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr, sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Fireflite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358, Ad- 
| venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and | 
Adventurer. Power steering and power | 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., 
| 586.50; 2-dr, sed., $2,515.50; 2-dr. 
|} top, $2,643.50. Coronet V-8—4-dr. 
$2,707; 2-dr. sed., $2,635; 4-dr. 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
| 318; 4-dr, 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-S models. 
| Deduct $83.70 for six-cylincer Rangers; 
| deduct $96.50 for six-cylinder stat. wags.) 
| Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
| $2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—i-dr. sed., $2,- 
| 812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custem 300 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxte— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, ” $2,654; 2-dr. hardtop, 
conv., $2,839; retractable hardtop (V-8 
| standard), $3,346. Station Wagons—2-<dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2, 634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
| 4-dr 3-seat Country Squire, $2,958. Thaun- 
| derbird—(V-8 standard) — 2-dr. hardtop, 
$3,696; conv., $3,979. 

IM PERIAL—Custom—4-dr. 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
| 103; " 4-dr. hardtop, $6,103. (Torquefiite, 
| power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr. hardtop, $5,594.20; 2-dr. hardtop, $5,- 
| 347.10. (Turbo-Drive, power steering, power 
brakes standard on all 

MERCURY— Monterey —4-dr. sed... $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 


$2,- 
hard- 
sed., 


sed., 





hardtop, | 


$2,589; | 


$5,016; | 





| $2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 4- 
|} dr, hardtop, $3,437; 2-dr. hardtop, §$3,- 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206, 
Station Wagons—2-dr. 2-seat Commuter, 
$3,144.50; 4-dr, 2-seat Commuter, $3,215 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932, (Mere-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
| Multi-Drive, Mere-O0-Matic, power steer- 
| ing, power brakes standard on Park Lane.) 


| OLDSMOBILE—Series 88—4-dr. sed., $2,- 

902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
| 036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3, 365. Super 88 - 
4-dr. sed., $3,178; 4- dr. hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669. Series 98—4-dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PLYMOUTH — (On six-cylinder models 
}add $119.50 for a V-S engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
| business cpe. (V-8 not offered), $2,142.75 


Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr 


2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat Custom, §$2,- 





$14.25; 4-dr, 3-seat Custom, $2,990.75; 4- 
dr. 2-seat Sport, $3,020.75; 4-dr. 3-seat 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 


2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 


wag., $3,209. Star Chief—4-dr. sed., $3,- 
| 005; 2-dr. sed.. $2,934; 4-dr. hardtop, $3,- 
| 138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
stat. wag., $3,532. 
RAMBLER—American—72-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 


seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2,562. Custom Six—4-dr. sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custom—4-dr. sed., $2,- 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
| Stat. wag., $2,807. Ambassador—Super— 
4-dr. sed., $2,587; 4-dr. 2-seat stat. wag., 
$2,881. Custom—4-dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 
$3,026; 4-dr. 2-seat hardtop stat. wag., 
$3,116. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr. 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
2-seat stat. wag., $2,455. Lark Regal V-8— 
4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr.. 2-seat stat. wag. $2,590. Sliver 
Hawk—six-cylinder cpe., $2,360; V-8S cpe., 
$2,495. 
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models. ) 25 States Previously Reported 58) 34| 4877; 106) 1004 5555) 1531{ 2892) 35! 97| 449| «-957| —-837| 18690 
OPEL — Rekord—2-dr. sed., $1,987.50;| For November ‘57| 18} 6018} —98|_—2143| +6268) ~—«*1447| ~=—«2987| ~—435| ~—s 146] ~—277|_——t| 505) 21003 
Caravan—2-dr. stat. wag., $2,400. (Heater Arizona "58 188) } 30) 220) | 47) 4 2 % 39 626 
stantesé on beth modets.) ‘57 216) 4] 52] 200}, 56} 73] 3 3 4 31 17| 659 
PANHARD-—Dyna Deluxe 4-dr. sed., $1,- | - ea —— — - —,, — : 
995; Dyna Deluxe Super 4-dr. sed., $2,065. | Colorado 58) 270) ! 42 244 78| 87 4) 5| 8) 76) 28 843 
PEUGEOT — 403 —4-dr. sunroof sed..| “S7} _i__262 3 53 250 89 __—107) Hy 5 7 46) iL 844 
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hardtop, $5,865; cabriolet, $3,950; Super | Georgia 58) | 536) 4 69) 544) 134) 148 | 26 | 4) 20) 14 50; 1549 
cabriolet, $4,400; Carrera cabriolet, $5,950.) c 57| ee 7 562) 135 146) 21} 4 38| 14 54) 1605 
RENAULT — 4CV 4-dr, sed.. $1,345; | Louisiana "58| 491 | 47| S22) 139) A191 15| 2| 19| 16 54) 1424 
Dacgtne 6-42. ont. $1,645, (Heater stand- ‘57 537| 6 76| 532) 815} 145) 15| 9| 10 36| 28] —s1S0? 
ard on models. —s — —_— ‘ , 
: ; | Michigan "58 505 | M4 163} 670 —Ss«tS6|~—=«t87| 15) S| 43} —s«7|—St«*d3N|SséN 9S 
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ROVER—90 4-dr. sed., $3,295; 1058 4-| New Mexico TT | wm i 7] Si) 27) os 6] 3) 1] 4) 33) 2) 6 
dr, sed. $3:625 (overdrive); 105R_ 4-dr. ‘57| | a7 a ° 5 8] 38 10} —«BI9 
sed., $3, (automatic transmission and | Ohio 58) | 528 18} 104) 696] —Ss«68) S338 37| i! 98) 83; 120) 2202 
oe i ee 
diately inesdead an oft wathen) V®)- | Oklahoma ‘s8| | oi i a 128; 169 4) a as ae 
ROLLS-ROYCE—Silver Cloud—Standard 57) 517 ae iti} 213 e 25) __ 10}_ 1459 
Steel Saloon, $13,995. (Automatic trans-| 35 States Reported ‘58! 42| él! 160 Sul tee 2692| «4388 515 144) 759 1546 1574| 32102 
mission, Dower steering, | power  cainnee To Date for November ‘57| 22| 1053! 199 1oa00| 2665| 4756] 647} ~—«232| ~=S 503] ~—«1174) = 929] 35401 
otaneaee.) ce menes are ome - Year ‘58 794) 213120) 2615] 31612) 178147) 48101/ 78534] 10514| 3590! 10627) 18210| 28139) 624003 
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reasonable precaution has been 


enone’ to insure accuracy of this report to the extent of the registrations received and tabulated at of the time the report is published. 


R. L. 


Polk & Co 


. cannot assume any liability 


by reason of inaccuracies or omissions.""—R. 


L. Polk & 


With the exception of Oregon, this summary is complete for the stated 1958 period. The November year-to-date figures and the 1957 
year-to-date figures reflect Oregon through June only. 
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29 States Reported to Date 8401 347, 748! ~=« 440 1432 4570| + 11269| 19118) 36099 1229 575 2660) 40563 8426) 2090) +26489| +7038) + +«5688| 49731 2S ~~ 1900] 13425) 133485 
For November “ 3956 om 4262| 2877 7 2918 6430; 14118 tee 39226 2084 ind 4716| 47154) 10289 3559} 41081 oa 78it| 71417 2113 158075 
‘ear ae 160152| 51769| 12616| 42173) 117549| 341435 a 31748 117382| 1014357| 217370| 103973| 1061512) 189012|1827723| 2473! oan 36994| 306572/|3911340 
To Date 7 10096 100417} 94239| 29225) 92513] 230802) 535065 sales 1297483 He 236612) 1583396| 341322} 121963) 1248564 Ae 280676 | 2311487 4840| 54892| 59732| 164544|5201420 
“The information contained in this report has been compiled from official state documents. Every reasonable tabulated at the time the report is fetes. R. L. Polk & Co. cannot’ assume any liabili reason of 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions.""—R 8 Eo Pol & Co, a er 


With the exception of Oregon, this summary is complete for the stated 1958 period. The November year-to-date figures and the 1957 year-to-date ae, reflect Oregon through June only. 


The 1957 figures for 





Serpe end Watson are incinded in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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How Nation's Salesmen Meet... 





Practical Problems of Selling 


HFN a woman shopper 
wandered onto the floor of 
Berkeley Motors (Lincoln- 
Mercury), Berkeley, Calif., sales- 
man Hal Mead used a three-point 
approach to make a sale with an 

above-average gross profit. 

Here’s his story: 

The woman owned a five-year- 
old car of a lower-priced make, 
and said she would 


Sales probably buy an- 
Case other car of that 

i make. However, 
Histories she was looking 


for a good deal in 
a bigger car. 

I decided not to try to beat the 
prices she had been given else- 
where, It would only confuse her. 

First, I found that her car 
was exceptionally clean and I 
felt we could go $75 above the 
book price on it, This gave me 
an advantage over others to 
whom she had talked. They 
were trying for the lowest price 
and had stuck to the book on 
the trade. 

I stressed the many mechanical 
improvements made since her 
five-year-old car came out. I told 





AMA Reaffirms 
Its Opposition | 


To Excise Taxes 


DETROIT. — The auto industry 
has reaffirmed its long-standing} 
opposition to Federal automotive) 
excise taxes in a policy statement 
issued by the board of directors of| 
the Automobile Manufacturers| 
Assn. 

The directors placed themselves 
on record as unanimously opposed 
“to the imposition of additional 
Federal taxes, direct or indirect, on 
motorists.” 

The statement said the present) 
levies on vehicles, parts and acces- 
sories are “unfair” and “discrimina- 
tory.” 

“These taxes are particularly 
onerous, because they are super- 
imposed on a heavy load of other 
special taxes geared to highway 
use,” it added. 

The statement warned that the 
“pay-as-you-go” formula for finan-| 
cing the Federal highway program 
will face shortages of funds and 
increasing costs. But it noted that 
highways, essential to general wel- 
fare and to national defense, prop- 
erly should be financed in the 
traditional manner—out of general 
tax receipts. 


Ford Truck Sales 
Reach °58 Peak 


DEARBORN. — November sales 
of Ford trucks were higher than 
in any month since the new line 
was introduced last February, ac- 
cording to Wilbur Chase jr., Ford 
division truck marketing manager. 

On a daily-rate basis, truck sales 
in November were 50 percent 
higher than the average for the 
previous nine months, Chase said. 

Ford’s trucks are available in 
V-8 engine displacements of 401, 
477 and 534 cubic inches and 
ratings of up to 277 horsepower. 





| 








‘Gas-Stretcher’ Contest 
Is Slated for Daytona 


CHICAGO. — A “Gasoline- 
Stretcher” contest for U.S. cars 
with a $5,000 prize to the winner 
will be staged by Pure Oil Co. 
Feb. 15 at the International 
Safety and Performance Trials at 
Daytona Beach, Fla. Qualifying 
heats will be held Feb. 12-13. 

The winner will be the car that 
makes the greatest number of 
laps around the 2%-mile Daytona 
International Speedway track 
before running out of gas. All 
cars will start with the same 
amount of gas. Entries must 
have a wheelbase of 100 inches 
or more, must weigh at least 
3,000 pounds with driver and fuel, 
must be able to carry at least 
five passengers and must main- 
tain a minimum average speed 
of 15 m.p.h. 


her that as a woman she should 
want all those improvements, 
plus the extra comfort of a big- 
ger car. 


I kept stressing the advantages 


Chevrolet Dealers Elect 


ST. LOUIS—L, P. Francis has 
been elected president of the Chev- 
rolet Dealers of Greater St. Louis. 
Other officers are Gene Jantzen, 
vice-president; L. W. Rauscher, 
secretary; A. J. Meyer, treasurer, 
and F. J. Hauss sr. and Clif Placke, 
directors. 


of the Mercury over the car she 
had been driving and appealed 
to her money-saving inclination 
by showing that our car would 
depreciate slower. I worked to 
convince her that although our 
price might be higher, she would 
be getting more for her money. 
* * * 

URING our conversation, I 

learned she was a school 
teacher in a nearby city and was 
able to mention several of her 
acquaintances who had dealt with 
us. I used this to win her confi- 
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dence in me as a salesman and 
in the integrity of our dealership. 

By now she was ready for a 
demonstration. The next stop 
was our warehouse, where she 
picked out a model we had in 
stock. 

It was the model she had been 
interested in when she called, but 
she took a lot more extra equip- 
ment than she said she would 
want at first. 

Looking back, I would say the 
three key moves were giving a 
little extra on her old car, gain- 
ing her confidence through mu- 
tual contacts and selling the car 
on its strong points instead of 
price. ; 

If I had tried to sell on price 
alone, we probably couldn’t have 
made the deal. 


27 





Production Gains 
In West Germany 


NEW YORK.— Auto production 
in West Germany in the first 11 
months of 1958 increased nearly 24 
percent over the corresponding 1957 
period, according to reports re- 
ceived here. 

In the 1958 period, West German 
plants turned out 1,372,489 vehicles, 
of which 1,085,146 were passenger 
cars. 

Some 669,684 vehicles were ex- 
ported, or 45.5 percent of total pro- 
duction. A year earlier, exports ac- 
counted for 528,114 units, or 39.5 
percent of total production. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 





New Holley '59 Carburetors 
can be serviced in minutes— 


WHILE 





HE 


ENGINE! 





Many 1959 automobiles and trucks will be equipped 
with newly designed Holley two and four barrel car- 
buretors that have a special needle and seat assembly 
which makes carburetor service a matter of minutes. 


All carburetor minor repair—90°, of carburetor 
service requirements under 30,000 miles—can be com- 
pleted in the time it takes to remove and replace a 
single spark plug: and, without removing the carbu- 


retor from the engine. 


These Holley 1959 models will substantially reduce 
customer service complaints and will make minor 
repair work more profitable and more accurate for the 
service man. With just the four simple steps shown on 


this page service men can: 


1. Purge the carburetor of dirt and foreign matter. 


> 


2. Accurately adjust the fuel level in the bowl. 


3. Replace or adjust the fuel inlet needle and seat. 


These new 1959 carburetors are another example of 
Holley’s continuing leadership in the design and 







engineering of fuel and ignition equipment. 





from fuel inlet. Allow all gasoline to drain, purging the 


1 With ignition off, remove lower bowl screw farthest 


carburetor of dirt and sludge. 
























after 20,000 miles. 


3 

















11955 E. NINE MILE ROAD 


For more than 
half-a-century 

— original 
equipment 
manufacturers for 
the automotive 
industry 


. WARREN, MICHIGAN 


4 


Remove fuel needle and seat and examine for wear and 
general condition. Replacement can be made at low 
cost although there should be no evidence of wear until 







With engine running, remove sight plug from carburetor 
bowl opposite fuel inlet. If fuel level is too high, exces- 
sive fuel will drain through sight plug opening. For 
proper operation, fuel level should be on line with 
threads at bottom of sight port. 


Loosen top lock nut on needle and seat assembly and 
adjust with lower nut until float maintains fuel at 
desired level. Tighten lock nut and minor repair is 
completed. 
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AUTOMOTIVE WASHINGTON 


Washington on a Spree 
As 58 Comes to Close 


By William Ullman 


Washington Bureau Chief 


ASHINGTONIANS threw themselves into the Christ- 
mas season with a kind of frenzy this year. Just before 

the big day, the manager of a big local store noted that 
“people are buying anything and everything. They even are 
buying tires and windshield wipers and asking to have them 
OO 


gift wrapped.” 
On the day after Christmas 


—an extra holiday for Fed- 
eral workers this year—downtown 
stores were more crowded than 
ever. While many were exchanging 
gifts, merchants reported that even 
more were buying new articles. 
Even a newspaper in Baltimore— 
a city that hates to take notice of 
Washington business—ran a story 
about Dec. 26 headlined: “Traffic 
Jam Hits Capital; U. S. Workers 
Get Day Off, Spend it in Cars.” 


William Ullman 
| of Agriculture Ezra Taft Benson 


business that cars 
lined up a block 


away from en-| (Jan. 6), the party is going to be | 
over for a long time. 


It is hard to remember when | 


trances simply to 


find out whether | 


ters, fell down, and had to go out 
to Walter Reed Hospital for 
treatment of his shoulder. 

And on Christmas Day, Senator 
Estes Kefauver, Tennessee Demo- 
crat, squeezed his six-foot two-inch 
frame into a young neighbor's 
soapbox racer, took off down a 
steep hill and discovered that the 
brake didn’t work. 

The senator was forced to use 
his foot as an emergency brake, 
and wound up with his leg in a 
cast for three weeks, 

+ * + 


Party Is Over 


a this anxiety to get the most 
out of Christmas may reflect 
the growing realization in the capi- 
tal that the next few months are 
going to be no holiday for anyone. 
When Congress convenes tomorrow 


they could get| finances—finances in general— 


any space. 
In the area of 
recreation, there 
were some big- 
name casualties. 
On Christmas 
Eve Secretary 


Parking garages did so muchj| went ice skating with his daugh- 


CUSTOM 


have been such a grave issue in 

Washington. Last year, the ghost 

of Sputnik hovered over the 

Congress as it gathered. This 
year, it’s the dollar sign. 

That the principal issue of the 
year is going to be money became 
even more apparent when President 
Eisenhower made his unprecedented 


WEEE 


Don’t confuse this new full-length garnish molding 


with the flimsy gadgets that you’ve seen. Garni- 
shields are custom-made by the makers of the 
famous Ventshades. They fill a real need in pro- 
tecting the upholstered window ledge in the °59 
GM cars. Garnishields sell fast—and you can sell 


them with confidence at a handsome profit. 


advance announcement on the size 
of the budget. 

The President’s statement began: 

“The budget for fiscal 1960 has 
now been decided. It will be a 
balanced budget. Revenues and ex- 
penditures will be in the general 
area of $77 billion.” 

The President went on to say 
that the budget would provide 
higher expenditures for defense 
than ever before in time of peace. 

+ * * 


Spending vs. Politics 


S ANYONE knows, this means 

that some of the favorite do- 
mestic programs of lawmakers in 
both parties are going to be cut 
way down, if not eliminated alto- 
gether. 

While congressmen know that 
their constituents would oppose 
any tax increase right now, they 
also know that the folks back 
home are going to howl like crazy 
if anything happens to a Federal 
program that benefits them di- 
rectly. 

It seems likely, therefore, that 
Congress is going to be very busy 
restoring some of the budget cuts 
that the President makes. In so 
doing, it will investigate the opera- 
tions and spending policies of many 
Federal agencies more carefully 


than it has in many years, in an 
effort to separate boondoggles from 
solid, well-managed, vot e-getting 
programs. 

* * * 


Living Costs Climb 


As’ IF the budget question were 
not enough, the cost of living 
came back into the limelight dur- 
ing the holidays. 

After standing still for three 
months, the consumer price index 
advanced in November, matching 
dJuly’s record 123.9 percent of the 
1947-49 average. 

Ewan Clague, Commissioner of 
Statistics for the Department of 
Labor, said that almost all of the 
| index was caused by higher prices 
for 1959 model cars. 

While Clague predicted that 
| prices would stabilize for several 
|}months at the new level, the No- 
| vember jump nevertheless focused 
| attention anew on the problem of 
| inflation. 
. * * 
| Bright News 
| TH year-end news of business 
was all on the credit side. After 
announcing that U.S. economic 
activity has bounced right back to 
pre-recession levels, the Depart- 
ment of Commerce then reported 
that, after price adjustment, the 
gross national product in the final 


~ | quarter of 1958 equalled the alltime 


SUGGESTED LIST $3.75 per pair 
Dealer Discount 40% 
6 Pair or More Prepaid 
Order By Make and Model 
Specify Fronts or Rears 


Write Today For Complete Information ¢ Jobber inquiries invited 
* 187 COURTLAND ST., N.E., ATLANTA 3, GA. 


AUTO VENTSHADE, INC. 


high reached in the third quarter 
of 1957. 

In terms of actual dollars, the 
level reached at the end of 1958 
was even higher—a record of $453 
| billion, After subtracting the effect 
|of price increases, however, the 
|figure fell to tie the 1957 level. 
| * * * 

RANK LOVING, vice-president 

of Loving Chevrolet in nearby 
Silver Spring, Md., has announced 
that 30 percent of his firm’s 1958 
| profits were distributed among em- 
| ployes at Christmas. Loving reports 
| that profits were 41 percent higher 
| than in 1957. 


U pturn in Canada 
Sparked by ’59s, 
Sale Tells Group 


MONTREAL —Rhys M. Sale, 
president of Ford Motor Co. of 
Canada, Ltd., told the Commercial 
Travellers Assn. of Canada that 
economic conditions in the country 
are much more favorable now than 
last year. 

He said the automotive outlook 
has improved satisfactorily since 
the introduction of 1959 models. 

Sale said the “economic read- 
justment” of the past year provided 
many Canadian companies with 
excellent lessons. 

“The economic recession made us 
see things with more realism, which 
was a factor missing in the climate 
of easy selling of the preceding 
years,” he said. “The recession 
caused the rediscovery of certain 
sales methods which had been for- 
gotten. 

“We have solid reasons to believe 
and to continue to believe that 
business will keep on improving, al- 
though personally I do not expect 
an imminent return to the era of 
prosperity comparable to 1956 and 
even to that of conditions prevail- 
ing at the beginning of 1957,” Sale 
said. 

“I believe rather that we will 
climb the hill gradually. It is now 
possible to foresee a certain acceler- 
ation in business starting next 
spring,” he added. 


Auth ion tere 


9.5 Pct. of Stock 
- . 

In Chicago Firm 

TOLEDO. — Acquisition of 9.5 
percent of the outstanding capital 
stock of Crane Co., Chicago plumb- 
ing ware manufacturer, has been 
, —aragemen by Electric A u to -Lite 
Auto-Lite said it had purchased 
225,200 shares of Crane stock at a 
cost of $6,997,952. 

Officials of the company had an- 


nounced earlier that Auto-Lite is 
seeking diversification. 


Newell, Murray Buy Deal 

GRESHAM, Ore. — Frank Newell 
and Bob Murray have purchased 
the Pontiac-GMC dealership in 
Gresham from Bowman-Hoffman. 
They will operate the firm under 
the name of Murray-Newell, Inc. 
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| RAMBLER Widens Gap 
| In Resale Value 
To All-Time Record! 


Official N.A.D.A Figures Prove Rambler Leads 
All Major Makes Of U.S. Low-Priced Cars In Resale Value From $99 to $191 
... Why Not Get All The Facts . . . Consult Your Copy 
Of N.A.D.A. Used Car Guide Book Or Red Book Market Reports 
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Gentlemen: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no i 
obligation and my inquiry will be held in the strictest confidence. | 
I 
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I 

I 

| 
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YOU Have the Opportunity! 


Rambler Franchises Alse Available in Canada and important Export Markets. 
in Canada write te: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


) Rambler Costs Less To Buy... Less To Operate ... Brings Better Used Car Prices... 

No Wonder Rambler Sales Continue To Break All Records! 

’ : ' ; ; 
Wouldn't You Like To Grow With Rambler? 

pentane 

| We Have the Product for the | smm som 2ensgnun 

) | Expanding Compact Car Market... " Semel 
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Safety for Teen-Agers— 


A “Safe Teen" driving movement aimed at curbing hot rodding and reducing acci- | 


dents among teen agers has been launched in Old Forge, Pa., under the sponsorship 
of Old Forge High School Parent-Teacher Assn. Operating on a voluntary basis, the 
youngsters promise to refrain from hot rodding on public streets and the use of 
“Hollywood muvffiers" 


“Safe Teen" bumper emblem. 


as a prerequisite to signing up. After being accepted and | 
taking the safety oath, the youngsters are given membership cards and a colorful | 


Hi ighways & Safety . 


1959 


Called Out 7 Date 


The nation’s motor vehicle laws 


are at least 10 years behind the| 


latest developments in traffic 
safety, the Dallas (Tex.) Citizens 
Traffic Commission was told by 


A. E. Spottke, vice-president of | 
Allstate Insurance Co.s and assist-| 


ant to the chairman of the business 
panel of the President’s Committee 
for Traffic Safety. 

Speaking at the group’s annual 
meeting, he said the country’s 
traffic accidents could be cut in 

| half by putting the proper legis- 
lative measures into effect. 


cipline upon our highways to con- 
trol unfit and incompetent drivers 
who endanger the lives of all of 
us,” he said. 


BEST WAY TO ABSORB SHOCK! 


Enjay Butyl, because of its higher damping factor, absorbs 
shock energy more completely than any other rubber. Through 
simple variations in compounding or processing, you can 
build the right degree of resiliency for your requirements. 
Butyl is the ideal rubber for motor mounts, load cushions, 
sound deadener insulation, axle and body bumpers—and 


other shock, noise and mechanical vibration applications. 


“The auto accident situation 
countrywide calls for greater di-| 


“Present traffic legis- | 
|lation allows too much leeway to 


the irresponsible driver at the ex- 
pense of the careful motorist.” 

Spottke said the blame for out- 
dated laws does not necessarily fall 
upon state legislators, but can be 
attributed mainly to public apthy 

and the influence of pressure groups 
who resist enforcement legislation 
for purely selfish reasons. 

Spottke made particular reference 
to those who oppose tougher driver 
licensing laws and examinations. 

“Proper driver licensing pro- 
cedures and enforcement could rid 
our highways of those unfit drivers 
responsible for most of our acci- 
dents,” he said. 

“But any licensing improvement 
program will always be opposed 
by those who feel that driving is 
a basic ‘right’ of every citizen in- 
stead of a privilege given by the 
state. Unfortunately, they state 


Butyl also offers outstanding resistance to weathering and 


sunlight... 


chemicals. . 


. heat... 


abrasion, tear and flexing 


.+.unmatched electrical properties and impermeability to 


gases and moisture. 


Find out how this versatile rubber can improve your prod- 
uct. Call or write the Enjay Company, today! 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West 5ist Street, New York 19, N. Y. 
Akron « Boston «Charlotte »Chicago+ Detroit » Los Angeles » New Orleans « Tulsa 
Visit the Enjay Exhibit, Booth No. 43 & 44, at the SAE Engineering Display, January 12th-i6th 


BUTYL 


this opinion often enough and 
loud enough to block progressive 
legislation.” 

Spottke called for a great ground- 
swell of public opinion to counter- 
act the voices of the selfish few 
and demand modernization of mo- 
tor vehicle laws. 

“The demand for traffic legisla- 
tion reform must come from the 
public,” he said. “The efforts of 
traffic experts and safety councils 
must be backed by organized pub- 
lic support groups if they are to 
be successful. 

“There is evidence that we are 
coming to the great realization that 
traffic safety is not only everybody's 
business, but that it requires every 
one of us to speak out forcefully 
in support of legislative action that 


| will make our highways safer for 


Spottke said. 


* 


N.Y. 16-Year-Olds 
Face Driving Ban 


The chairman of a New York 
Senate-Assembly study committee 
said he would seek in the 1959 Leg- 
islature to bar 16-year-olds from 
driving automobiles in the state. 

Senator Edward J. Speno said 
the Joint Legislative Committee on 
Traffic Violations regarded the 
practice of issuing junior operators’ 
permits to 16-year-olds as “unnec- 
essary and dangerous.” 

The state now issues junior li- 
censes to persons aged 16 and 17 
Junior operators may drive only 
during daytime hours. At 18, a 


all of us,” 


driver is eligible for a regular 
| license. 


Driver's Dream 
Future Road Seen Safer, 
Better and Cheaper 


Motorists on highways of the 
immediate future will drive on 
asphalt laid down at the rate of 
120 feet a minute over routes de- 
termined by means of punch-card 
analysis and electronic computers. 


John A. Swanson, Albany, re- 
gional engineer for the U. S. Bur- 
eau of Public Roads, told of these 
new methods of highway construc- 
tion and vehicle traffic control at a 
district conference of the American 
Society of Civil Engineers in Syra- 
cuse. 

Motorists soon will steer cars 
along routes established by means 
of aerial photography and electronic 
computer analysis of the costs, he 
said. 

Their ride will be safer because 
of guard rails of plastic, reinforced 
with glass fibers, he added, and 
huge plastic signs, easily readable 
at great distance, will be erected 
above the highway. 

Tomorrow's motorists will have 
a cheaper ride because huge high- 
way signs of plastic can be erected 
in “four minutes and 15 seconds” 
and because the time for moving 
tomorrow's aluminum bridges into 
place will be considerably less than 
that required for steel spans, he 
said. 

> > * 


Better Licensing Methods 
Sought by Women’s Clubs 


The General Federation of Wom- 
en’s Clubs announced the publica- 
tion of a booklet, “Passport to 
Safety,” as the first step in the most 
ambitious traffic-safety project ever 
attempted by its seven million 
members. 


The federation’s program is aimed 
at improving driver performance 
through better licensing procedures. 
It calls for comprehensive driver- 
license examinations requiring more 
complete preparation by applicants 
and a strict enforcement program 
to remove unfit, incompetent and 
irresponsible drivers from the road 
through license suspension and rev- 
ocation. 

7 - . 


5-Year Accident Study 
Is Launched at Harvard 


A five-year study of the cause of 
fatal traffic accidents has been 
launched at Harvard University 
under an $809,820 grant from the 
U. S. Public Health Service. 

Research will include both “on- 
the-scene” and post-accident stud- 
ies, a Harvard spokesman said. 
Guides to a reduction in the acci- 
dent rate is the goal, he added. 





“The wheeling and dealing days are over for good,” says 
Mr. Lubotsky. ‘““What really counts now is product. You have 
to give your prospects the things they’re looking for in cars 
these days—room and comfort and, above all, quality. De Soto 
gives ’em what they want . . . and demonstrations prove it. 


“Prospects have told us time and time again that driving a 
59 De Soto is a real eye-opener, especially after driving our 
competition’s cars. They like De Soto’s extra roominess—the 
roomier seats in 4-door hardtops particularly. And they’re 
really going for those new swivel seats. 


John Lubotsky, Milwaukee De Soto dealer, reports 
comeback of “old-fashioned” selling, because— 


‘De Soto has what they wan 
_.. demonstration proves it!” 


John Lubotsky, president of John Lubotsky Motor Sales, Inc., 
Milwaukee, believes ‘‘old-fashioned’’ demonstration selling is 
in for a big comeback. 


‘*‘That’s why we never pass up a chance to give a demonstra- 
tion. And it really pays off. A few weeks ago, for instance, a 
fellow came in to get his 57 De Soto Firesweep serviced. It 
was a real cream-puff, too. But a 59 Sweep on the floor caught 
his fancy, and after a dozen miles or so behind the wheel, he 
was ready to trade. 

“Our De Soto dealer group here in Milwaukee is so enthu- 
siastic about demonstration selling that we’re planning a big 
city-wide demo promotion. 

*‘Demonstrations work, all right—if you have the caf people 
want in the price range they want to pay. And we know by 
the sales figures we have it in the 59 De Soto.” 


iT PAYS TO BE A 


DE SOTO DEALER! 
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Average Prices of Used Cars Sold at Auction tes fae bh 


| 


"57 ‘68 
Feb, 


Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and ’5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
BIRMINGHAM, ALA. 


Dixie Auto Auctions, Sale every Monday. 
Prices are for sale of Dec, 22. The sale 
Was excellent. It seemed prices bounced 
up again, but we had a bunch of real 
nice cream puffs here. 

BUICK—'58 Riviera 4-dr., $2,345° 
(ps), $2,255° (ps). 

‘ST RM Riviera 4-dr., $1,975* (ps), $1,- 
900* (ps); Century Riviera 4-dr., $1,- 
865° (ps), $1,840° (ps), $1,610° (ps); 
Super Riviera 4-dr., $1,605* (ps); Spe- 
cial Riviera 2-dr., $1,600°, $1,535°; 
4-dr., $1,540° (ps), $1,520". 

"66 Special Riviera 4-dr., $1,300° (ps), 
$1,250°; 4-dr., $1,190°; Riviera 2-dr., 
$1,175*; Century Riviera 4-dr., $1,- 

, $1,215°; Riviera 2-dr., $1,- 
$1 


. 
., $1,045°, $1,- 
; Riviera 2-dr., 


Specia 
CADILLAC—'57 (62) 
150° (ps), $3,050° (ps); coupe 
Ville, $3,005°. 

"56 (62) coupe de Ville, $2,305* (ps), 
$1,900° (ps); sedan de Ville, $2,106° 
(ps), $2,100° (ps). 

"SS (62) sedan de Ville, $1,675° 
coupe de Ville, $1,565*° (ps). 

"54 (62) sedan de Ville, $1,435° 
coupe de Ville, $1,405*. 


(ps); 
(ps); 


ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lewrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


Denver Auto Auction 


4695 South Sante Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 


NEW ENGLAND'S OLDEST 


AND BEST 
Dealers Auto Exchange in 12th 
SF ceulinnent operetien. _ 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 
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"563 (62) sedan de Ville, $975* (ps). 
"52 (62) sedan de Ville, $675*. 


CHEVROLET—’'59 Impala (8) Hardtop 4-| 
dr., 2 at $2,700* (ps); Bel Air (8) | 
Hardtop 4-dr., $2,615°; 4-dr., $2,505°*. 

‘58 Bel Air (8) 4-dr., $1,965° (ps), $1,- 
905° (ps), $1,805°, $1,650°, $1,840° 
(ps); Hardtop 2-dr., $1,960*° (ps), $1. | 
895°; Hardtop 4-dr., $1,915*; Impala 
(8) 2-dr., $1,950°; $1,930°, $1,850; | 
Biscayne (8) 4-dr., $1,490. 

’S7T Bel Air (8) 4-dr., $1,615* (ps), $1,-| 
605° (ps), $1,540°, $1,500° $1,495°; | 
Hardtop 2-dr.. $1,615*, $1,610* (ps), | 
$1,590°; Hardtop 4-dr., $1,610*°, $1,-| 
560° (ps); station wagon, $1,585*; | 
Bel Air (6) 4-dr., $1,260°; Two-ten| 
(8) 4-dr., $1,415*, $1,410°*; 2-dr., $1,-/ 
375*, $1,305, 2 at $1,285. | 

"56 Bel Air (8) Hardtop 4-dr., $1,155°; 
4-dr.. $1,140°, $1,100°; Hardtop 2-dr., 
$1,130*, $1,115*; Two-ten (8) 4-dr., 
$1,050°, $1,040°; Two-ten (6) 4-dr., 
$715". 

"55 Bel Air (8) Hardtop 2-dr. $1,130* 
(ps), $1,125*, $1,095*, $1,000*, $1,- 
040°; 4-dr., $1,050°, $1,010° $955°, 
$880; Two-ten (8) 4-dr., $900°, $875*; | 
2-dr., $895°. 


. | 
"4 Bel Air Hardtop 2-dr., $690°; 4-dr.,| LINCOLN—'55 Capri 4-dr., $990° (ps). 
$600 MERCURY—'5S Parkiane, $2,370° (ps). 


"S3 Bel Air 2-dr., $550; Two-ten 4-dr., 
$525°, $435. 
"S2 Deluxe 4-dr., $435°, $375°; 2-dr., 
$360°; Hardtop 2-dr.. $415*. 
"51 Deluxe 4-dr., $460°, : j 
"SO Deluxe 4-dr.. $340, $215; 2-dr., 
$315°, $265. | 
"49 Deluxe 4-dr.. $465; 2-dr. $345. 
"48 Fleetiine, $165. 
DODGE—'S5 Royal (8) 4-dr., $805°. 
"54 Royal (8) 4-dr., §400°. 
"53 Coronet (6) 4-dr., $260. 
EDSEL—'5S Corsair 4-dr., $1,605* (ps). 
FORD — ‘59 Galaxie (8) sedan, $2,645°; 


FLORIDA 


DAYTONA BEACH — Florida Auto| 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
y. 
Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 
M. D. McColium, Vice-President and 
3711 Western Road Phone CEdar 


June duly 


12:30 | LAFAYETTE—Syracuse Auto A eer 2 Sat 


LINCOLN —’'58 Premiere 4-dr., $3,320° 


(ps). 
OLDSMOBILE—’56 (88) Super 4-dr., $i,- 


PLYMOUTH—’56 Savoy (6) 2-dr., $530. 
’55 Savoy (8) 2-dr., $600°; aza (8) 
, $580*; Plaza (6) 2-dr., $40¢ 
PONTIAC — '54 Chieftain (6) Catalina, 
$270*; 4-dr., $150° (ps). 
’53 Chieftain (6) 4-dr., $165. 
STUDEBAKER—’53 Champion (6) 4-cr., 
$180". 
MISOCELLANEOUS—’58 Dodge %-ton pick- 
up, $890. 


ATLANTA, GA. 


Dixie Auto Auctions. Sale every Tuesday. 
Prices are for sale of Dec. 23, Weather: 
overcast, rain and cold. 

BUICK—’59 LaSabre Hardtop 4-dr., $2,- 
990°; Hardtop 2-dr., $2,890* (ps). 
’58 Special Riviera 2-dr., $2,105*, $2,- 

000*; Caballero’ $2,000*. 

’S7 Century Riviera 2-dr., $1,805* (ps); 
Riviera 4-dr., $1,750* (ps); RM Ri- 
viera 2-dr., $1,800* (ps); Special Ri- 
viera 4-dr., $1,765* (ps), $1,585"; 
Riviera 2-dr., $1,605*. 

’56 Century Riviera 4-dr., $1,310* (ps), 
$1,275*; Special Riviera 4-dr., $1,290", 
$1,285*; Riviera 2-dr., $1,255*; 4-dr., 
$1,115*; Super Riviera 2-dr., $1,200" 
(ps); 4-dr., $1,190* (ps). 

55 Century Riviera 2-dr., $1,115* (ps), 
$1,050*; Special Riviera 2-dr., $1,090*, 
$1,040*, $995*; Riviera 4-dr., $1,015*; 
4-dr., $1,000*; 2-dr., $705. 

’54 Century Riviera 2-dr., $675*; Special 
Riviera 2-dr., $650°; 4-dr., $615°. 
CADILLAC—’57 (62) coupe de Ville, $3,- 

050* (ps); sedan de Ville, $3,015° (ps). 

"56 (62) sedan de Ville, $2,300° (ps), 
$2,105* (ps), $2,000° (ps); coupe de 
Ville, $2,245* (ps). 
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Fairlane (8) 500 4-dr., $2,600*; Vic- 345° (ps). 

toria 2-dr.. $2,540° (ps). '55 (98) 4-dr., $1,255° (ps); (88) 4-dr., 
‘58 Country sedan (8), $2,025*, $1,800°; $1,080*; Holiday 4-dr., $960° (ps); ‘55 (62) sedan de Ville, 

Fairlane (8) 500 Victoria 4-dr., $1,-| | 2-dr., $900°. $1,575* (ps). 

975°; Victoria 2-dr., $1,950°, $1,905°,| ‘54 (88) 4-dr., $655°. '54 (62) sedan de Ville, $1,345* (ps). 

$1,805*; 4-dr., $1,815*, $1,785°; Fair-| "50 (88) 2-dr., $600*. '53 (62) sedan de Ville, $915°. 

lane (8) Victoria 4-dr., $1,820° (ps),| PLYMOUTH — 58 Savoy (8) Hardtop 4-| qugyROLET — ‘59 Impala (8) Hardtop 

$1,750°; Victoria 2-dr., $1,715°; 2-dr.,| ,_ a¥., $1,845° (ps). ‘ 4-dr., $2,785*; Hardtop 2-dr., $2,700°, 

$1,560*; Custom (8) 300 4-dr., $1,500°.| "57 Savoy (6) 4-dr., $1,260°. $2,675*, $2,505; Bel Air (8) 4-dr., $2,- 
‘ST Country sedan (8), $1,675°, $1,515*,| "55 Belvedere (8) 4-dr., $890°; Savoy 655* (ps). 

$1,500°, $1,415; Fairlane (8) 500 Vie-| __ (8) 4-dr., $670. ‘58 Impala (8) Hardtop 2-dr., $2,010* 

toria 2-dr,, $1,650°, $1,510*; 2-dr.,| '53 Cranbrook 2-dr., $210. (ps), $1,905* (ps), $1,710; Bel Air 

$1,400*; Fairlane (8) 4-dr., $1,415°; 52 Cranbrook 4-dr., $295. . (8) Hardtop 4-dr. $1,985* (ps), $1,- 

Custom (8) 300 4-dr., $1,300*, $1,200°; | PONTIAC—’56 Star Chief 4-dr., $1,200°. | 875*; 4-dr., $1,890* (ps), $1,860*° (ps), 

2-dr., $1,275°, $1,185* 55 Chieftain Catalina 2-dr., $965° (ps); $1,800*, $1,710°; Hardtop 2-dr., $1,- 
"56 Fairlane (8) Victoria 2-dr., $1,265°, | on $875°; Star Chief 4-dr., $965 875*, $1,830°; Biscayne (8) 4-dr., $1,- 

$1,250°, $1,135*; 4-dr., $1,160°, $1,-| , . 735°. $1,715*, - $1,605*; Delray (8) 

120°, country sedan (8), $1,230°:; Cus-| ‘54 Chieftain Catalina 2-dr., $600°. 4-dr., $1,575°*; 2-dr., $1,500, $1,465, 

tom (8) 4-dr., $1,060*, $1,030*; Main 52 Chieftain Catalina 2-dr., $325*. $1,400. 

(8) 2-dr., $835°. STUDEBAKER—'56 President (8) 4-dr.,| °57 Bel Air (8) Hardtop 2-dr., $1,615*, 
"55 Fairlane (8) Victoria 2-dr.. $1,000*, $1,160° (ps). $1,590°, $1,545°; Hardtop 4-dr., $1,- 

$990°, $900° (ps); 4-dr., $950*, $960°, 610°; 4-dr., $1,600*, $1,550*; ‘2-dr., 

BUFFALO 


$945°, $925°; 2-dr., $815; country $1.500* (ps): Two-ten (8) 4-dr., $1,- 
sedan (8), $995°; Main (8) 4-dr., 405° (ps), $1,375*, $1,300, $1,275, $1,- 
$500. | Thruway Auto Auction, Sale every Tues- 260, $1,190; One-fifty (8) 4-dr., $1,- 
"54 Custom (8) 4-dr.. $510*; Custom | day. Prices are for sale of Dec, 23. Due 200. 

(6) 4-dr., $395; Main (6) 2-dr., $425*.|to maze of holiday parties and holiday "56 Bel Air (8) Hardtop 4-dr., $1,900°; 
"53 Crest (8) Victoria, $560. festivities, buyers absent. Prices again Hardtop 2-dr., $1,275*; 4-dr., $1,200*, 
"62 Custom (8) 4-dr., $395°. skidded 100-150 on certain models, Sold $1,190*, $1,175*, $1,090, $1,050; 2-dr., 
| 33 cars from 54 consignments. $1,075*; Two-ten (8) 4-dr., $1,100*, 
| CHE VROLET—'56 Bel Air (8) 4-dr., $1,- $1.035°. 
020°. "55 Bel Air (8) Hardtop 2-dr., $1,060° 
"56 Monterey Hardtop, $1,280*; 4-dr., "SS Bel Air (8) 2-dr., $890°; Bel Air (6) (ps), $1,035*, $1,000°, $955°; 4-dr., 

$1,190*; Custom Hardtop 4-dr., | Hardtop, $680*, $600; 4-dr., $540*. $1,020°; 4-dr., $975°, $960° $915°, 

250°. | "54 Two-ten Delray, $425. $875; 2-dr., $930°: Two-ten (8) 4-dr., 
"55 Monterey 4-dr., $960° (ps); Hardtop, | DeSOTO—'57 Firesweep 2-dr., $1,650*. $895*; 2-dr. $sso*. 
$770*. FORD—'58 Fairlane (8) 500 4-dr., $1,700*. "54 Bel Air Hardtop 2-dr., $770°; 4-dr., 
"57 Fairlane (8) 500 conv., $1,400° (ps); | $675°, $605; Two-ten 4-dr., $575. 
Fairlane (8) 2-dr., $1,235*. "53 Bel Air Hardtop 2-dr., $505*; 4-dr., 
"56 Country sedan (8), $1,150° (ps) :| $500°; 2-dr., $§495°; Two-ten 4-dr., 
Fairlane (6) conv., $925*; Custom (6) | $480, $455. 
4-dr., $460°; 2-dr., $450. | CHRYSLER—'56 NY 4-dr., $1,200°. 
"56 (88) Holiday 4-dr., $1,510* (ps);| ‘S53 Crest (8) conv., $285*, $235°. "55 Windsor 4-dr.. $875* (ps). 
Holiday 2-dr., $1,020°; 4-dr., $1,350° ‘S52 Crest (8) Victoria, $135*. | "54 Windsor 4-dr., $455°*. 
(ps), $1,300°; (98) Holiday 2-dr., $1,-| HUDSON—’'53 Hornet 4-dr., $200 | (Continued on Page 40, Col, 2) 


$1,675* (ps), 





‘S57 Monterey 4-dr., $1,400°. 





"54 Monterey 4-dr.. $510°, $465°. 


-, $405°. 
Holiday 4-dr., 
$1,905° (ps); 4-dr., $1,705°. 


NEW YORK 


Thruway Auto Auction, Inc. 
Buffalo, New York | 

EVERY TUESDAY 

insured Checks — Insured Titles 


ST. LOUIS AUTO 
AUCTION BARN, INC. |** ''® 


3807 Easton Ave. 
Fast, Accurate Market Reports 


St. Louis, Mo. Phone: HObart 4700 Al Clements, Owner 
Phone Franklin 1-3845 Flying Dealers — Land at Buffalo Air-Park, 


5 mi south of Buffalo Municipal Airport. 
SALES EACH TUESDAY | Herd surlace runway Unicom Radio. Auction 
AND FRIDAY 


is only minutes away. Call us, we'll 
pick you up. 
We issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


guaranteed. Mon. 10 A. M. 
OHIO 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Menday, 12:30 P.M. 
“WE NEVER miss” 


our Good Will—Our Most Valuable Asset 
U. S. Route 20A Phone 5-9535 


NEW YORK CITY'S 
PENNSYLVANIA 


ShyHline ne Auctions MANHEIM 


. AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—!0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 





NEW JERSEY 


CROSSROADS OF THE EAST 


N-A:D-E 


WEDNESDAY, 11 A.M. 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


NATIONAL AUTO 


DEALERS EXCHANGE WASHINGTON 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Aute Auction 
Albany 5, N. Y. 


SOUTH SEATTLE AUTO 


10644 E. Marginal Way Seattle 88, Wash 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
““WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


NEW YORK 


sale average 


Center of Empire State. Check All Titles and: Checks Guaranteed 


Title Protection. (Wed.). 
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Across the Nation... 





Wayne Peterson, owner of Gem 
State Motors, Boise, Id., has pur- 
chased the Lincoln-Mercury fran- 
chise from Loren Maxwell, owner 
of Custom Motor Co., Boise. Max- 
well and his son, Jack Maxwell, 
are continuing in the used-car bus- 
— * * * 


Weber Sells to Cline 


Cc. L. Cline has purchased Weber 
Chevrolet Co., Las Animas, Colo., 
from W. F. Weber and his son, W. 
s), F. Weber jr. With his new dealer- 
0°, ship, Cline now handles Chevrolet, 
Pontiac, Buick and Cadillac, 


Triumph ‘Adds 
38 U.S. Dealers; 
| Total Now 747 


Triumph has added 38 dealers 
giving the British import 747 out- 
lets in the U. S. The new dealer- 


ships are: 
op Jefferson Motor Co., Pine Bluff, 
y*, Ark.; Kazan Motors, Gardena, | 
B Calif.; Cummings Santa Monica, 
0° Santa Monica, Calif.; Snyder Im- 


ports, Santa Ana, Calif.; Paco Mo- 
o* tors, Orlando, Fla.; Perry Motor 
Ea Co., Dublin, Ga.; Bennett Motors, 
= Madison, Ind.; Highland Motor 
Sales, Elgin, Ill.; Rallye Motors, 
Ltd., Springfield, Ill.; Import Mo- 
*, tors, Mt Carmel, Ill; Townsend 
” Motor Sales, Watseka, Ill.; Windish 
Le Motor Sales, Galesburg, Ill.; Frank 
* Ewing Motor Sales, Sterling, IL; 
“ Ben Fishel Auto Co., Cairo, Il. 

.: Imported Autos, Petoskey, Mich.; 
Michigan European Car Corp. 
Dearborn; Lines Oldsmobile-Cadil- 
lac, Lapeer, Mich.; Lewey Mich- 
merhuized Used Cars, Holland, 
Mich.; The Foreign Shop, Mankato, 
Minn.; Tom Roddy Imports, Way- 
zata, Minn.; Bud Hohnson Plym- 
outh, Inc.. Minneapolis; Millburn 
Motor Sales, Millburn, N. J.; Scot- 
tish Motors, Inc., Mahwah, N. J.; 


Import Motors, Reno, Nev.; M. H.| 
Baker, Inc., Cicero, N. Y.; Potsdam | 


Motor Sales, Potsdam, N. Y.; Cen- 
tral Motor Sales, Utica, N. Y.; 


a Flushing Sports Cars, Inc., Flush- 
ing, N. Y. 
Coast International Motors, Cin-| 


cinnati; Imported Motors, Okla- 
homa 
Medford, Ore.; Rube Leslie Motors, 
Inc., Pendleton, Ore.; Fenner Tubbs 
Co., Lubbock, Tex.; Earl Hayes 
Imported Cars. San Antonio; Auto- 
sports, Ltd., Houston; 
tors, Staunton, Va.; Capital Motors, 


Alexandria, Va. and Riverfront 


Boat Mart, LaCrosse, Wis. 


7” > 2 * 


. Glass Acquires Ford Deal 


Joe. B. Glass, who resigned as | 


Ford division district manager 
at Dallas, has become a Ford 


> dealer in the Casa Linda section | 


of Dallas. He acquired Casca 
? Linda Ford and renamed it Glass 
Motor Co. 


Augustin Opens Ford Deal 
Beacon Motors, Inc., (Rambler) 
} has opened on Route 51, Pleasant 
Hills, Pittsburgh. Owner is L. G. 
Augustin; vice-president, Earle F. 
Renziehausen; sales manager, Wil- 
liam Baldrick, and service man- 
ager, Richard Stump. 
a « o 


City; Jay Allen Company, | 


Farley Mo-| 





Heath Buys Sanford Deal 


Sanford Motors, 4709 Baum Bivd., 
Pittsburgh, has been sold to Cliff 
He is president and general 
Manager of the firm, renamed Cliff 
Heath, Inc. (DeSoto-Dodge-Plym- 
outh). 


Dealer Changes Announced 


By Firms in Four States 

The closing of one dealership, 
Sale of four others and the moving 
of another have been announced 
by firms in four states. 

Nels Thisted, president and 
founder, announced the closing of 
Thisted Motor Co. (Dodge-Plym- 
outh), Great Falls, Mont. Kurtz Mo- 
tors (Triumph-Lloyd) has moved 
into new quarters on the edge of 
Lake Geneva, Wis. 

Reco Motors has been named the 
new M-E-L dealership in Fairmont, 
Minn., replacing Beyers Lincoln- 
Mercury.: Schaefer Pontiac, Ken- 











- || Auto Dealer Changes 


osha, Wis., has been purchased by 
Warren Johnson and y Tra- 
vanty and renamed University 
Pontiac. 

Roy and Harold L. Rounce have 
sold Gem City Motor Co. (Chevro- 
let), Sidney, Mont., to Joe Taylor, 
Chevrolet dealer in Augusta, Mont. 
Ralph Zrust and Sylvester Van Eyll 
have acquired Buegel & Mesenbring 
Chevrolet, Young America, Minn. 
Lee Benson has purchased McCoy 
Chevrolet, Gowrie, Ia., and renamed 
it Lee Benson Chevrolet. 

* * » 


Johnson Takes Pontiac 
Clarence Johnson has opened 
Johnson Motor Co. (Pontiac), Win- 
dom, Minn., formerly owned by 
Gay Schroeder. 

* - * 

New Home for Lawrence 
Lawrence Motors (DeSoto) 
opened in new quarters in Red 
Wing, Minn. Owner of the firm is 


| Tony Lawrence, and Chuck Belden | 


is manager, 
+ * 


DKW Gets Alaska Outlet 


Chron Motors, Fifth Ave. and B 
St., Anchorage, has been awarded 
the first Alaska franchise for the 
German-made DKW and Auto- 
Union cars, according to Tom Fris- 
bey, sales manager of Peter Satori, 
Inc., California import-car distribu- 
tor. 


* * * 
Villa Pontiac Changes Hands 


Villa Pontiac, Inc., Buffalo, has 
changed hands and is now known 
as Don Davis Pontiac, Inc. Louis 
Villa, part owner of Villa Pontiac, 
is president; Don Davis, vice-presi- 
dent and treasurer, and Esther 
Popko, secretary. 

* * 


* 


Baker Buys Elsner Deals 


Elsner Motor Co., pioneer Salem 
(Ore.) automotive firm, which for 
many years handled Willys and 
Packard, has sold its new-car busi- 
ness to Stan Baker Motors, which 
also handles the French Simca and 
German Borgward. 

= = 


Deal Adds Cadillac 





Myers-McCain Olds-Cadillac, Inc., 





a Gi 
A d 


< 





The Van. One of 


3-wheeled models avail- 
able for delivery and 


industrial use 


(Zaps 
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An auto owner in Falls City 
has held license plate number 
13 for 29 years. He’s never had an 
accident. 





Broadway and Third, Logansport, 
Ind., has been awarded a Cadillac 
franchise. 


Chamblin Opens S-P Deal 


Jack Chamblin Motor Co. (Stude- 
baker-Packard-Mercedes-Benz) has 
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opened at 2153 Central, Memphis. 
Jack Chamblin is president of the 
new company. 

* * * 


Johnson Buys Dealership 


Robert Johnson has purchased 
Baker Sales & Service (Buick- 
Oldsmobile), U. S.-21, Caldwell, O., 
from Carl and Gilbert Baker, 

+ = ok 


Bunker Hill Takes on Jeep 


Bunker Hill Motors (Rambler- 
Metropolitan), 5815 Main Ave., Ash- 
tabula, O., has received a franchise 
as Jeep dealer in Ashtabula County, 
according to Guy Cummins, presi- 
dent. 


McLaughlin and Barnett Sell 


The Ford dealership in Cortland, 
O., has been sold by Robert Mc- 
Laughlin and William L. Barnett 
to Hugh A. Anderson, Cleveland. 


| McLaughlin and Barnett had been 


Ford dealers since 1928. 
o2 * * 


Exclusively Isetta 


D & R Motors, Inc., 13196 W. 
National Ave., West Allis, Wis., has 
been formed to handle the BMW- 
Isetta exclusively. Leroy Mahood is 
president and Donald K. Horne is 
secretary-treasurer. 





a profitable adjunct for the finest automobile salons 


CKALED 


4 


a“ 








Throughout the world the Italian crafted Vespa Motor Scooter has 
proved noteworthy as a wholly independent source of income for many 
of the finest automotive retail organizations. Adding to the prestige of 
your showroom, Vespa utilizes little floor space and for the first time 
allows you to fully satisfy the complete driving needs of the entire 
family. Beautifully styled, safe, and unquestionably dependable, the 
quality of the Vespa is unsurpassed. Complete Vespa franchise. infor- 
mation may be obtained by writing the General Manager 


Vespa Distributing Corp., 3 East Fifty-Fourth St., New York 22, N. Y:. 


ALUMINUM CLEANER—Chemco, P. O. 
Box 5021, Philadelphia 11, Pa., has an- 


nounced the development of an aluminum | 


cleaner that is said to restore any alvu- 
minum surface to new like lustre. Called 
GH-30, this formula cuts through grease, 
grime and dirt, it is claimed. It contains 
no harmful acids or caustic sodas and 
consequently will not etch or scratch alu- 
minum. Special ingredients retard future 
dirt formation so that need 


not be cleaned as often, 
> > > 


3-in-1 Lift Combine 
Developed by Weld-Built 


Weld-Built Body Co., 59 Preston 
Court, Brooklyn 34, N. Y., has de- 
veloped a tow hitch, tow bar, tow 
saddle and tow cradle, all of which 
it said are interchangeable and re- 
quire only a minute to change. 

With this “3-in-1" combination, it 
is possible to lift all cars and 
trucks, the firm said. The devices 


aluminum 


it is said, 
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TRUCK NEW PRODUCTS 


chief features are the elimination of | 


all backlash, jerking, chrome | 


scratching, dented grilles and|} 


hoods, the firm said. 


* * * 


Cups to Resist Heat 


Thermoid Co., Trenton, N. J., has 
announced the development of a 
new High Heat Resisting (HHR) 
compound now being used in the 
manufacture of all Thermoid hy- 
draulic brake cylinder cups. The 
new compound assures maximum 
durability under the high operating 
temperatures present in modern | 
braking systems, the firm said. 





| 
| 
| 
| 
| 


| virtually no maintenance. It 


| 


V-BELT DRIVE—A V-belt drive for heavy- 
duty trucks with tandem axle suspensions 
is being marketed by Dayton Rubber Co., 
Dayton, O. Known as the “Dayton Thoro- 
trac," the drive is said to improve trac- 
tion, increases tire mileage and requires 
consists of 
a specially designed V-belt mounted on 


pulleys between the dual wheels of tan-| 


dem type tractors or trucks. The drive can 
be used on pusher or trailing 
axle suspensions, it is claimed. A patented 
flexible de-icer band on the inside of each 


| pulley prevents ice and slush from forming 


lin the 


WHEEL BLOCKS — Ernest Holmes Co., 
2505 €. Forty-third St., Chattanooga 7, 
Tenn., has announced an accessory de- 
signed to prevent or retord the sliding 
of a wrecker during a rear end pull, on 
such surfaces as snow, ice, mud, soft soil, 
asphalt or concrete. To achieve this, 
Holmes has developed two |-shaped, metal 
Scotch Blocks, eoch 17 inches wide for 
use under recor wheels, either single or 
dual type, it is said. 


groove. 
> 


| | cubage through up to four inches more inside height. 


TRUCK TIRE—The Firestone steel cord 


tandem | 


‘Clark Equipment Co.’s automotive 
division, Buchanan, Mich. 

The brake features replaceable 
anchor pin bushings, a forged steel 
spider and fabricated shoes with 
tapered block linings. The 16%- 
inch-by-7-inch shoe and lining as- 
semblies and other major com- 
ponents are interchangeable with 


those already in trailer service. 
+ * * 


Duro Display Rack 


A revolving merchandising dis- 
play rack for Duro fix-it products 
is being offered by Woodhill Chem- 
ical Corp., 1391 E. 33rd, Cleve- 
land, O. 


* + - 





DROP-FRONT AXLE—Designed for 
with a single-drive axle to produce a 
pusher-type driving tandem, a Timken. 
Detroit TK-500 drop-center axle has been 
announced by the Transmission and Axle 
Division, Rockwell-Standard Corp., 100 
Clark St., Detroit, Mich. This axle is said 
to give trucks and tractors all of the pay- 
load advantages of a driving tandem with 
less weight and at lower cost. Ample room 
for propeller shaft clearance is allowed 
in this drop-center design axle. 


use 


WAREHOUSEMAN'S VAN—Introduced by Highway Trailer Co., Edgerton, Wis., the 
Warehouseman's Van is built as an integral unit and is said to feature “stress panel" 
| construction and Hi-T chassis of high-tensile, low-alloy steel. It has vertical steel side 
panels, with four corrugations, and a galvanized steel roof which is said to be 
| weathertight. The van, with 22-inch inside and 24-inch outside frop, achieves added 


Available in 26 to 40-foot 





| lengths, it is calculated that a 35-foot van has up to 2,500 cubic feet of payload 


7 « * 


RPoonsme np auwy 


W-2 tire is said to have double the orig- | 
inal tread mileage on drive wheels, oper- | 
}ates up to 100 degrees cooler, provides | 
|25 percent reduction in power loss, has | 
equal load-carrying capacity to extra ply | , 
rating textile tires, better traction because | j 7 , R 
of larger and longer “footprint,” softer | ' 
ride to reduce equipment maintenance 
| costs and provides greatly increased re- 
| sistance to impacts and punctures. The tire 
|is available in the four most popvulor 
|sizes: 8.25-20, 9.00-20, 10.00-20 and rr 
10.00-22. Firestone Tire & Rubber Co.,| 
Akron, O. . 
> 


Polyester Resin Offered 







co 


UTILITY BODIES—A series of 
| for Jeep chassis has been announced by Reading Body Works, Inc., Reading, Pa. The 
A polyester resin said to have) bodies, made of heavy-gauge cold rolled steel, include adjustable permanently in- 


“job-planned™ utility truck bodies specially made : 
§ 
br 

longer shelf life than heretofore| stalled shelves in all compartments as well as adjustable and removable shelf and aC 
ar 
Ta 





| possible has been announced by| troy dividers. 
|Dynatron Corp, West Hartford, oe 
| Conn. Users of DC3 Body Filler are 


jassured a fimer degree of mixing A“ 

AIR SPRING SYSTEM—An air spring system that eliminates leveling valves, shock | contro] plus new selectivity in hard- Z ; 

absorbers, torque orms and other problems while increasing stability and efficiency| ening time without adding extra “ , 
of load-bearing vehicles has been designed by Air Springs, Inc., 527 Lexington Ave.,| catalysts or chemicals, the firm said. 
New York 17, N. Y. The unit will be manufactured by Reynolds Mfg. Co., Springfield, * * * 
Mo. On this system, the load is “sprung” on a single centrally located diaphragm. 
it is said to absorb shock from any direction and requires no bracing and no lubrica- | 
tion. The diaphragm is a muiti-ply construction like a tire. 
oo" es 


S2es3y 5 ocr 
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LOADING DEVICE—Cook Bros. Equip- 
ment Co., 3334 San Fernando Rd., Los 
Angeles 65, Calif., has announced its 
“LoadEvator" for loading of bulk ma- 
terials. The unit is said to mount on any 
truck body. It is an ideal unit for fast, 
efficient loading of rubbish, refuse, ren- 
dering and fertilizer, it is claimed. The 
“LoadEvator" is easily adapted to any 
height or length body. It has a load 
capacity of three cubic yards or 1,500 
pounds. 


qed ie 


HYDRAULIC DISCHARGE SYSTEM—The all-steel Trailmobile bulk cement tank trailer 
is said to have a variable, hydraulically powered discharge system, with a two-stace 
step-down, continuous-contour design for a lighter vessel that both contains and 
supports the load. The discharge system retains the advantages of the two-stoge 
step-down design, and offers hydraulic control plus a third screw, it is claimed. The 
independent control of each screw in either direction permits freeing of screws if 
they become load-bound during the discharge operation. This arrangement a!so 

An “S” cam brake with double | allows for optional center discharge. The rate of discharge is completely variable 
anchor leading and trailing shoesS|and since hydraulic motors activate both stages, the two forward screws can be 
and replacement spider has been | operated independently of the rear screw. Trailmobile Inc., 31st and Robertson Ave., 
introduced for trailer axles by| Cincinnati 9, O. 


+ 


Clark Equipment Introduces 


TRUCK BODY—Design improvements that are said to provide a sturdier delivery 1 Coun Brats for Trailers 


with added resistance to corrosion and rust, plus ease of maintenance and 
driver convenience, are features of the “Merchandiser” truck bodies announced 
Boyertown Auto Body Works, inc., Boyertown, Pa. Among the highlights offered 
standard production models is a cab door step well that is three inches lower than 
These lower step wells were previously available only as options at extra cost. 
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By Martin L. Whitmyer 
Staff Writer 


The automotive industry again in 
1958 was a big user of closed-circuit 
television. 

General Motors employed a 40- 
city network in the fall to take its 
290,000 dealers and executives 
throughout the country on a tour 
of its Motorama exhibition at the 
Waldorf-Astoria Hotel before it 
was opened to the public. 

In past years the Motorama was 
travelled, lock, stock and barrel, to 
a few cities, but this was the first 
time all GM dealers and executives 
were able to see the exhibit without 
leaving their business communities. 

Pontiac used closed-circuit tele- 
vision in a new way, too. 

Just two days prior to publit 
introduction of its 1959 car, Pon- 
tiac linked 51 cities in a national 


gales rally that “hypoed” enthusi-| 


asm of dealers and salesmen, re- 


freshed their memories on advan-| 


tageous features of the new cars 


and briefed them on effective sales | 


approaches. Opening Pontiac’s sales 
push for ’59, the telecast brought 
together 12,000 dealers and sales- 
men. 

Chrysler Corp. also was in on the 
act in 58, using its eighth closed- 
circuit telecast in the 10 year his- 
tory of the new medium. GM used 
its fifth, sixth and seventh such 
telecast during the past year. 

= . > 


ROP Color Cost Data 


Moloney, Regan & Schmitt, news- 
paper representatives, have an- 
nounced the availability of a pocket- 


sized “Newspaper ROP Color Light- | 


ning Cost Indicator” designed to 


give fast information on the cur-/ 
rent availability, cost and coverage | 


of ROP color in newspapers based 
on the 168 standard metropolitan 
areas in the U.S. 

They may be obtained from any 
of the 10 Moloney, Regan & Schmitt 
offices. 


* od * 


Radio Gains in Spot Use 


Among the top 100 advertisers of 
1958 as reported by Publishers In- 
formation Bureau, 85 percent of 
those eligible to do so have used 
radio, 
through the first nine months of 
1958. 

Radio in the third quarter of 
1958 alone had a minimum of 1,500 
brand advertisers, excluding local 
activity but including network radio 
and national and regional spot 
radio. 


* * * 


New IGO Publication 


A new monthly paper, I1GO-News, 
is now the official publication of 
the Independent Garage Owners of 
Calif., Inc. 

IGO-News replaces the former 
“Independent Garage Owner” 
paper, which was established in 
1951 but suspended publication sev- 
eral months ago. The former IGO 
editor, H. K. Kendall, has been re- 
tained to edit 1GO-News. 


* * od 


Olds to Air Golf Match 


The finals of the 18th annual 
“Bing Crosby golf tournament” 
will be presented on ABC-TV, 
Sponsored by Oldsmobile, Sunday, 
dan. 18, from 5:30 to 7 p.m., est. 


* * * 


Films for Chevy Salesmen 


The importance of the “demon- 
Stration drive” technique in acces- 
Series as well as cars is stressed 
in a series of six slide films being 
distributed by Chevrolet for show- 
ings to retail salesmen. 

The five-minute films emphasize 
the value of “taking five” to 
acquaint prospects with the broad 
accessory line as means of making 
Motoring easier, safer and more 


_ tomfortable. 


Representing a new approach in 


&@ccessory merchandising, the films 





Affecting Factories and Dealers .. . 


Auto Advertising 


either spot or network, | 


Volland, executive director of 
ASCAA, 

Volland predicted that the 10-day 
“week” would be even more suc- 
cessful than the previous two pro- 
motions as a result of growing in- 
|terest among manufacturers and 
dealers of all types of automotive 
are being distributed through zone | accessories. 
offices for showings in dealerships; Good Car Keeping Week is de- 
by the nearly 500 district managers | signed to call public attention, 








of the company. The program be-/|through publicity and advertising, | 


gan in November and will be con-|to the esthetic and economic value 


cluded sometime in April. | of seat covers and other auto ac- 
+ 


* |cessories. “Good Car Keeping 
TV Guide at New Peak |Makes Motoring ‘Cents’” is one 
A new circulation record for 


of the slogans to be used. Another 
, , is the “Good Car Keeping Begins 
TV Guide magazine was set by the | with Beautiful Seat “Covers.” 
Dec. 6 issue when sales reached an 
estimated 6,843,585 copies. 


Promotion material available to 
Fifteen of the magazine’s 51 re- 


|dealers includes a press kit for 
s i ] local publicity use. Also available 
gional editions set new circulation | 
marks with the issue. The maga-/| material. 
zine’s previous circulation high was | : & © 


}an estimated 6,752,992 set by the Fleck Retires from Times 


Nov. 1, 1958 issue. 

<i a Jesse W. Fleck has retired as ad- 

| vertising director of the Detroit 

ASCAA Week May 21-31 | Times after 33 consecutive years of 
Preliminary plans for the third | affiliation with Hearst Newspapers. 

annual Good Car Keeping Week|He spent seven years with the 

May 21-31 sponsored by the Auto-| Syracuse Journal-American and 26 

mobile Seat Cover Assn. of America | years with the Times. 

|have been announced by Vernon 





| 


| 





In the retail automobile business you have to make 
money at both ends of the building. And in a Butler 
there’s a better chance that you can. Spacious, wide- 
open design not only lets you capitalize on sales up 
front . . . it also allows more efficient planning of the 
“bread-and-butter” end, out back—service | 

A good look at a Butler illustrates this point. Thanks 
to a load-bearing, basic steel framework, curtain wall 
construction is used throughout. This means un- 
limited use of glass and other materials to dramatize 
your showroom. This also means a column-free build- 
ing providing a self-ventilating, completely open and 
unobstructed service area that is truly superior to 


aD 


& 
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is “Gift Wrap Your Car” promotion | 


In addition to serving the Times | 
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as a consultant on special adver-| advertising manager of Firestone 
tising assignments, Fleck will con- oa & ae Co., ee = = 
tinue actively in business. rubaker, who was nam public 
chs . "s relations director ... M. R. Bennett 
from manager of the retail news- 

Personnel Changes |paper advertising department to 


James R. Pierce from advertising | 8#les promotion manager of Fire- 


. : |stone ... H. A. Laurence from ad 
sales staff of Time International to | department staff to manager of 


Western advertising manager for| 7 depart- 
| Ziff-Davis Publishing Co... . Kelso) an rae i ‘poutine men 
M. Taeger, direc-| catalog advertising to retail news- 
tor of media in| paper advertising ... Paul Yawor- 
Detroit office, tO| sky from advertising production to 
vice-president Of) the product and technical informa- 
McCann-Erick-| tion section, all at Firestone .. . 
son, Inc. ... Don-| Merrill Panitt from managing edi- 
ald O. Davis from|tor to editor, and Alexander H. 
manager of GM| Joseph from assistant managing 
Photographic’s| editor to managing editor of TV 
offset printing de-| Guide . . . John E. Slater from ad- 
partment to 4s-|vertising sales manager to publisher 
sistant director of|of Fleet Owner, a McGraw-Hill 
GM Photographic) publication . . . Robert H. Powell 

~ oh ee Frank E. Smith) from president of his own firm to 
from manager of GM Photograph- | Detroit manager and vice-president 
| ie’s engineering reproduction activ-|of Cunningham & Walsh. . . John 
| ities to manager of technical devel-| W. Gibbons, director of public rela- 


| opment for the department ... Roy | tions for Automotive Safety Foun- 


: .| dation, to president of Washington 
H. Edwards from administrative as chapter of Public Relations Society 


| Sistant to the director to manager of America .. . James G. Ellis, 
| graphic .. . Jack B. Scarcliff from} counsel, to vice-president of the 
sales promotion manager to retail! Washington chapter of PRSA. 














Niemuth Auto Company's 80-foot wide, clear-span Butler Building in Latham, New York 


Sells more for you at both ends 
..-A BUTLER BUILDING 


others. Car maneuvering is easier. Butler rigid frame 
spacing allows big, wide entry doors without added 
structural expense. Butler translucent Lite*Panls in 
the roof flood the floor with diffused daylight —elimi- 
nate dark ceilings—make your service area more 
cheerful and appealing to customers. 

The price? Much lower than you think. Pre- 
engineering, mass-production of all structurals, fast 
construction and economical curtain walls hold the 
cost of labor and materials down. 

See your Butler Builder. He’s under “Buildings” or “Steel 
Buildings” in the Yellow Pages. Ask for a free copy of “The 
Building That Helps You Succeed.” Financing available. 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Metal Buildings + Equipment for Farming, Dry Cleaning, Oil Production and Transportation, Outdopr Advertising * Contract Menefacturing 
Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex, » Birmingham, Ala. + Kansas City, Mo. * Minneapolis, Minn. * Chicago, Ill. * Detroit, Mich. * Cleveland, Ohio 
Pittsburgh, Pa. * New York City and Syracuse, N.Y. * Boston, Mass. * Washington, D.C. + Burlington, Ontario, Canada 
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Former Operator 
Sues Deal, Ford 
For $400,000 


YORK, Pa.—Meyer Jaskulek, 
former operator of Budd Motors, 
Inc., has filed a $400,000 suit in U. S. 
District Court here against Ford 
Motor Co. and Budd Motors. 

Jaskulek, in an initial claim, 
listed 28 situations which he con- 
tended injured his investment in 
Budd Motors, in which he held com- 
mon stock and in which he said 
Ford Motor Co. held the controlling 
preferred stock. In a second claim 
he charged that the defendants 
acted to seize his investments. In 
a third claim Jaskulek argued that 
the defendants evaded State law by 
setting up a Delaware corporation. 

The last claim contended that the 
defendants illegally withheld Jasku- 
lek’s investment of $72,000 in Budd 
Motors. 

Jaskulek acquired the dealership 
in 1954 and the property was sold 
this year. Carl Beasley, who held 
the franchise before Jaskulek ac- 
quired it, now holds the dealership 


again. 


~ This name 
on the ball 


works for you! 


3 


OMY THE GALL SHOWS 
REGULAR 
One-piece, ready to in- 
stall. Up to 2000 G.W. 
Ibs. Codmium or chrome. 
HEAVY-DUTY 


Large boats, horse and 
traveling house trailers 
up to 5000 G.W. ibs. No 
assembling — ready to in- 
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Auto Personnel 


Monroe Auto Equipment Co., 
Monroe, Mich., has divided its East- 
ern sales division into three terri- 
tories and has appointed three 
managers. 

The New England and upper 
New York territory will be handled 
by John L. Sullivan; the New York 
City, upper New Jersey and Con- 
necticut area will be managed by 
John H. Smith, and the territory 
including Pennsylvania, Delaware, 
Maryland, lower New Jersey and 
Washington will be under the man- 
agement of J. K: MacKenzie. 


AC Promotes Wilcox, 
Three Others in Sales 


} 
| 


Benjamin as sales engineer in 
charge of AC’s equipment sales 
account with Buick; Thomas W. 
Lamar as sales engineer in charge 
of the Oldsmobile account, and 
William L, Simpson as coordinator 
of engineering and customer order 
followup. 
* * ae 


Three Sales Managers 
Appointed by Ex-Cell-O 


Three promotions in the sales 
staff have been announced by 
Ex-Cell-O Corp., Detroit. 

Robert W. Ford has been made 
sales manager of the Machine | 
Tool division. Herbert A. Knack | 
has been named sales manager | 
of the Continental Tool Works 


| treasurer 


ferred from district manager at 
Wichita, to Minneapolis, and 
Morgan F. Howard, former south- 
west region fleet sales supervisor, 
promoted to manager of the Hou- 
ston district. 

oa * + 


Markley and Frederick 


Promoted by Timken 

Timken Roller Bearing Co. has 
named Herbert E. Markley vice- 
president. He had been assistant to 
the president. 

Richard L. Frederick succeeds 
Markley as assistant to the pres- 
ident. He had been director of in- 
dustrial relations. 

* o * 


C. O. Wanvig Jr. Elected 


President of Globe-Union 

C. O. Wanvig jr. has been elected 
president of Globe-Union, Inc. R. 
W. Conway was promoted from 
to vice-president and 


Draw-Tite 


CUSTOM BUILT TRAILER HITCHES 


DRAW-TITE’S “Look on the Ball” national 
advertising is steering prospects strcighi to 
you —the automobile dealer! Car owners 
are told that Custom Built 
HITCHES are made for the car as well as 
the trailer, guaranteeing the finest in boat 
and utility trailer performance and safety. 


This profitable business can be yours at low 
investment. We ship hitches — custom built 


Kennett Wilcox has been named| 
director of customer service for| 
equipment sales accounts of AC) has been appointed bushing sales 
Spark Plug division of General Mo-| manager. 
tors. He formerly was account sales | Se 


engineer. | Wagner Electric Names 


Three other appointments were 
announced. They are: Joseph q.| Two Branch Managers 


division, and Rudy M. LaPierre 


ner Electric Corp., St. Louis, has 
named John N. Felton manager of 
the Memphis branch, and E. W. 
| Wells manager of the Omaha 
branch. 

Felton formerly was manager at 
Omaha, and Wells was a salesman 
in the Kansas City area. 

> * > 
Price Is Promoted 
To President of Uniloy 

Clarence A. Price has been named | 
president of Uniloy, Inc., Saline 
(Mich.) a subsidiary of Hoover | 
Ball & Bearing Co. 

Price formerly was vice-president | 
of Uniloy and-general manager of | 
its unit products division. Uniloy 
makes tools, dies and special ma- 
chinery. 

> > > 


Ford Promotes Borough 


To Philadelphia Sales Chief 


Randal B. Borough has been 
named Philadelphia district sales 
manager for the Ford division. He| 
succeeds Robert J. Copp, who has 
left the company. 

Borough, formerly manager of | 
| the Charlotte (N. C.) sales district, | 
joined the company in 1946 in the) 


DRAW-TITE 


=| The automotive division of Wag-| 


| treasurer. 

| ©. O. Wanvig sr., retiring presi- 
dent, will 
|E. T. Foote announced his retire- 
|}ment as vice-president. 

i > = * 


| Dick Succeeds Crenshaw 
As GMC Coach Sales Chief 





Cc. F. Dick has been appointed | 
general sales manager for coach| 


sales by GMC Truck & Coach divi- 
sion. He succeeds 
E. P. Crenshaw 
who retired after 
34 years with the 
company. 

Dick had been 
assistant general 
sales manager for 
three years. A 
35-year veteran 
of the bus indus- 
try, he joined 
Yellow Cab Mfg. 

O. F. Dick Co. in Chicago in 
1923. The firm later became part 
of General Motors. 

> > > 


Lichtwardt in New Post 

Gordon R. Lichtwardt, former 
Charlotte (N. C.) territory sales- 
man, has been named manager of 
passenger tire sales for General 
Tire & Rubber Co.’s Charlotte sales 
division. Lichwardt has been with 
General Tire & Rubber since 1957. 


- * > 


Chek-Chart Picks Probst 
Joseph D. Probst has been ap- 





continue as chairman. | 


for Meritorious Civilian Service 
with the Navy Rubber Survey 
Committee during World War II, 


* * * 


3 Sales Positions Filled 
By Mansfield Rubber 


Three appointments in the sales 
department of Mansfield Tire & 
Rubber Co., Mansfield, O., have 
been announced. 

Meyer Silbert has been named 
sales manager of the chain store 
division; Roger D. Steinebrey was 
appointed to a special assignment 
in TBA sales development with oil 
companies, and J. H. Buckalew was 
appointed sales manager of related 
products. 

oie 


Dayton Rubber Names Eddy 


To Head New Dayton District 

Clarence J. Eddy has been named 
manager of the new Dayton dis- 
trict of Dayton Rubber Co. The dis- 
trict covers Ohio, Indiana, West 
Virginia and Kentucky. 

Eddy joined Dayton Rubber in 
1955 as a salesman. He had been 
supervisor of commercial sales in 
the Dayton area since last Novem- 
ber. 

* * * 


CCC Promotes Bertelsen 


Erik C. Bertelsen has been pro- 
moted to manager of the Atlantic 
City (N.J.) office of Commercial 
Credit Corp. He had been manager 
of the Asbury (N. J.) office. 


* * . 


| AC Names Brandl, Garland 


Merchandising Managers 

Edward J. Brandl and Everett 
D. Garland have been appointed 
product-merchandising managers 
for AC Spark Plug. 

Brandl was named merchandis- 
ing manager for automotive and 
marine lines of spark plugs. Gar- 
land was named merchandising 
manager in charge of automotive 
air cleaners, Guide Lamps, hy- 
draulic valve lifters, radiator 
caps and speedometer cables and 
casings. 

= > 


Willys Boosts Whalen 


John E. Whalen has been pro- 
moted from Atlanta zone manager 
to Southern region manager of 
Willys Sales Corp. L. A. Jones is 
the new assistant Southern region 
manager. He was formerly assist- 
ant manager of the Willys Chicago 
sales zone. 


— 


| training department of Ford divi-| 
sion’s general office in Dearborn. 
> . . 


Parilo Joins Auto-Lite | advertiai 
| William A. Parilo has been ap-| ® vertising agency, and previously | 
| pointed Michigan district represen-| ¥®5 with Chek-Chart 14 years. 
[tative of Electric Auto-Lite Co.’s| : 5 lager for Cadillac. He replaces 
| electrical products group. He for-| Cadillac Ups Hoover | Herbert F. Siewert, who has re- 
|metly was Ypsilanti (Mich.) plant}; Harold N. Hoover has been ap-| tired. 
|sales representative for the acces-| pointed general sales manager of Stock, 49, joined Cadillac in 1930 
| Cadillac’s Chicago retail branch. He|in the parts department. He had 
joined the branch in 1949. |been assistant to the purchase 

. * | manager. 


pointed account executive for “a 


| Chek-Chart Corp., Chicago. He has ° ° 

|been an account executive with | Cadillac Appoints Stock 

Henri, Hurst & McDonald, Chicago| Assistant Purchase Manager 
Nicholas J. Stock has been ap- 

pointed assistant purchase man- 


for any car make, model or year — within 
24 hours of receipt of an order. Keeps your 
inventory costs down, keeps profits up. 


=, 
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WRITE for NEW Dealer Literature! 


Trailer Products Division 
DRAW-TITE MANUFACTURING CO. 


renee ee 


|sory division of Ford Motor Co. 


. - * 








Shelton Joins Martin-Senour Sn “tlh hg 


Rayon Institute Appoints 


a 


UTILCO 
BODY 


BODY 


MODEL UB gives 
more in performance, 


endurance and dollar for dollar value 


Available to fit any 4% or % ton chassis. Choice 
of 3 compartment layouts. Adaptable to Utilities, 
Plumbing, Electrical, refrigeration and governmen- 
tal service. Compartment interiors can be modified 
to meet your requirements AT NO EXTRA COST. 


LOWEST COST 


UB SERVICE and MAINTENANCE 


CHECK THESE 
FEATURES! 


Full 15” compartments, 
shelves and trays in- 
cluded. 

Double panel doors with 
flush locks. 

Underside coated with 
underseal (NO EXTRA 
cost). 

Body surface acid etched 
te clean and preserve 
metal... te pre- 


vent rust. 


Call your nearest distributor or for detailed brochure write... 


UTILITY BODY CO. 


William P. Shelton has been 
named territorial manager of the 
automotive division, Martin-Senour | 
Co., in Iowa and Minnesota. He for- | 
merly was a GM service engineer. | 

* - * 


|Karrigan Named Sales Chief 


Branch Office Manager 





Of Bendix Eclipse Machine | 
H. T. Karrigan has been ap- 
pointed service sales manager of 
the Eclipse Machine division, Ben- 
dix Aviation Corp. 
Karrigan, who will supervise na- 
tional sales of automotive service 


parts and bicycle products, was a); 


West Coast sales representative. 
” * * 
GMAC Appoints Taylor 


Mervyn E. Taylor has been ap- 
pointed manager of the General 
Motors Acceptance Corp. office in 
Orlando, Fla, He succeeds Daniel 
D. DeButts who has retired. 





Taylor formerly was sales man- 
ager in the Syracuse branch office. 
He has been with GMAC for 3% 
years except for a leave of absence 
of more than three years for mili- 
tary service during World War II. 

+ +” oF 


District Manager Named 


By IH; Two Others Shifted 


Appointment of a district man- 
ager and transfer of two others 
have been announced by the motor 
truck division, International Har- 
vester Co. They are: 

J. S. Turner, shifted from district 
manager at Houston, to Kansas 
City; Foster B. Jennings, trans- 


| Kirchner, Bond Are Named 


S 
prowls to Head Research To Head New CCC Offices 


George M. Sprowls has been 
appointed director of research for George W. Kirchner has been 
American Rayon Institute, Inc.| named manager of Commercial 
New York. Credit Corp.’s new office in Van 

Until February, 1957, Sprowls| Nuys, Calif, and Harry Bond jr. 
was manager of the highway trans-| has been appointed manager of 
portation division of Goodyear Tire| a new office in Lancaster, Pa. 

& Rubber Co., with which he had Harold H. McComas has been 
been associated for 45 years. He| promoted to manager of the Cin- 
holds the Navy Certificate of Award! cinnati office. 


Earnshaw Aids Driver Training— 


John W. Earnshaw, center, president, King Morrison Foster Co. (Ford), Greencas'ie, 
Ind., donates three cars to high schools in Bainbridge, Fillmore and Greencastle, Ird., 
for driver training purposes. From left are William Craig, Greencastle instructor; 
Norman McCamman, Greencastle principal; Earnshaw; Ray Alishouse, Bainbridge 
principal; and Edward Longfellow, Bainbridge instructor, Earnshaw also is president 
of the Automobile Dealers Assn. of Indiana. 
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In Parts and Accessory Distribution 





Du Pont Offers Premiums 


To Spur Spring Sales 
WILMINGTON, Del.—A two-part 
spring deal to attract early orders 
from dealers has been announced 
py du Pont Co.’s specialties sales 
group. First, isa “1 free with 5” 
deal on New Car Wax, M.O.A. 
(motor oil additive) and pints or 
quarts of No. “7” Polish. For every 
five cases of each of these items 
purchased, one case is provided 
free. g 

Also, for every six cases of 12 
selected items, the dealer receives 
a comforter filled with “Dacron” 
virgin polyester fiberfill, Three- 
carton orders of the same selected 
No. “7” products each receive a 
matching pillow filled with “Da- 
cron” in the same design. 

* ? * 

Withholding-Tax Guide 
Sent to MEWA Members 


CHICAGO.—A reference guide 
for computing the amounts of Fed- 
eral income tax and Social Security 
tax to be withheld from employes’ | 
wages in 1959 has been distributed | 
to its members by the Motor and} 
Equipment Wholesalers Assn. | 

MEWA also sent its members a 
compilation of material reprinted 
from the semimonthly MEWA| 
News Bulletin. It includes larg! 
ness builders” which the automotive 
wholesaler can use in all depart-| 
ments of his operation, the associa- | 
tion said. | 

} 
| 
' 
! 
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Robers ‘Reclected 
President of Auto 
Electric Assn. 


DETROIT.—Gene P. Robers has} 
been reelected president of the 
Automotive Electric Assn. He is 
aftermarket sales vice-president} 
for Carter Carburetor Corp. 

Elected vice-presidents were W. 
E. Blank, Electric Auto-Lite Co.,} 
manufacturers division; T. H. Van} 
Rensselaer, Electric Equipment Co.,| 
Les Angeles, central distributors 
division, and H. A. Stiefvater, 
Stiefvater Electric Co., Utica, N. Y., 
service distributors division. 

A. H. Knorr, Knorr-Maynard Co., 
Detroit, was named secretary- 
treasurer. 

Elected directors were: Manu- 
facturers division—Blank, P. H. 
Neville, Leece-Neville Co.; E. R. 
Stroh, Holley Carburetor Co., and 
R. S. Withers, United Motors Serv- 
ice. 

Central! Distributors division— 
Knorr, C. S. Johnson, Automotive} 
Electric Associates, Charlotte, N.| 
C, and S. G. Puryear, 555, Inc., 
Little Rock, Ark. 

Service Distributors division— 
Stiefvater, M. F. Marsau, Marsau’s, 
Sterling, Colo. and P. A. Peck, 
Mobile Electric Garage, Mobile, 
Ala. 

Holdover directors are: Manufac- 
turers division—Robers and E. N. 
Robinson, Stewart-Warner Corp. 
Central Distributors division — Van 
Rensselaer and F. A. Crossman, 
F. A. Crossman, Inc., Syracuse. 
Service Distributors division—Tony 
Quint, Quint Bros., Inc., Hammond, 
Ind., and Gerald Rifkin, Langner 
& Rifkin, Sacramento, Calif. 

* 


* * 


3 Appointed by Barrett 


ST. LOUIS—tThree divisional 
Sales managers have been named 
by Barrett Equipment Co. They are 
David E. Dion, West Coast; Robert 
EH Aller, Central States, and Byron 
B. Baie, East Coast. 

7” - 


Chaney Named Mitchell Rep 
FORT SMITH, Ark—Mitchell 
&. Co. has named Chaney & Co., 
rlotte, N. C., its representative 
North and South Carolina, Vir- 


Binia and West Virginia. 
os + o 


Cunk Chemical Line 


Under New Ownership 
CHICAGO.—Dempsey & Stanley, 

Inc. River Forest, Ill., and Radiator 

Specialty Co., Charlotte, N. C., have 


_ Purchased the Gunk line of de- 


teasing and parts cleaning com- 
Pounds and have formed Gunk Lab- 


oratories, Inc., to operate the 
chemical factories in Chicago and 
Lawrence, Mass. 

Dempsey & Stanley, through its 
subsidiary, Gunk Chicago Co., will 
continue to cover 20 Midwest and 
Southwest states, and Radiator 
Specialty will handle sales in 28 
Eastern and Western states. Radia- 
tor Specialty Co., Ltd., Toronto, will 
continue to cover Canada. Gunk 
products formerly were manufac- 
tured and sold through Curran 
Corp. 


* * * 


MEWA Young Executives 


Pick Essay-Contest Theme 


CHICAGO.—“Im proving Our 
Managerial Performance” will be 
the theme for the 1958-59 annual 
essay contest sponsored by the Mo- 
tor & Equipment Wholesalers Assn. 
Young Executives Group. 

Any YEG representative of an 
MEWA member in the U. S. and 





Canada is eligible. Essays must be 
original, may be from 500 to 2,000 
words in length and should have 
a strong “how to approach,” said 
Richard A. Melvin, YEG executive 
secretary. 

x + 


AWDA Parley Slated 


Warehouse Distributors Assn., an- 
|nounced that the group’s 1959 con- 
vention and manufacturers’-distrib- 
| utors’ conference will be held Nov. 
2-5 at the Muehlebach Hotel here. 

* + = 


Cushions in the Bag 


FORT SMITH, Ark.—All Mitchell 
auto seat cushions in the 1959 line 
will come packed in polyethylene 
bags at no additional cost to jobber 
or dealer. 





= + * 
Crossman Expands 
SYRACUSE.—F. A. Crossman, 


KANSAS CIT Y.—Thomas S.| 
Perry, president of the Automotive 





Inc., catering primarily to jobbers 
and wholesalers dealing in automo- 
tive parts in Central and Western 
New York, has leased a 25,000- 
square-foot building on Tarbell Rd. 
in Syracuse Industrial Park. 

+ * . 


Osrow Lists Representatives 


GLEN COVE, N. Y.—Osrow 
Products Co., Inc., has announced 
the appointment of additional rep- 
resentatives. Sam and Joe Miller, 
brothers, of M & M Sales, will 
travel Colorado, New Mexico, Utah, 
El Paso, Tex., and Wyoming for the 
company; and William Heflin will 
cover Virginia. 

* * a 


AEA Group to Meet 


national Automotive Electric Assn. 
regional service distributor meet- 
ings will be held Feb. 9-11 at the 
Benjamin Franklin Hotel here. 
Auto Equipment & Service Co., 
| Philadelphia, will act as host. 


* * * 


| Atlantic City Firm Graduates 


|Carter Power Center Class 


ATLANTIC CITY. 
Electric graduated Carter Power 
Center Training Class No. 3496. 
The class was composed of local 





PHILADELPHIA. —One of six! 


Irwin’s Auto| 





technicians and was the first Carter 
Power Center class to be graduated 
from the staff of this resort’s 500 
Club. 

Graduates included John Guiffre, 
Lou Hermann, Bob Scott, John 
Campbell, Max Saslow, John A. 
Wilson and Ronny Taylor. The 
instructor was Auto Equipment & 
Service Co.’s William J. McClory, 
Sea Isle City. 


* * a 


Refill Filter Names Klier 


NEWARK, N. J.—Refill Filter 
Co. has appointed G. Walter Klier 
factory sales representative for 
Alabama, Florida, Georgia, North 
|} and South Carolina, Tennessee and 
Virginia. 
| * * + 


Crump Plans July 1 Move 
RICHMOND, Va.—B. T. Crump 
|Co., Inc., plans to move into two 
|new buildings costing almost $1 
million by July 1, according to 
Robert H. C. Seaton, president. 

| * + os 


ATR Buys Eckstein Radio 


ST, PAUL.—Albert A. Goffstein, 
general manager of American 
Television & Radio Co., has an- 
nounced the purchase of Eckstein 
Radio & Television Co., Minne- 


apolis. 
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Open Road.” No obliga- 
tion! A new insight into 
in dealers’ own words. 
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Michigan. 


it? 


with Burroughs Accounting Machines, you know 


If your dealership has to tread water two days a month while you 
fight the financial statement through, think about this a moment: 
Your operator can get the job done in an ave 
— if she’s equipped with a Burroughs Sensimatic 


And the monthly report’s not the only time-killing chore Sensimatic 
can speed up, either. It will master your Distribution Journals in a 
third of the time it takes to do them by hand. It can concentrate 


e of just 2% hours 
ecounting Machine. 


one es accounting, receivables, payables, and 


e fiick of a knob, master many just as quickly, 
smoothly and automatically as you please. 


For a demonstration and more details, call our nearby branch today. 
Or write to Burroughs Corporation, Burroughs Division, Detroit 32, 
Burroughs and Sensimatic—T M's 


Burroughs Corporation 
“NEW DIMENSIONS | in electronics and data processing systems” 
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a VN 
WEIGHTLIFTER 


... battery hydraulic 
tailgates for pickups, stake 
and van trucks te 24 tons. 


* 3 Sizes... 


Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) ond Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too |! 


WHY NOT MAKE EXTRA PROFITS on your truck 
soles? investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; pleose oddress Dept. H-1. 


H. S. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 


moror “4 
MASTER 


DEFIANCE OHIO 


WESTERN 
SNOWPLOW 


nenty to tae se Yow Votide 
FOB FACTORY 


Seeea, ets Ss 
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Financial 


The best three months of sales 
in the history of Seiberling Rubber 
Co. produced the highest profit in 
any quarter in the company’s 
peacetime history, President J. P. 
Seiberling said. 

Net sales of $14,186,266 for the 
quarter ended Sept. 30 were 15 per- 
cent higher than the $12,273,133 re- 
corded in the same period last year. 
Net profit of $554,212 was 47 per- 
cent higher than the $375,641 of 
third-quarter 1957. Nine-month 
earnings were $602,941, compared 
with $884,043 earned in the 1957 
period. Net sales of $35,597,936 were 
up slightly over the $35,562,174 of 


last year. 
* * 


Mansfield Tire Reports 


Increase in Sales, Income 


Mansfield Tire & Rubber Co.’s 
net sales for the nine months ended 
Sept. 30 totalled $49,222,445 and net 
income reached $1,775,543, James H. 
Hoffman, president, reported. 

Compared with the corresponding 
nine months in 1957, when sales! 
were $46,611,529 and income $1,109,-| 
380, the report reflects a sales gain 
of 5.6 percent and a 60 percent in- 
crease in income after provision for 
taxes, Hoffman said. 

*. * 


3M Sales Boost 
. . | 
Lifts Earnings | 

Earnings of $11,921,415 were) 
reported by Minnesota Mining and 
Mfg. Co. for the three months 
which ended Sept. 30, compared 
with $9,722,505 for the same period | 
of last year. 

Sales for the third quarter of! 
1958 were $95,104,809, compared | 
with $92,646,950 for the same period | 
last year. The period which ended 
Sept. 30 represents the second larg- 
est quarterly sales volume in the) 
company’s history, exceeded only | 
by the fourth quarter of 1957, when | 
sales were $95.9 million. 

. > > 


General Contract Reports 


Drop in Nine-Month Profits 
Net earnings before taxes for | 

the first nine months of 1958 total-| 

led $4,347,646, compared with $4,-| 


Front 


of $471,651,363 for the comparable 
period of 1957. Third quarter sales 
were $151,041,874, or 6 percent less 
than sales of $160,564,041 reported 
for the third quarter of 1957. 

Net earnings for the nine-month 
period were $24,810,021. For the 
same period of 1957, the corpora- 
tion reported earnings of $43,612,000. 
In the third quarter of 1958, net 
earnings were $12,055,562, as com- 
pared with net earnings of $14,- 
a for the same quarter of 
1957. 


General Finance Reports 
Record 9-Month Earnings 


General Finance Corp., has re- 
ported record nine-month earnings 
of $2,490,090, an increase of 9 per- 
cent over earnings of $2,208,760 for 
the similar period in 1957. 

Retail auto financing volume is 
running approximately 19 percent 
behind 1957, in comparison with a 
drop of approximately 28 percent in 
new-car sales in 1958 from the 1957 
nine-month figures, said Byron S. 
Coon, chairman. He added that the 
increase in consumer interest re- 
ported by dealers should see an im- 
provement in auto financing volume. 

+o * = 


Corning Glass Works 
oT Glass Works, Corning, 
N. Y., nine-month report, 1958 vs. 

1957: Net income, $11,525.270 and/| 
| $12,614, 733; net sales, 
}and $120,804,963. 


* > * 


Hercules Motors 
Hercules Motors Corp., Canton, 
| O., fiscal-year report, 1958 vs, 1957: 
| Net operating income, $22,050 and 


$27,949,334. 
> ” > 
Arvin Industries 


Sales and earnings of Arvin In- 
dustries, Inc., in the third quarter 
of 1958 showed moderate improve- | 
ment over those of the first and 
| second quarters, according to Glenn 
|W. Thompson, president. 


Detroit Harvester Reports 


Drop in Earnings, Sales 
Changing its fiscal year, Detroit 


Southwestern Investment 


$117,531,383 | 





net sales, $20,010,533 and| 
| County, R. L, 


of $550,216 for the 10-month period 
ending July 31, compared with $1,- 
741,718 for the previous full year. 

Net sales for the 10 months were 
$35,126,600, compared with $56,346,- | 
802 for the full year ended Sept. | 
30, or a decrease of 25 percent on 
‘an annualized basis, the firm said. 

oe a * 


National Automotive Fibres 
Reports Loss of $627,279 


In the first three quarters of 1957, 
the company earned $908,480 on 
sales of $37,216,684. 

John G. Bannister, president, pre- 
dicted a profitable ‘fourth quarter, 
but said profits probably would not 
be sufficient to offset the losses of 
the first nine months. He said 
NAFT’s cash and financial position 


“continue to remain strong.” 
* * * 


General Controls 


General Controls Co., Glendale, 
Calif., third-quarter report; 1958 
vs. 1957: Profits before taxes, $851,- 
000 and $771,000; net sales, $8,407,000 
and $7,321,000; nine-month report: 
Net profits, $948,000 and $1,002,000; 
net sales, $24,291,000 and $21,296,000. 

- . of 





Reports Drop in Earnings 
Southwestern Investment Co., 
Amarillo, Tex., had consolidated 





net earnings of $1,127,844 for fiscal 
1958, which ended Aug. 31, accord- 


ing to R. Earl O'Keefe, presicent, 
The earnings decreased 8.1 per- 
cent from the previous year, 
O’Keefe said. Receivables acquired 
during the year totalled $116,711 ,220, 
a drop of 18.2 percent, he added, 


Dana hioorks Earnings, 


Sales Down in Fiscal ’58 
Sales and earnings of Dana 


Corp. during the 1958 fiscal year 
National Automotive Fibres, Inc., | 
Detroit, reported a nine-mcnth loss | 
of $627,279 on sales of $15,585,789. 


which ended Aug. 31 declined in 
line with the reduction in pas- 
senger car and truck production 
during that period, according to 
J. E. Martin, president. 

Sales totalled $168,548,109 as 
contrasted to $201,497,919 in 1957, 
while net earnings dropped to $9,- 
$71,004 from $13,874,503, Martin 
said. 


* 


9-Month Loss of $458,663 
Reported by Sheller Mfg. 


Reflecting the year’s decreased 
auto production, Sheller Mfg. Co. 
reported sales of $19,480,084 and a 
net loss of $458,633 for the first 
nine months of 1958, The year- 
earlier figures were: Sales, $31,- 
510,379; earnings, $1,511,993. 

In the third quarter, Sheller had 
a net loss of $294,801 on sales of 


| $6,627,563. The corresponding 1957 
|quarter showed a profit of $359,030 
jon sales of $9,134,994. Sheller, with 


headquarters in Detroit, make 
steering wheels, chrome-plated die 
castings, metal stampings and other 
products in plants in seven cities. 


Auto Markets 


Washington County, R. I. 


Rambler outsold Chevrolet to 
take second place in Washington) 
in November. 

Ford was first with 30 registra- 
tions, while Rambler had 21 and 
Chevrolet, 15. 

Other registrations were: Plym-| 
|} outh, 10; Volkswagen, 8; Cadillac, | 
| 4; Oldsmobile, 4; Buick, 3; Chrysler, 
3; Dodge, 3; DeSoto, 2; Pontiac, 2; | 
Edsel, 1; Mercury, 1; Studebaker, 1, 
and miscellaneous, 18.—(Thomas L. | 
Forbes.) 


* * > 


Columbus, O. 


New-car sales in metropolitan 


551,057 for the corresponding per-| Harvester Co. reported net earnings | Columbus bounded sharply upward 


iod last year, according to Arthur 
Blumeyer, president of General 
Contract Corp., banking, insurance | 
jand finance holding company. 

“Total outstandings on loans and 
discounts are 2 percent under 1957,” | 
said Blumeyer. “This decrease is 
attributable to a decline in automo- | 
| bile sales.” 


Nine-Month Sales, Profits 


| Decline, Houdaille Reports 


Net sales of Houdaille Industries, 
Inc. for the nine months ended 
Sept. 30 amounted to $42,518,000, 
compared with $61,368,000 for the 
corresponding nine months of 

| 1957, according to Ralph F. Peo, 
| president. He said profit after taxes 
was $1,172,000, compared with $2,-| 
683,000 in 1957. 

Peo also reported that “Houdaille | 
has closed the Chicago plant manu- 
facturing auto bumpers, moving its 
remaining business into a plant at 
Huntington, W. Va. 

. > > 


@ |General Acceptance Reports 
Slatmomen Net Best in ’58 


General Acceptance Corp. re- 
ported that third-quarter net in- 
come, best for the current year, 
totalled $551,208, compared with 
$424,924 in the first quarter and 
$270,732 in the second. 

For the nine months, the firm 





said, net income amounted to $1,- 
246,864, compared with the record 
high of $1,697,893 in the correspond- 
ing period last year. 

* + * 


PPG Does Better 
In 3rd Quarter 


Although sales and earnings for 
Pittsburgh Plate Glass Co. were 
down substantially for the first 
nine months of 1958, improvement 
was shown in the third quarter. 

Sales of Pittsburgh Plate Glass 
Co. and its consolidated subsidiaries 
for the first nine months of 1958 
were $400,604,564, representing a 
decrease of 15 percent from sales 


How They're Pushing Sales... 


Dealer Ad Ideas 


Old-Fashioned Approach 
7s old-fashioned way was used 

by Chick Coker Pontiac, Inc., 
Oklahoma City, to advertise the 
grand opening of its new home, 


| Cokertown. 


In display type and illustration 
reminiscent of the Gay Nineties, | 
Chick Coker, president, urged read- | 
ers to “buy an automobile the old- 
fashioned way.” 


“If you've ever longed to shop 
for—and buy—a car like folks did 
years ago, you'll like shopping the 
Cokertown way,” the ad said. “Back 
in 1910 the price was marked on 
every car. We've revived that old 
custom.” 


The ad also contained photos of 
Coker and his staff in old-fashioned 
clothes and the stiff poses of a 
bygone era. Music of the good old 
days, a free lunch, a free bicycle 
built for two and a display of 1903, 
1912 and 1913 autos also were ad- 
vertised. 

~ * 7 


‘Problem Solver’ 


pparcan MOTORS, Niagara 
Falls, N. Y., promoted its truck 
business with an institutional news- 
paper advertisement which featured 
a photo of its truck expert, John 
Jasper, under the caption, “Problem 
Solver.” 


Said ad copy: “John Jasper has 
become known for his ability to 
solve the problems of people who 
use trucks, He has been selling 
Ford trucks for seven years and 
his technical ability has been ac- 
quired from the sales of literally 
thousands of trucks. 


“John knows how to advise his 
customers as to which trucks to 
buy for the lowest initial costs and 


minimum operating costs. His ad- 
vice has been well appreciated— 
ask any one of his scores of repeat 
customers. 

“So if you are in the truck mar- 
ket, try John Jasper. You'll see 
why he has won the reputation in 
| his field as a problem solver.” 





The Distaff Side— 


Miss Showmanship and Miss Salesman- 
ship conducted Plymouth dealer sales 
meetings in a pre-Christmas promotion 
for the Greater Portland (Ore.) Plymouth 
Dealers Assn. “Women are the reason 
for many special new features on the 
‘59 Plymouth, such as swivel seats, and 
there's a special way to sell them," Alton 
Alexander, association president, said. 
The models are Lila Jackson and Mary 
Elien Rinehart. 


| Oldsmobile, 74; 


during the first 15 days of Decem- 
ber. 


Registrations totalled 961, an in- 
crease of nearly 10 percent over 
the last half of November and al- 
most 15 percent above the first half 
of December last year. 


Chevrolet, with 230 registrations 
in the first 15 days of December, 
forged ahead of Ford for the first 
time since the new-car selling 
season started. Ford had 246. 

Registrations of other makes: 
Buick, 63; Plym- 
outh, 56; Pontiac, 40; Rambler, 36; 
Dodge, 31; Mercury, 20; Cadillac, 
19; Studebaker, 14; Chrysler, 9; 
Renault, 9; Volkswagen, 9; Edsel, 
6; Goliath, 5; Triumph, 5; Lincoln, 
4; DeSoto, 3; Metropolitan, 3; Im- 
perial, 2; Willys, 1, and miscellane- 
ous, 26.—(Justin Henley.) 

7 > > 


Salt Lake City 


A total of 554 new cars and 130 
new trucks were registered in Salt 
Lake County (Salt Lake City) in 
November. 


New-car registrations were: Ford, 
151; Chevrolet, 60; Buick, 48; Plym- 
outh, 44; Oldsmobile, 32; Rambler, 
27; Dodge, 23; Mercury, 17; Pontiac, 
16; Studebaker, 12: DeSoto, 11; 
Chrysler, 9; Cadillac, 7; Edsel, 2; 
Imperial, 2; Lincoln, 1; Packard, 
1, and miscellaneous, 91. 

New-truck registrations were: 
Ford, 61; Chevrolet, 17; Interna- 
tional, 15; GMC, 12; Dodge, 6; 
Willys, 6; Mack, 4; Reo, 2; FWD, 
1, and miscellaneous, 6.—(Dan Val- 


entine.) 
= * - 


Cincinnati 


Motor-vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Dec. 15 showed some 
improvement over sales in the pre- 
vious week, with registration of 
1,462 units, compared with the sale 
of 1,416 vehicles in the week ended 
Dec. 11 and 1,340 in the like week 
of 1957. 


A total of 698 new cars and 40 
new trucks were registered, com- 
pared with 671 new cars and 42 
new trucks in the previous week. 

A total of 679 used cars and 45 
used trucks were sold during the 
week, as compared with 685 used 
cars and 28 used trucks a week 
earlier. 

Repossessions totalled 43 during 
the week, or nine more than in 
the previous week. A total of 83 
were repossessed in the like week 
of 1957.—(Frank Kappel.) 


Metro L-M Adds Edsel 
HOUSTON.—Metro Lincoln-Mer- 
cury, 1300 Louisiana St., has added 
Edsel, according to General Man- 
ager Hal Lockwood. 
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How one magazine 


can help you make more sales 
at less cost in 1959 


1958 was not a “setback year” for all business. 
Some products did better in their industry than 
others. 


Of the 156 companies that advertised in Reader’s 
Digest this year, many had sales or profit gains, 
some of them dramatic. They got more for their 
advertising dollars in the Digest than they could in 
any other major magazine. For the Digest delivers 
certain unique values that no other medium—print 
or electronic—can match. 


Here are a few important experiences 
reported by Digest advertisers this year: 


e DOVE, the new bath and toilet bar introduced 
by Lever Bros., redeemed more than 1,800,000 
coupons from a single advertisement in the Digest, 
characterized as the single best advertising response 
in all its experience. 


¢ KRAFT FOODS advertised a new product 
in the Digest and captured a major share of, and 
helped expand, the low-calorie salad dressing busi- 
ness—in the astonishing period of only three 
months. 


¢ FEDDERS-QUIGAN exceeded its introduc- 
tory objectives for its new Heat Pump because, in 
the words of its president, “people must expect in 
Reader’s Digest to learn of new, improved products 
and better services . . . [and] believe what they 
read in the magazines.” 


e THE TAPPAN CO., after advertising its 
electric ranges in the Digest, increased its sales to 
an all-time high—in the face of an industry-wide 
decline. 


Such specific experiences, and many, many others, 
have led advertisers to renew or expand their Digest 





schedules, almost without exception. And Reader's 
Digest will enter the new year with these achieve- 
ments for 1958: 


Advertising revenue: $21,257,521—up 18% 
over 1957! 


Advertising page volume: 603—up 8.1% 
over 1957! 


Four-color pages: 311¥%2—up 15.4%! 


These gains match the Digest’s own dynamic ac- 
ceptance by the American public. In 1958, the paid 
circulation reached the highest point in publishing 
history—12,177,496 average per issue—nearly 
twice the U.S. circulation of the next leading mag- 
azine. The newsstand sale averaged 1,763,363, 
highest by far of any general interest publication. 
And a new study by Alfred Politz Research, Inc., 
placed the total readers of a single issue of the 
Digest at 34,950,000, nearly 3,000,000 more than 
the previous comparable study two years earlier. 


What unique values does the advertiser 
receive in Reader’s Digest? 


1) The largest assured audience he can buy 
anywhere. It is larger than any other magazine, 
weekly, fortnightly or monthly; larger than any 
newspaper or newspaper supplement; larger than 
the average night-time, network television program. 


2) The largest quality audience he can find. 
The Digest has more readers in every income group 
than any other magazine. And the higher the in- 
come group, the greater the Digest’s share of the 
reading audience. 


3) Belief in what the magazine publishes. 
People have faith in Reader’s Digest, in its edi- 
torial and advertising columns alike. 


People have faith in... 


eaders Dige st 


Largest magazine circulation in the U. S. 


OVER 11,750,000 COPIES BOUGHT MONTHLY 


4) Discrimination in the advertising ac- 
cepted. The Digest, alone of the major advertising 
media, accepts no alcoholic beverages, no cigarettes 
or tobacco, no patent medicines—and for any prod- 
uct, it accepts only advertising that meets the 
highest standards of reliability. 


Advertisers in 1959 will have six important, addi- 
tional advantages in Reader’s Digest. Because of 
its progress in the printing and distribution of mag- 
azines, the Digest in 1958 created the following 
unique advertising benefits, fully available nowhere 
else: 


1. Bleed pages at no extra cost 


2. Two-color for the same price as black 
and white 


3. Four-color for only 13.1% more than 
black and white 


4. All advertising adjacent to Digest edi- 
torial material 


5. Half pages in the U.S. Edition 


6. Lower cost-per-thousand for four-color 
than any other major magazine 


The success of your 1959 advertising program may 
be heightened by using Reader’s Digest. In it, you 
will address the best market in America—intelli- 
gent, prosperous families whose enthusiasm for a 
product can inmsufe its success. You will appear 
before the biggest audience, assured in advance. 
You will associate in the Digest with some of the 
great growth companies in American industry. And 
you can do it for $2.91 per-thousand paid circula- 
tion, a remarkably economical, effective way of 
reaching .the best part of America. 
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AUTOMOTIVE NEWS, JANUARY 5, 1959 


Used-Car Auction Prices 


(Continued from Page 32) 


DeSOTO—’ 57 Firesweep Hardtop 2-dr., $1,- 
655* (ps). 

’56 Firedome Sportsman 2-dr., $1,200*; 
4-dr., $1,190* (ps). 

’55 Firedome Sportsman 2-dr., 
4-dr., $800*. 

"54 Firedome 4-dr., 

’53 Firedome 4-dr., $450*. 

'52 Custom (6) 4-dr,, $255°. 

DODGE— 57 Royal (8) Hardtop 4-dr., $1,- 
565° (ps), $1,465* (ps); Hardtop 2- 
dr. $1,405° 

"56 Royal (8) Hardtop 4-dr., 
Coronet (8) 4-dr., $665, $620. 
‘55 Royal (8) 4-dr., $500* (ps). 


EDSEL — ‘58 Corsair Hardtop 4-dr., 
600*; Ranger 4-dr., $1,545*; 
$1,505*. 

FORD—’'59 Fairlane (8) 500 Victoria 2-dr., 
$2,675*, $2,500°; 4-dr.. $2,565°*. 

"58 Fairlane (8) 500 Victoria 4-dr., $1,- 
875* (ps), $1,850*; Victoria 2-dr., $1,- 
800°, $1,775*; 4-dr., $1,785*, $1,750; 
Fairlane Victoria 2-dr., $1,750*; Cus- 
tom (8) 300 4-dr., $1,740*. 

’57 Fairlane (8) 500 Victoria 4-dr., $1,- 
575*, $1,550*; Victoria 2-dr., $1,565*, 
$1,545*, $1,500° $1,495*; 4-dr., $1,- 
500*, $1,480*°: country sedan (8), $1,- 
565* $1,540*; ranch wagon (8), $1,- 
405*. $1,200; Custom (8) 300 4-dr., 
$1,255*, $1,235°, $1,230*, $1,100, $1,- 
025. 

"56 Fairlane (8) 
$1,160*° $1,140*; 
090°, $1,075; country 
175°, $1,125*; Custom 
030. $1,000; Main (8) 
$875 

"55 Fairlane 
4-dr., $960* 
tom (8) 2-dr., 
country sedan (8), 

"54 Crest (8) Victoria 2-dr.. 
tom (8) 4-dr.. $655 

"53 Crest (8) Victoria 
tom (8) 4-dr.. $475 

IMPERIAL—'57 Southampton 4-dr., 
765° (ps) 

MERCURY- 
(ps) 

"57 Monterey 4-dr 
"56 Monterev Hardtop 4-dr., 
4-dr.. $1,200*. 

"55 Monterey 4-dr., 
4-dr.. $1,000*. 


WOULD YOU SPEND 
OLDSMOBILE—'58 (88) 
dr.. $2,475*° (ps) 
$29.75 "ST (88) Holiday 2-dr., $1,700*; 2-dr., 


$1,400, $1,355 
"56 (88) Holiday 4-dr.. $1,455° 
Holiday 2-dr., 


To Fill Your Showroom dr... $1,265°; (98) 


300° 
"55 (88) Holiday 4-dr., $1,265° (ps). 


and Lot with Live oon $1,075*; 4-dr., $1,155°*; 
"54 (88) 4-dr, $805° 
Prospects? 


$805* ; 


$675°. 


No bolts, no screws to fool with when $1,165*; 


changing your dealer's pilates on your 
demonstrators or used cars. 


LICENSE PLATE HOLDERS 
i bald thom Fredy i place for your demonetration 


$1,- 


te Wil Not Bounce or Slip Off 
*% Wil Not Scratch 


Rubber coated LIFETIME magnets attached to your plates 
will make them instantly movable, as well as keep them 
looking new all year 

Victoria 2-dr., $1,200°*, 
4-dr., $1,155°, 
sedan (8), 

(8) 4-dr.. 

2-dr., 


| set of 4 rabberised magnets with 
aMachments 


5 cot of 4 cach 


(8) 2-dr., $1 
$860; 2-dr., $900°; 
$875°; 4-dr 

$975*, $950*. 
$675°; 


Victoria 


QUANTITY PRICES ON REQUEST 2-dr., $505°; 


"58 Monterey 4-dr., 


Hardtop, $1,475* 
$1,215°; 


$1,025° ; 


(ps); 4- 
$1,- 


$1.- 
2-dr., 


PLYMOUTH—'57 Savoy (8) 4-dr., 
2-dr., $1,040°. 
"56 Belvedere (8) 
"55 Belvedere (8) 

(8) 4-dr., $785° 
"54 Belvedere (8) 
"53 Cranbrook (8) 
PONTIAC 
$1,565° (ps) 
"56 Star Chief Catalina 4-dr., 
(ps); Chieftain Catalina 2-dr., 
"55 Star Chief Catalina 2-dr., 
$1,050*: Safari, $1.160* (ps) 
MISCELLANEOUS—'59 Ford \%-ton pick- 
up, $1,700. 
"56 Ford \%-ton pickup. $800 
‘55 Ford %-ton pickup, $565. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Tuesday. Prices are for sale of Dec 
23. Volume of registrations were off con- 
siderably due to change from our regular 
day and Christmas holiday. Prices re- 
mained good and current average percent- 
age of sales was maintained. Sold 69 per- 
cent of 204 cars consigned. 
BUICK-—'58 Special Riviera 2-dr., 

(ps). 

"56 Svecial Riviera 2-dr., 
$1,000* (ps); RM 2-dr.. 
Century 2-dr.. $925°. 

"55 Special Riviera 2-dr., 
S850*: Super Riviera 2-dr., 

CHEVROLET—'58 Impala (8) 
965°. $1.885° (ps). 

"57 Bel Air (8) 4-dr.. $1,410*; Two-ten 
(®) 4-dr., $1,375; 2-dr., $1,100, $1,- 
045: Bel Air (6) 2-dr.. $1,110, 

"56 Two-ten (8) 2-dr., $865. 

"55 Two-ten (8) 2-dr., *$875*; 
(6) 2-dr.. $550. 

"54 Bel Air 4-dr., $760° 
(ps): 2-dr.. $575. $550°, 
One-fifty 2-dr.. $285; 4-dr., 

"53 Two-ten 2-dr.. $290; 4-dr., 

"52 Delnxe 2-dr., $140. 

: "51 Deluxe 4-dr., $160*; 
DeSOTO—' 57 Firesweep 4-dr., 

"55 Firedome 2-dr., $900*. 
DODGE—’'56 Royal (8) 2-dr., $940° (ps). 

"53 Meadowbrook (6) 4-dr., $225; Coro- 
net (6) 4-dr., $105. 

FORD—'59 Galaxie Hardtop, $2,725* (ps); 
2-dr., $1,825. 

"58 Country sedan (8), $2,050° 
Custom (8) 300 2-dr., $1,525°. 

"S7 Fairlane (8) 2-dr.. $1,495*; 4-dr., 
$1,475* (ps), $1,370*, $1,220° (ps); 
Country Squire (8) 4-dr., $1,300° (ps); 
ranch wagon (8) 2-dr., $1,275, $1,- 
080; Custom (8) 4-dr., $1,140°%; Cus- 

$1,100* ; 


4-dr., 
4-dr., 


$1.000° 


$815*; Savoy 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


4-dr., 
4-dr., 


$565° 
$355° 


$1.200° 
$1.060° 
$1,160°, 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


$2,000° 


$1,165° 
$1,250° 


(ps). 
(ps); 


S875° (ps), 
$850° (ps). 
2-dr., $1,- 


Is 100% 
Service Absorption 


Two-ten 


(ps), $525* 
$375* (ps); 
$150. 
$230. 


2-dr.. $145°. 
$1,700* (ps). 


The answer to 


Automobile 
Dealer” by 
Martin H. Bury. 
This valuable 
(ps) ; 


tom (6) 2-dr., $920. 
’56 Fairlane (8) Victoria 2-dr., 
country sedan (8) 2-dr., 
"54 Custom (8) ranch wagon, $635; 4- 
dr.. $560° (ps); 2-dr., $470. 
52 Grest (8) conv., $225; Main (6) sta- 
tion wagon, $210 
HUDSON—'54 ‘Hornet (6) 4- dr., $280*. 
"52 Pacemaker (6) 4-dr., $150*. 
IMPERIAL — ‘57 Southampton, $2,400° 
(ps), a 255* (ps). 
$1,510°. 
4-dr., 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


pags 


“enclose check covering books at 


—5T Montclair 4-dr., 
"56 eoiiser Hardtop, $1, 035; 
s 


$885*. 
"55 Monterey Hardtop, $550*. 
"53 Monterey 2-dr., $375*, $305. 
‘NASH—’'53 Ambassador 4-dr.. $110*. 
OLDSMOBILE — ’58 (88) Holiday 2-dr., 
$2,610*. 
"5S (98) Holiday 2-dr., $1,075* 
(88) Holiday .2-dr., $900*, 
$590* (ps); 


2-dr., $650°*. 
"34 (88), 2-dr., 
$550* (ps). 
53 (88). "oliday, $450°. 
"51 (88) 2-dr., $130°, 
PACKARD—'5S6 (400) Hardtop, $900* (ps). 


(ps); 
$720* (ps); 


(98) conv., 


| 
| 
| 
| 
| 
C.0.D., plus postage 
} 
| 
l 
| 
| 


seclinatanapmneiinmammeva 


2-dr., | 
| Had an extra good 





$2,000° 
| 


Montclair 


Super Holiday 4-| 


$1,155°*; | 


"ST Star_Chief Catalina 2-dr., | 





"52 4-dr., $250°, $115°*. 

PLYMOUTH — ‘53 Cranbrook 

$275. 

PONTIAC—’57 Star Chief 4-dr., $1,210*. 
"54 Chieftain (6) Catalina, $290° (ps). 
"52 Chieftain (6) 4-dr., $195*. 

RAMBLER—’52 Super (6) station wagon, 

$180. 

WILLYS—'46 Jeep 2-dr., $105. 

MISCELLANEOUS—'58 Chevrolet pickup, 

$935. 
"52 Dodge 2-dr, truck, $295. 
’51 Chevrolet 2-dr. truck, $260. 


VALDOSTA, GA. 


Hewitt Auto Auction, Sale every 
Prices are for sale of Dec, 26. 
day after Christmas 
Sold a good 


(6) 4-dr., 


Tom 
Friday. 


sale in spite of bad weather. 

percentage of cars here. 

BUICK—’55 Special 4-dr., $650° (ps). 

OADILLAC—'57 (62) coupe de Ville, 
890°, 

"56 (62) sedan de Ville, $2,190*. 

"55 (60) Special 4-dr., $1,750* (ps). 

CHEVROLET—'58 Biscayne (8) 4-dr., 
600*: Delray (8) 2-dr., $1,400. 

‘57 Bel Air (8) Hardtop 2-dr., 
Two-ten (8) Townsman, $1,340. 

"55 Bel Air (8) 4-dr., $840* 

"54 Two-ten 4-dr., $510*; 2-dr., 

‘51 Special 2-dr., $150. 

"41 4-dr., $500. 

DeSOTO—'57 Firesweep Sportsman 2-dr., 
$1,325°. 

FORD—'59 Fairlane 
dr., $2,540°. 

"58 Fairlane (8) 
$1,.750°; 4-dr.. 
wagon (8) 2-dr., 

‘57 Ranch wagon 
$1,090; Custom 
760 

"56 Custom 
Main (6) 

‘55 Fairlane (8) 

‘54 Custom (6) 

MERCURY—'57 
$1,360°. 
‘55 Monterey 4-dr., $675 
NASH—'56 Ambassador (8) 4-dr., $1,000. 
OLDSMOBILE—’'53 (88) 4-dr., $300° (ps). 
PONTIAC—'S4 Chieftain (6) 

'53 Chieftain (6) 4-dr., $175*. 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day. Prices are for sale of Dec, 26th. 
Weather was clear. Sold 80 percent of cars 
out of 144 consignments 
BUICK—’57 RM Hardtop, $1,460* 

"56 Century Hardtop, $1,190* 

‘54 Century Hardtop, $550*; 
dr., $495 

CADILLAC— 59 
$4,860* (ps) 

‘58 (62) Hardtop. $3,790* 
(ps), $3.710° (ps) 

"S57 (62) 4-dr.. $2,.860*° 
$2,825° (ps), $2,800° 
(ps). 

"55 (60) 

"S4 (62) 
de Ville, 

"50 (62) conv., 

"38 4-dr.. $275 
CHEVROLET 

700° (ps). 

"58 Impala 


$2,- 


$1,- 


$485. 


(8) 500 Victoria 2- 
500 Victoria 
$1,625° (ps); 
$1,600°. 

(8), $1,220, 
(6) business 


$1,170*, 


(6) 
2-dr., 


2-dr., 
(ps). 


Hardtop $695; 
$570° 
4-dr., $825, $740°. 
2-dr., $375, $350°. 
Monterey Phaeton 4-dr., 


(ps). 
(ps) 


(62) 4-dr., $5,050° (ps), 


(ps), $3,750° 


Hardtop, 
$1,015° 


(ps); 
(ps), 


4-dr., $1,750° (ps). 
Hardtop, $1,390° (ps); 
$1,160° (ps). 

$275°. 


coupe 


‘S59 Impala (8S) 4-dr., $2,- 
(8) conv., §2,105° 
Air (8) sedan, $1,940° 
$1,850°*; Hardtop, $1,780* 

‘S7 Bel Air (8) 
Hardtop. $1,610*; 
top, $1,550° (ps); 
Two-ten (8) 4-dr., 
(6) 2-dr., $995. 

"56 Bel Air (8) Hardtop, $1,310*, 
200°; 4-dr.. $940; Bel Air (6) 
$1,200°; One-fifty (6) 2-dr., 
Two-ten (6) 2-dr.. $815. 

"55 Two-ten (6) 4-dr.. $910*; 
(8) Hardtop, $895* 

"54 Bel Air Hardtop, $705. 

"51 Deluxe 4-dr.. $115*, $100°. 

"50 4-dr., $110. 

"49 2-dr., $135. 

CHRYSLER — ‘56 NY Hardtop, 
(ps); Windsor 4-dr.. $1,300° (ps). 
‘55 Windsor 4-dr., $1,000° (ps); ‘‘300" 

Hardtop, $985* 

"54 Windsor Hardtop, $565° (ps). 

DeSOTO—'57 Firedome Hardtop, $1,690*; 
Firesweep Hardtop, $1,575* (ps), us 
555° (ps). 

"55 Royal Hardtop, $790*. 
DODGE—'57 Coronet 4-dr., $1,290*. 

"56 Royal Hardtop, $1,275". 

'5S5 Royal Hardtop, $885*; 4-dr., $785°. 
EDSEL—'58 Pacer conv., $1,550°. 
FORD—'59. Galaxie (8) Hardtop, $2,685*; 

(8) station wagon, $2,375*; Fairlane 
(8) Hardtop, $2,210°. 

"58 Thunderbird 2-dr., 
Hardtop, $3,250* (ps); (8) Country 
Sedan station wagon, $2,000*° (ps); 
Fairlane (8) 2-dr., $1,700*. 

"57 Country Squire (8) station wagon, 
$1,705* (ps); Fairlane (8) Hardtop, 
$1.455* (ps); conv., $1,450°, $1,430° 
(ps), $1,395*; 4-dr., $1,200; Custom 
(8) 4-dr., $1,270*; 2-dr. $1,205*; Cus- 
tom (6) 2-dr., 2 at $900. 

"56 Custom (8) conv., $850; Main (8) 
2-dr., $840, $585, $550. 

"55 (8) station wagon, $1,000*; Custom 
(8) 4-dr., $785; 2-dr., $565. 


(ps); Bel 
(ps); 4-dr., 
(ps). 

station wagon, $1,650°; 
Bel Air (6) Hard- 
conv., $1,500° (ps); 
$1,480°; One-fifty 


$1,- 
4-dr., 
$840; 


Bel 


$1,140° 


$3,350° (ps); 


Atlanta, Ga. 
Renault—'58 Dauphine 4-dr., $995. 


Birmingham, Ala. 
Renault—’58 Dauphine 4-dr., $965, 


Buffalo 


Hiliman—’'52 4-dr., $255. 


Manheim, Pa. 
Austin-Healey—'56 roadster, $1,245. 
Fiat—’'58 4-dr., $1,095. 

Hiliman Minx—’'58 4-dr., $1,350. 


2-dr., | 
ranch 


coupe, | 


2-dr., $355°. | 





| 


| 
$1,400°; 


| PONTIAC—'57 


| 
| 


| 
! 
| 


| CHEVROLET 


Special 2- 





’54 Custom (6) 2-dr., ; Main 
(6) 2-dr., $315. 
*53 2-dr., $385*, $370. 
"50 2-dr., $195. 
IMPERIAL—’58 Hardtop, $2,990* 
56 Hardtop, $1,700* (ps). 


LINCOLN—’56 Premiere Hardtop, 
(ps). 
MERCURY — '58 Montclair 4-dr., $1,900* 
(ps); Monterey Hardtop, $1,870. 
’57 Montclair Hardtop, $1,620* 
$1,550* (ps). 
’56 Montclair Hardtop,’ $1,120*. 
’55 Monterey Hardtop, $960*, $500. 
'54 station wagon, $670*; Monterey 4- 
r., $525*. 
’53 Monterey 4-dr., $280*. 
NASH—'56 Statesman (6) 4-dr., 


OLDSMOBILE—'59 Super (88) conv., 

475* (ps). 

"58 (88) 4-dr., $2,330*° (ps). 

’56 (88) Hardtop, $1,285*° (ps), 
(ps). 

"55 Super (88) 
4-dr., $925* 

"54 (88) 4-dr., 


$335*, $300 
Model Breakdown 
Of Auction Averages 


Dec., Nov., Oct., 
1958 1958 1958 


(ps). 


$1,560°| Model 


$2,416 
1,566 
1,122 
851 
553 
354 
242 
180 


$ 879 $ 911 


—!S 


(ps), 


1952 

1951. 
Overall 
Average $1,142 


$840. 
$3,- 


$1,275* 


Hardtop, $1,075* 
(ps). 
$900* (ps); Super (88) | 
4-dr., $900* (ps); conv., $740* (ps). FORD—’58 Custom (8) 300 4-dr., $1,675*; 
‘53 Super (88) Hardtop, $325*. Custom (8) 2-dr., $1,175, $1,125 
"52 (88) Hardtop, $320*. '57 Fairlane (8) 500 4-dr., $1,460* (ps); 


PLYMOUTH — ‘59 Suburban (8) station quav., AS 9: Se, ‘Seta 
wagon, $2,425*; Savoy (6) 2-dr., $1,- 4-dr., $1,375°; 2-dr., $1,150°; Custom 
935°. ° : r = (8) 4-dr., $1,300* (ps), $1,030°; 2-dr,, 

’57 Suburban station wagon, $1,560*; $1,165, $1,150, $990; Custom (6) 2-dr., 


Belvedere Hardtop, $1,500°*. _ $650. ; mn 
'56 Savoy 2-dr., $850; Suburban station 56 Country sedan » 
wagon, $790. Fairlane (8) conv., 


"Se vec - (ps); 4-dr., $950*°; Custom 
“ge08; ae $575.” $950*, $650; 2-dr., $900°, $665°*, 
‘54 Suburban station wagon, $255. ‘55 Country Squire (8), $1,100°; ne 
"53 Suburban Hardtop, $255 lane (8) 2-dr., $765; | conv., $585°; 
'51 Savoy station wagon, $300. | Fairlane (6) 4-dr., $670*; 2-dr., $500 ; 
. Star Chief Hardtop, $1,- Custom (8) 4-dr. $645*, $390; 2-dr., 
; $470; Main (8) 2-dr., $535. 
54 Custom (8) 4-dr., $685*, $600*, 
$475°; 2-dr., $500; country sedan (5), 
RAMBLER—'59 Rebel Custom 4-dr., $2,- $680°; Crest (8) Victoria 2-dr., $545°. 
435° (ps). D ‘53 Custom (8) 4-dr., $415*, $375; 2-dr., 
‘58 station wagon, $2,100°; 4-dr., 2 at $365, $305; Main (8) 2-dr., $305 . 
$1,800*, $1.350*. '52 Crest (8) Victoria 2-dr., $375*; Cus- 
"57 4-dr., $1,220. tom (8) 2-dr., $255 
‘56 Super 4-dr 700 51 Custom (8) 2-dr., 


'55 Cross Country station wagon, $910*. "50 Deluxe (8) 2-dr., 


"49 (8) 2-dr., $120. 
DALLAS 


HUDSON—'52 Hornet (6) 

ANCOLN—'’S4 Capri 4-dr., 

Big ‘“‘D"’ Auto Auction, Inc. Sale every mete ein . adet ma 

Tuesday. Prices are for sale of Dec. 23. MERCURY— 57 anes” 

BUICK—’58 Special 2-dr., $1,810°*. clair 4-dr., $1,600 
‘57 Special Riviera 2-dr., $1,440°. 


4-dr., €1,500° (ps); 
"56 Century 4-dr., $1,100° (ps); Special 


$1,235° 
4-dr., $910°*. ‘56 Montclair 4-dr., 
"55 Century 


rey 2-dr.. $875* 
$835* (ps) 


‘55 Monterey 2-dr., $675* 
'S3 Super 2-dr., $265* (ps); 4-dr., $170*. '54 Monterey Sun Valley, $675°*. 
CADILLAC—'56 Eldorado conv., 


$2.545° "53 a eer og 5 
(ps); (62) cou de Ville, $2,185° top 2-dr., ye; adr... ; 
inebs sedan de Ville, $1,965* (ps). $375*; Custom 2-dr., $400°*. 
"54 (62) coupe de Ville, $1,600° (ps). OLDSMOBILE—'57 (88) Super 4-dr., 
"51 (75), $550° (ps) 715* (ps); (98) 4-dr., $1,700° 
"48 (62) sedan de Ville, $225* (88) 4-dr., $1,550*° 
‘58 Impala (8) Hardtop 2- "56 (88) Super Holiday 
dr.. $2,185 (ps) $1,890; 2-dr., $2,015° (ps). 
(ps), $1,875*; Brookwood (8), $1,930; "55 (88) 
Bel Air (8) 4-dr $1,850°, $1,765°*, (ps); 
$1,700; Bel Air (6) 4-dr., $1,745*; ‘54 (88) 2-dr., $520° 
Yeoman (8), $1,775*; Biscayne (8) 4- "53 (98) 4-dr. $350°. 
dr.. 2 at $1,750°, $1,740°, $1,700°;| PLYMOUTH—’'57 Savoy (8) 
Delray (8) 4-dr., $1,230° (ps). Plaza (8) 4-dr.. $840; 
"S7 Bel Air (8) 4-dr., $1,545° (ps), $1,- dr., $725 
460° $1,450° (ps); Hardtop 2-dr., "56 Belvedere (8) 4-dr., 
$1,475*; 2-dr.. $1,405*; Two-ten (8) (6) 4-dr., $565. 
4-dr.. $1,355°, $1,345*, $1,300, $1,290, ‘SS Plaza (6) 4-dr., $550. 
$1,275, $1.130°; 2-dr., $1,270°*, $1,150, | PONTIAO — ‘57 Chieftain 
$1,120*, $1,005; Two-ten (6) 2-dr., $1,280° 
$1,060, $1,040 


"56 Star 
"56 Bel Air (8) 4-dr., $1,125° (ps);/ (ps): Chieftain 4-dr., $705*. 
Two-ten (8) Townsman, $1,120; 2-dr.,| ‘55 Chieftain (8) 2-dr., $455. 
$885*, $850°; Bel Air (6) Hardtop ‘54 Chieftain Catalina 2-dr., 
2-dr $1,060; 4-dr.. $895°; Two-ten dr., $535° (ps); 2-dr., $470°. 
(6) 4-dr., $775, $710; 2-dr., $770. 


'S2 Chieftaim 4-dr., $260°. 
'S5 Bel Air (8) 2-dr.. $1,040°; 4-dr.,| MISCELLANEOUS — ‘58 Chevrolet 
$890°, $865°, $840°; Bel Air (6) 2-dr., 


pickup, $1,195. 
$910; 4-dr., $790; Two-ten (8) Delray. ‘ST Ford %-ton pickup, $960; 
$855, $710; Hardtop 2-dr., $730: Two- tional %-ton pickup, $775. 
ten (6) 4-dr., $575. 'S6 Ford %-ton pickup, $480, 2 at $465. 
"54 Bel Air 2-dr. $450°. "55 


Chevrolet \%-ton pickup, $780. 

"S53 Bel Air 4-dr., $415; Hardtop, $220°. ‘S54 Chevrolet %-ton pickup, $365. 

"S51 Deluxe conv., $270; Special 2-dr., 'S3 Chevrolet %-ton pickup, $285. 
$150*, $115*. 


"52 Chevrolet %-ton pickup, $410; pick- 
"50 Special 4-dr., $140. up, $160. 
CHRYSLER—" 54 NY 4-dr., pickup, $350. 


(ps); 4 
- DODGE—’'57 Coronet (8) $1,465*, 


'50 2-dr., $135. 


conv., 


$1,145*, $980*; 
$1,020°. $s85* 
(8) 4-dr., 
$595. 
Fair- 


$725; Savoy 2-dr., 


385° (ps) 
"55 Star Chief Hardtop, $790*, 
"54 Star Chief 4-dr., $425*. 


$525°. 
$145, $125. 


sedan, $225 
$500° (ps) 
$1,770*; Mont- 
(ps); Hardtop 
Monterey 4-dr., 
Monte- 


$925° (ps); 


Riviera 2-dr.. $905° (ps),/ 


Hard- 
4-dr., 


$1,- 
)ps); 





2-dr., $1,190° 


Super 4-dr., $975* $925° 


Holiday 4-dr., $870* 


(ps), 
(ps). 


4-dr., 
Plaza 


$1,150; 
(6) 2- 


$795°; Plaza 


2-dr., $1,445*, 


Chief Catalina 4-dr., $1,135* 





$445; 4- 


\% -ton 


Interna- 


$485°. "51 Chevrolet %-ton 


California Wholesalers Elect— 


Newly elected officers and directors of the California Automotive Wholesalers’ Assn. 
are, from left, top row: Robert Cloney, Eureka, director; Earl Crawford, Ei Monte, 
director; A. J. Ayers, counsel; Joseph Erman, Hayward, first vice-president; A. Gien 
Gaffney, historian, and Wallace Giyer, Sacramento, director. Second row: Directors 
Thomas Sutton, Pomona; Robert Wright, Pasadena; Judson Holland, Burlingame, ond 
Leslie Wyre, Highland Park. Third row: Directors S$. B. Sturtevant, Van Nuys; Eugene 
Asher, Redding; Leonard Gibson, Inglewood, and James Shattuck, San Diego; George 
Graveline, Beverly Hills, treasurer, and Clifford West, South Gate, director. Bottom 
row: James Hamilton, manager; P. T.-Johnston, Los Angeles, second vice-president; 
A. E. Zimmerman, Modesto, director; Kenneth Hickman, Fresno, director; Fred Dutt- 
weiler, San Francisco, director, and Rollin McBurney, West Los Angeles, president. 
Officers not pictured include Directors Dewey Dunn, San Diego; Al Eddings, Hawthorne; 
Roy Guthridge, Eureka; William Walter, Stockton; George Wagner, Vallejo, ond 
Robert Wooten, Berkeley, secretary. 
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566 Dealer Law on Trial . 
Hearing Today Starts 
Test of ‘Good Faith’ 


(Continued from Page 3) 


the company cannot obtain con- 
tractual obligations from dealers. 
” * + 


EGAL findings in several past 
eases, including that of Kuhl 
Motor Co. vs. Ford in Wisconsin, 
were cited by the Kelly brief in 
reply to the Chrysler assertion on 
freedom to contract. 
Chrysler contended that the good- 
faith law “is not a proper exercise 
of Congress’ power to regulate 


interstate commerce.” One basis} 


given for this opinion by the com- 
pany was that the public interest 
is not served by the statute—only 
members of a single class. 
Pointing to the economic reces- 
sion of last year as evidence of 
the auto industry’s effect on the 
blic welfare, Capizzi argued: 
“The public is entitled to regu- 
lations of manufacturers and 
dealers which will protect them 


against the evils which Me 


result from the unrestrained un- 
equal bargaining powers which 
exist between manufacturers and 
dealers.” 

Chrysler also asserted that the 


law was “unconstitutionally ambig- | 


uous, vague, uncertain and indefi- 
nite.” Another Chrysler argument 
was that it represented an “uncon- 
stitutional delegation of Congres- 
sional power.” 

> 


. * 


CHRYSLER suggestion that an| 


administrative body should 
have been delegated to adjust 
factory-dealer grievances, rather 
than the courts, drew this retort 
from Capizzi: 
“Lawyers have long complained 
of the usurpation of judicial func- 


$100 Buyer Bond” 
Puts Unwary Pitt 
Dealers on Spot 


PITTSBURGH—A “notarized 
buyers bond” system is being of- 
fered to unsuspecting dealers at a 
cost of $250, the Better Business 
Bureau reported. 

Under the scheme a $100 “reward” 
is paid to any customer who can 
prove that a competitive dealer of- 
fered him a lower selling price, the 
bureau said. 

The bureau suggested that deal- 
ems would have only two alterna- 
tives if competitors connive with 
customers to offer lower bids, then 
send them back to dealers offering 
such “bonds” to collect their $100. 
The bureau said the dealers 
could: 

Raise their prices $100 to protect 
themselves against such plots, thus 
forcing customers to pay their own 
“reward.” 


Lower their prices to get under) 


the competitive bids and thus avoid 
paying the “reward.” 

If they selected the first alterna- 
tive, the bureau said, the dealers 
Would be undersold so consistently 
that more dealers would be sending 
More customers to collect more “re- 
Wards.” 

Dealers choosing the second al- 
ternative soon might find their 
profit margins approaching or even 
@xeeeding the vanishing point, the 
bureau said. 


Willys Receives 


New Army Order 


TOLEDO.—A contract to build 
four more prototype XM443E1 %- 
ton convertible cargo-personnel 
Carriers has been awarded by the 
Army’s Cleveland Ordnance Dis- 


trict to Willys. 


S.-W. Connelly, director of gov- 
fmment sales for Willys, said the 
four lightweight tactical vehicles 
Would be delivered in March. Two 
afe for evaluation tests by the 

y and the other two for the 

ne Corps, he said. The Army 
Previously had ordered one of the 
Vehicles for evaluation tests. 

The vehicle is a further develop- 
Ment of the M274 Mechanical Mule, 
& %-ton platform-type weapons 
farrier now being produced by 
Willys. for the Army and Marines. 


tions by administrative bodies, 
which through lack of legal train- 
ing and operating in the absence of 
the restrictions imposed by rules of 
evidence, are not competent to ren- 
der pronouncements affecting legal 
rights. 

“Yet, defendants concede, in their 
brief, that the Act ‘might be con- 
stitutional’ if Congress had dele- 
gated its administration to a non- 
judicial body.” 

Industry observers recalled that 
creation of a new agency to 
supervise factory-dealer relations, 
in the manner of the FCC or ICC, 
was not considered seriously 
during the hearings on the good- 
faith bill. Senators and congress- 
men tended to accept the dealer 
position that the courts were 
better equipped to adjudicate 


law mandating them to do so. 
Chrysler also challenged the 
good-faith law on the ground that 
+itfails to give a factory equal 
remedies against dealers. 
= = = 


C= a Supreme Court ruling 
to the effect that this is not a 
| valid argument against a new law, 
Capizzi observed that “Congress 
was well aware of the fact that 
‘coerced’ or ‘intimidated’ 
| dealer.” 

| The position that the good-faith 
|law is unconstitutional also has 
| been taken by Chrysler in a Cali- 
| fornia suit, McLaren vs. Chrysler. 
The constitutionality assault in that 
case was in the form of a pleading, 
instead of a dismissal motion which 
requires faster action by the as- 
signed judge. 

The Department of Justice de- 
clined a request by Judge Freeman 
to take a position on the good-faith 
law’s constitutionality in the Kelly 
proceeding. It was indicated that 
the department may enter the case 
at a later date. 


by the 


chairman of the NADA business 
management committee, will wield 
the gavel at the morning business 
session at 9:30 in the Grand Ball- 
room. 
“What About Car and Truck 
Leasing?” will be the topic of a 


| panel featuring James Mulgrew, 


Euclid Ford Co., Cleveland; Ken- 
neth Glaser, Lend Lease Transpor- 
tation Co., Minneapolis; Sam Lee, 
Lee Fleet Management, Inc., Cleve- 
land, and Carl Fribley, NADA di- 
rector, Norwich, N. Y. 

Chairman at the afternoon ses- 
sion at 2:30 will be Walter B. 
Cooper, Fort Collins, Colo., head of 
NADA’s advertising ethics commit- 
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A Dealer Promotion— 


interest in 1959 models. 


Chevrolets completed the procession. 


First Since 54... 








| WASHINGTON.—The Bureau of 
|the Census has made public a list 
|of inquiries to be submitted to pro- 
| prietors of retail establishments in 
| gathering data for the 1958 Census 
|of Business. 

Advance publication of the 
| questions is expected to be of par- 
ticular interest to accountants, 
| who will compile statistical in- 
formation needed to furnish an- 
swers for the retailers they serv- 
| fee. 
| The census will be conducted 
|early this year to cover retail oper- 
ations during 1958. Forms will be 
mailed this month to all retail firms 
who employed paid personnel last 
year. 


tained from income-tax returns. 


Information collected will present 
|a picture of the progress of retail 
trade in the U. S. since 1954, when 
the last similar census was con- 
ducted. 


For the census, 23 forms have 
been prepared. There are two 





NADA Reveals Program 
For Chicago Convention 


(Continued from Page 6) 


tor, Inc. (Chevrolet), Beaver Falls, 
Pa., chairman of the NADA truck 
committee. 

The panel will include Jack Weed, 
Automotive News truck editor; a 
Dodge truck center operator, a 
Ford heavy-duty truck dealer and 
a body and equipment distributor. 

Officers for 1959 will be intro- 
duced by Chaffin at the closing ses- 
sion at 2:30. 

The Rev. Laurence H. Hall, 
pastor of St. Paul’s Episcopal 
Church, Cleveland, will talk on 
“Humor—A Business Asset.” 

The final event will be “The 
NADA Revue” at 8:40 p.m. in the 





tee. 


Two executives of the News- 
paper Publishers Assn. will be 
featured in a dramatic presenta- 
tion: “How Do You Make Your 
Advertising Help Earn a Profit 
for You?” 

They are Edward A. Falasca, 
Bureau of Advertising promotion 
director, and Roland Postel, Bureau 
automotive manager. 

The annual convention dance will 
be held at 9 p.m. in the Grand Ball- 


room. 
Wednesday, Feb. 4 


L. GALLES JR., incoming 
* NADA president, will be chair- 
man of the morning session start- 
ing at 9:30. 
“What About Used-Car Mer- 
chandising in 19597” will be dis- 


This will be followed by a panel 
discussion on “What About Truck 
Merchandising in 1959?” The mod- 


erator will be Ed Sahli, Sahli Mo- 


have three cars. 


Medinah Temple. The show will 
star Dinah Shore and Pat Boone, 
through the courtesy of Chevrolet. 


Philadelphia Area 
Sees 64,000 Sales 


PHILADELPHIA, — Approxi- 
mately 64,000 families in Delaware 
Valley plan to buy new automobiles 
within six months, according to 
initial findings of the Continuing 
Study of ‘Buying Expectations, a 
survey being made by Sindlinger 
& Co., Inc. for. the Philadelphia 
Inquirer. 

Findings of the first day-to-day 
interviewing, completed during 
August, September and October, 
are available to manufacturers and 
their advertising agencies. 

A companion survey, the Contin- 
uing Study of Product Use, dis- 
closed that there are about 1,182,000 
Delaware Valley households with 
automobiles. Of these, an estimated 
956,000 are one-car households; 
192,000 have two cars, and 29,000 


Automobile dealers in Virginia's Londoun County are going allovt to promote | 





Data for business with no) 
|paid employes in 1958 will be ob-| 






















| 


One dealer; Brock Chevrolet, Leesburg, dramatized its new | 
|models by sending this horse and mule caravan through Leesburg. Several 1959 | 


| Retail Census Ready | 


grievances but needed a clearcut | 


versions of each—one for single- | 
unit companies and the other for 
multi-unit firms. 

Sample copies may be obtained 
from the Bureau of the Census, 
Information Office, Washington 25, | 
D. C. 


Checkup Station Suspended 
ROCHESTER, N. Y.—The State 


| Motor Vehicle Bureau suspended 


the inspection certificate of Dia- 
mond T of Rochester, Inc., for “at 
least one year” after a hearing) 
officer found “various and many)| 
irregularities in the conduct of the | 
inspections and the station itself.” | 
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| |Repairmen Rip 


Doctors, Lawyers 


As Racketeers 


PHILADELPHIA. — Local auto- 
mobile repairmen charged with 
helping defraud insurance firms by 
doctoring accident claims, hurled 
some charges of their own against 
motorists as well as men in other 
professions. 

The Delaware Valley Auto Body 
Assn. accused doctors, lawyers and 
insurance company representatives 
as well as other professional men 
of aiding motorists in pressing 
fraudulent claims. 

District Attorney Victor H. 
Blanc, in revealing some results of 
an insurance racket investigation, 
said auto repair men were involved 
in fraud by inflating bills for legiti- 
mate repairs or by putting damaged 
parts into undamaged cars to back 
claims for damages that had never 
occurred. 

Three men associated with a local 
garage have been arrested as a re- 
sult of the probe and are awaiting 
action by the grand jury. 

Richard S. Robinson, head of the 


| auto repair group, said his associa- 


tion would discipline its own mem- 


|bers if they are found guilty, but 


added that he could not control 
those who are not members. 


The association accused lawyers 
“who aid clients in developing 


| fraudulent claims by supplying ap- 


parently legal foundations upon 


| which to have such claims;” doc- 
| tors who “trump up nonexistent ills, 


injuries and incapacities claimed to 
have been the result of accidents” 
and insurance company representa- 
tives who “refer auto repair busi- 
ness only to firms who pay under- 
the-counter bonuses or who demand 
kickbacks for approving fraudulent 
claims.” 
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Full Length 72" 


‘Cost 


Co. 


NOW THE BEST LUGGAGE CARRIER COSTS 
YOU LESS—BECAUSE WE PAY THE FREIGHT 


Check These Prices Against Other All tiuten Carriers 
Platform. Half Length 48" 
Your Total 


We also supply wood Grain Decals for Fords, Mercurys 


IRON GASTING 









ALL ALUMINUM— 
no zinc or white 
metal. Installed in 
@ half hour, Ship- 
ped 5% assem- 
bied. Returnable 
on sight — Guaran- 
teed two years. 
Shipped immedi- 
ately via Railway 
Express, 


Platform. 


$490 
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The Man Behind the Wheel .. . 


Sales Testing the New Models 


(Continued from Page 6) 


tread is wider and rear four-link 
suspension has been improved. 


A new cross member of modified 
Z section has been added to the 
frame to maintain stiffness and 
stability between new side mem- 
bers. 


* = s 


Steering Ratio Increased 


OMFORT and efficiency also are 

improved by an increased steer- 

ing ratio which reduces steering 

effort under all conditions, with or 
without power steering. 

The steering gear itself is 
bolted to the left front frame 
member near the radiator instead 
of back on the firewall. This re- 
quires a longer steering shaft 
and this has been accomplished 
by the addition of a second uni- 
versal joint. 

With power steering, changes 
have been made which reduce nor- 
mal friction in the entire assembly 
and the amount of effort required 


on power steering has been sub-! turbines, They do the work, and|}, 
stantially reduced without losing|the second turbine has been given| 


the feel of the road. 

Chevrolet has made its brakes 
bigger, with effective lining area 
increased from 157 to 183.8 square 
inches. To get the larger braking 
surface which reduces the pressure 


per square inch required for stop-| 


ping, the brake drums and shoes 
were widened. 

Less pressure causes less heat 
and less heat reduces fading, and 
in order to make sure that the heat 


and other components also have 
been improved. 

The new air compressor is more 
rigidly mounted, cam-ground pis- 
tons make its operation more quiet 
and a new cylinder head, with new 
valve ports, muffles the transfer of 
compressed air. 

Compressor working load is re- 
| duced by lowering the supercharg- 
ing pressures from last year’s 25 
to 15 pounds per square inch, New 
belt design and less belt load in- 


crease belt life indefinitely, 
* * * 


Turboglide Also Improved 


eo test Impala was equipped 
with the improved Turboglide, 
Fe transmission in the Chevrolet 
line. 
One of the new improvements 
| is the increase in the capacity 
of the transmission to stand 
| abuse. It operates more quietly 
than last year, and certainly will 
| have an increased life and greater 
freedom from service needs, 
Basic components are the three 


a five-spoke hub center replacing 
a three-spoke wheel. Former cone- 
| clutch designs in the transmission 
| have been replaced with the more 
| efficient, longer-lasting multiple- 
|disk clutches. Some of the shafts 
and bearings have been beefed up. 
While the cone clutch and the 
| multiple disk probably have equal 
holding capacity, the multiple disk 
dissipates heat more rapidly from 
| repeated engagements. 


is even throughout the lining, the}; This excellent transmission 
lining is grooved through the/ makes no use of automatic clutches 
center. Lining area is 27 percent|/ when in forward drive so that 


greater, to 199.5 square inches, but| where the car is used most, the| 


the groove reduces this to effective 
or useable surface of 183.8 square 
inches. _ 

> 


Brakes Run Cooler 


ness operate cooler, too, be- 
cause of new short spoke disk 
wheels which replace the previous 
full circle type. Now each wheel has 
approximately seven square inches 
of ventilation area, and air can 
now flow from under the car over 
the innermost part of the brake 
drum and out through the wheel. 
All drums have cooling flanges. 
Accessory wheel-trim disks feature 
slots which preserve this cooling 
feature. 

All this means that brakes will 
last much longer between relin- 
ings. They will operate more effi- 
ciently for a longer time because 
they cannot be readily burnt up 
even by hot-rod drivers. They are 
inherently safer because these are 
the most sensitive and quickest- 
acting brakes you've ever seen. 


Chevrolet also has designed a 
power-brake system that uses the 
regular brake pedal and hydraulic 
master cylinder—a system that can 
be readily installed or removed by 
the dealer’s service department at 
minimum cost. 

Those who read our article on 
the 1958 Chevrolet test will remem- 
ber that it concerned the then new 
air suspension. We were definitely 
for it then and we are doubly for 
it now because Chevrolet has ac- 
complished so many wonders with 
this type of suspension that it is 
certain to grow in popularity. 

” 


Level-Air Vastly Improved 
Caractst has done plenty to 

improve Level-Air, and evi- 
dently in the right places. This 
improvement has been accom- 
plished by reducing the air-spring 
rates 40 percent in front and 15 
percent in the rear. 

In the space of the suspension 
travel (the plain up and down) 
the softer rates occur at design 


one inch above and below design 


height. 

Outside of this softer area, which 
is where almost 90 percent of driv- 
ing occurs, the rebound rate stif- 
fens. This means that when the 
going gets rougher than normal, the 
automatic air starts pushing harder 

the movement. 
of this much improved air- 
suspension ride is due to the chas- 
sis changes, but bellows, pistons 


least use and wear occurs on many 
parts. New clutches 
smoother operation. 

> > > 


| Engine More Economical 


vos Impala sport sedan was 
powered with the 283 cubic-inch 
| V-8 with four-barrel carburetor, 
rated at 250 h. p. 

Dozens of changes and refine- 
|; ments have resulted in increased 


New Chevy Feature— 


This new engine-mounted air compressor 
for Chevrolet's 1959 Level-Air suspension 
system has a cam-ground piston, precision 
fitted for noise-free operation and long 
life. More flexible belts have less stretch 
and longer life. 


permit | 


economy. Idling has been im- 
proved by changing the vacuum 
spark advance by connecting the 
tube to the intake manifold in- 
stead of carburetor body. This 
promotes more efficient combus- 
tion and reduces heat from pro- 
longer idling. 


Oil sealing at rear main bearing 
has been improved by changing to 
a seal of molded rubber reinforced 
by a carbon steel ring, which pro- 
vides better sealing, better quality 
control in production. 

But most of all, as far as the 
owner is concerned, it has provided 
a substantial reduction in service 
cost in the event of replacement 
from normal wear by a design 


pulling the engine. 


In former designs, the engine had | 
|to be removed for installation of| 
the top half. This is a valuable 
contribution to reduced service} 
costs, 


While oil consumption has always 
| been above reproach, this engine 
as been further improved with! 
|newly developed but fully tested | 
| valve-stem seals, They insure| 
| against excessive oil consumption | 
| by eliminating the possibility of 
lubricating oil being drawn into the 
intake manifold and combustion 
chamber during the intake stroke. 
> . > 


Other Gains Cited 


PROBABLY more important than | 

the oil saved is the guard 
|}against building up undesirable 
combustion chamber deposits of 
carbon. These seals also prevent! 
dilution of the fuel-air mixture. 

The new Posi-Traction rear 
axle affords a new type of trac- 
tion which almost eliminates the 
slipping wheel. It is certain to 
become as popular as automatic 
transmissions. 

There are dozens of other 
changes, such as new zinc-coated 
mufflers for longer life, new radia- 
tor design—lower and wider—a 40| 
percent increase in frontal area, | 
new high-strength, low-stretch fan | 
belts, new acrylic lacquer finish on | 
all models, new heavier-reinforced 
and insulated hood panel, new 
hood hinges that are more durable 
and better acting with a toggle 
link, improved electrical system| 
with new generator circuits, new/| 
location of voltage regulator on| 
radiator cross section, new battery 
location in right front corner and 
changed to cross position so all} 
cells are in a transverse line. | 

Servicing of the electrical sys- 
tem is much easier, much faster | 
and more economical with a 
simplified battery-charging cir- 
cuit which is separate from the 
generator-to-load circuit. Igni- 
tion-switch wiring has been sim- 
plified with the use of a single 
four-way connector at the back 
of switch which replaces one 
three-way and three one-way 
connectors. 

Dealers and salesmen have been 
given much to tell the customer 
about in the all-new 1959 Chevrolet 
with more new improvements 
slanted to the welfare of the owner 
and his pocketbook. 











a& ves?/ 


Roomier Engine Compartment— 
The 1959 Chevrolet provides more room for the engine and accessories in a wider 


engine compartment. 


The battery is mounted transversely in the right-front corner, 


Most service checking can be done from one position in front of the radiator. On the 
which permits insertion without|"i9ht side of the firewall is the new power-brake system, which uses the regular 


master cylinder and can be removed or 


installed in minutes by a dealer. 


Auto Chiefs Exude Hope... 


Marked Upturn in Canada 


(Continued from Page 6) 


of the very favorable acceptance 
tendered our 1959 models, and the 
healthy state of our 1958 model 
carryover, we look forward to an 
exceptionally good year in General 
Motors of Canada.” 

Ron W. Todgham, president of 
Chrysler Corp. of Canada, said: 

“We expect substantial im- 
provement in the 1959 economic 
climate, including an auto 
dustry sales increase of 5 to 10 | 
percent. 

“The economic recovery began | 
about mid-1958 and the stock mar-| 





while new car sales are up 15 per- 
cent. The real test comes when 
models are readily available, (2) 
| Unknown governmental monetary 
policy. The degree of recovery 
|} anticipated does not justify either 
drastic tax increases or renewed 
tight reins on money.” he added. 

H. J. L. Suffield, managing di- 
|rector, British Motor Corp. of 
North America, said: 

“I believe we can look forward 
to the next 12 months with con- 
fidence. There are healthy indi- 
cations that the year will be one 


ket and construction industry have | 
| since recovered to 1956 boom-year 


peaks. 

“The D.B.S. index of industrial 
production shows recovery of 
nearly half the decline in physical 
volume and further evidence of 
expansion appears in an improved 
G.N.P., in checks cashed, in a sus- 


| tained level of retail trade, higher 


employment, diminished fear of 
layoffs, fatter pay checks, lower 
consumer debt and increased sav- 
ings. 

“Two additional auto-industry 
factors appear: A continuing 
trend toward two-car families; 
an increasing number of older 
cars on the road,” Todgham said. 
“Two factors make appraisal 

difficult: (1) There is doubt how 
rising incomes will be spent. Dur- 
ables, including autos, lagged dur- 
ing the recession. Early indicators 
show auto stocks down 40 percent 


NASCAR Opens Races 
To Jags and T-Birds 


DAYTONA BEACH, Fia.— 
Four-passenger Ford Thunder- 
birds, both 1958 and 1959 models, 
now meet NASCAR production 
specifications and are eligible for 
NASCAR competition, said Bill 
France, NASCAR president. 

The 34 Jaguar also was made 
eligible for NASCAR interna- 
tional competition in 1959. 





Economy Turns Soft in Some Areas 


(Continued from Page 1) 
ing plans further as 1958 pro- 
gressed. 


Faced with excess capacity, many 
firms have adopted a “wait-and- 
see” attitude on investment plans 
for 1959. At present, they plan to 
reduce capital spending in the new 
year to a total which would be 14 
percent below the estimated 1958 


total. 
New York 


es nation’s money market was 
moving along smoothly toward 
the end of 1958, the New York FRB 
reported. 

“Funds flowed smoothly 
through the money and capital 
markets during November, in an 
atmosphere of ready availability 
of credit to satisfy seasonal busi- 
ness and Treasury borrowing 
needs,” the bank said. 

The bank said the Federal Re- 
serve System was acting to give 
the money market “a steady tone” 


to meet the usual heavy demand for 
credit for yearend business plus the 
unusual demands of the Treasury’s 
financing and refinancing opera- 


tions. 
Philadelphia 


ANUFACTURERS in the Phil- 

adelphia area also are planning 
another reduction in capital spend- 
ing in the new year. 

Investments in 1958 were cut 
20 percent below 1957, Producers 
plan to cut spending in 1959 
another 14 percent below the 1958 
figure. 


The Philadelphia bank reported 
that industrial production and coal 
mining in the district were still 
running behind the 1957 rate in late 
1958 while department store sales 
were ahead of the year-earlier 


figure. 
Richmond 


HE Richmond FRB reports that 
“recovery continues to be re- 


flected in the overall measures of 
district economic activity.” 

Gains were reported in employ- 
mept and man-hours worked. 
With textile mills stepping up 
production, the “market news 
gives promise of further gains.” 

However, the bank reported that 
coal production fell off and there 
was a reduction in construction 
contract awards and department 
store sales, 


Deep South 


MPLOYMENT in on the up- 

swing in Deep South, according 
to the Atlanta FRB. The employ- 
ment picture is somewhat different 
from state to state through the 
district. 

There was a sharp increase in 
jobs in Florida to new record 
highs but there was no further 
increase in late fall. The pickup 
in jobs in Georgia after the bot- 

(Continued on Page 43, Col. 4) 


of recovery with the labor- 
employment situation looking 
particularly good. 


“It will be a year in which con- 
|sumer spending will remain on a 
| high level. 
| “With increasing competition 
|leading to uniformly high stand- 
ards, I feel the merit of the prod- 
uct itself will influence purchasers. 
For this reason I look forward with 
confidence to the New Year.” 

Gordon E. Grundy, president of 
Studebaker-Packard of Canada, 
wrote: 

“The year 1959 promises to be 
a good year for business in gen- 
eral, and automobile sales in 
particular. Our economy is again 
pulling ahead and most indica- 
tors, such as retail sales, building, 
and profits, are vigorous, al- 
though there are still a few soft 
spots. 

“One of these is unemployment. 
The unabsorbed increase in the 
labor force, added to the normal 
shifting of people between jobs, will 
again be aggravated by the usual 
winter unemployment. This may be 
a damper on consumer spending. 

“The problem of inflation, too, 
remains unsolved,” Grundy said. 
“Many industries have priced 





themselves out of their export mar- 
kets; others have lost home mar- 
kets to foreign competition, The 
auto industry, for instance, has 
already lost over 20 percent of the 
Canadian market to foreign low- 
wage economies. 

“Auto manufacturers are con- 
cerned, too, about a rumored in- 
crease in excise taxes,” he added. 
“This, when combined with the in- 
equitable import regulations based 
on low valuation for duty and tax 
purposes, would encourage even 
more imports. 

“However, I do believe that we 
can look forward with some con- 
fidence. Next year could even be 
a banner one if inflationary wage 
increases and excessive taxation 
can be forestalled.” 

Normand H. Bell, president of 
White Motor Co. of Canada, said: 

“Our company is looking for @ 

moderate increase in business in 

1959 and a proportionate increase 

in profits. 

“Apart from the general upswing 
in the country’s economy and the 
continuation of the major road- 
building program now under way, 
there are special situations con- 
tributing to the increased sa!es 
forecast. 

“Increased labor and materials 
costs, however, will militate against 
the profit picture somewhat,” Bell 
added. 
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Romney Sees Small-Car Boom . . . 


AMC, Ford Forecast 
6 Million ’59 Sales 


(Continued from Page 1) 


need and want smart, functional 
and more modern transportation, 
the greatest growth by far will be 
in the small and compact car areas. 

“In our judgment, the market for 
gmall and compact cars should be 
one million vehicles or more in 
1959, as compared to approximately 
600,000 in 1958. 

“Total sales of U.S.-built and 
imported passenger cars should 
be more than 6 million, barring 
three things: (1) crippling | 
strikes, particularly in the plants 
of key suppliers such as steel or 
rubber; (2) excessive monetary 
and credit control as a substitute 
for needed action on the funda- 
mental causes of the wage-price 
spiral, or (3) adverse interna- | 
tional developments. | 





“As for American Motors itself, G 


we expect sales of the compact 
Rambler and of the small Metro- 
politan to account for about 6 per- 
cent of the total passenger car) 


passenger comfort and reflects the 
growing consumer demand for a 
more restrained, tasteful appear- 


ance, 


The new Galaxie series—which 
has been available for a month 
—already is accounting for one- 
third of current Ford sales, 
Wright said. He added that Jan- 
uary production schedules are 
being increased 15 percent over 
the previous plan. 


Wright said Ford dealers ended | 


the year by selling more 1959 cars 


| than any other make in the indus-| 
|try even though dealer stocks at} 


the end of the year were somewhat 
lower than those of its principal 
competition, according to Ford di- 
vision estimates. 
> > = 

EORGE HOEBER, a Chicago 
marketing consultant, said the 
auto industry should sell more 
than 6.5 million cars in 1959 and 
that production should be above 





tern” 
sales. 


and a 15-percent boost in 


= > = 
Confidence, Optimism 
. E APPROACH 1959 with con- 
fidence and with tempered 
optimism,” said John E. Martin, 
president of Dana Corp., just before 
the end of 1958. 

He said public reception to the 
1959 model cars had been “most 
encouraging” and that the sales of 
his firm were on the upswing. 
Higher sales for vehicle producers 
will increase the sales of Dana, he 
said. 

Edward G, Budd jr., president 
of Budd Co., said, “On the basis 
of public acceptance of the new 
models to date, I think that auto- 
mobile sales will be improved in 
1959, which should have a stim- 
ulating effect on the entire econ- 
omy.” 

Budd said that his company’s 
automotive division was able to 
show a profit in 1958 despite the 
drop in volume, “The high accept- 
ance of the new four-passenger 
Ford Thunderbird and the Rambler 
line of American Motors” was cred- 
ited with making the profit possible. 


* * + 


pPRanAseD production of new)! 

cars and trucks plus a strong! 
demand for replacement tires| 
should combine to give the rubber | 


industry its best sales year in his- 


business and about 36 percent of that figure, due to inventory re-| tory in 1959, according to Harvey 


the small and compact market, 
during the calendar year.” 

Hitchings statement included 
these comments: 

“New-car sales in 1959 are likely 
to return close to the 1957 level of} 
6 million (including imports) after | 
a sharp drop to 4.6 million in 1958.| 


* * * 


ESE sharp changes in the) 

auto market reflected general 
business recession and recovery at 
a time when consumers were ade-| 
quately stocked with cars in the} 
younger-age groups. 

“New-car purchases represent a 
sizable financial commitment which | 
can be postponed for at least a 
year or more. When general busi- 
ness improves, those who postponed 
buying during the recession add to 
the normal turnover in subsequent 
years. 

“This normal development was 
masked in the recessions of 1948- 
#@ and 1953-54 by a less adequate 
comsumer stock of cars. At the 
beginning of 1949, there were only 
8% million cars in the 0-6-year 
age group and 8 million in the 
78 year group. These are the 
age classifications so important 
te new-car demand. 

By the start of 1954, the 0-6 year 
group had grown to 28.5 million, 
and the 7-9 year category had de-| 
clined to 4.5 million, respectively. | 
There was still some unsatisfied 
demand at that level of ownership, 
however, as demonstrated by the 
subsequent climb to more than 32 
Million and nearly 13 million, re- 
spectively, by the beginning of 1958. | 

+ * - 


A Substantial Lever 


“4 LTHOUGH this large stock of 
younger-age cars acts as a 


i 





drag when business declines, it 
provides a substantial lever for high 
turnover demand when general 
business improves. Sales of about 
58 million new cars in 1959 will be 
Tequired merely to maintain the 
current stock of cars in the 0-6 
year age group. 

“The supply of cars in the 7-9 
year group will remain virtually 
unchanged as the number mov- 
ing into this age category will 
about equal the number scrapped 
or moving into the 10-year class. 
There is every reason to expect 
that consumers will at least 
Maintain their car ownership 
Status during 1959 under the 
Stimulus of a rising economy. 
“General business is likely to im- 
Prove further in 1959, but the rate 
of increase will be slower.” 

* *” * 

ASED on dealer orders for the 
first quarter, Ford division pre- 
its dealers would sell 200,000 
to 400,000 more cars in 1959 than 
they sold last year. This would 
Tepresent an increase in sales of as 

Much as a billion dollars. 

J. O. Wright, division general 
Manager, said the increase is due 
to four major factors: A stronger 
Rational economy, a more optimis- 

consumer outlook, a markedly 


Styling which provides for greater 


building. 
Admitting that he was being 


rise in disposable income plus 
ear purchases by those who had 
deferred buying in 1958 would 
swell the total of auto sales in 
the new year. 

The Society of the Plastics In- 
dustry said sales of reinforced 
plastics increased by 10 percent in 
1958 over the 1957 total. For the 
year ahead, the society looks for a 
return to the “historic growth pat- 


3-Wheeled Trucks 
From Japan Due 


In U.S. in Spring 


NEW YORK. — Feeling that the 
three-wheeled trucks that perform 
so well on the hilly roads of Japan 





could do an equally good job in| 


this country, Jack Steinberg has 
formed Tri-Wheel Trucks to im- 
port the offerings of Mitsubishi 
Corp. 

Steinberg has been appointed sole 
distributor for North and South 
America. Early this spring, he will 
bring two models to the U. S—a 
12-horsepower Pony and a 35- 
horsepower Mitsubishi Mustang. 

The Pony is a half-ton model 
with a carrying capacity of 1,000 
pounds, while the Mustang is rated 
at one ton and has a carrying ca- 
pacity of 6,000 pounds. Steinberg 
said port-of-entry prices will be 
$995 for the Pony and $1,800 for 


| the Mustang. 


Arthur Huber, formerly of Simca, 
has been appointed general man- 
ager of Tri-Wheel trucks. Present 
plans call for about 12 U. S. dis- 
tributors, three for Canada and one 
for each Central and South Ameri- 
can country. The trucks will be 
brought into both the East and 
West coasts, and Steinberg hopes 
to sell them through 1,200 dealers. 


| 


“a little bullish,” Hoeber said a | 


S. Firestone jr., chairman of Fire-| 
stone Tire & Rubber Co. 
After a “tremendous” final quar-| 
|ter in 1958, William O'Neil, presi- 
| dent of General Tire & Rubber Co., 
jis another executive who expects | 
| 1959 to be a good year. 
| The recession brought the pe- 


troleum industry a number of 
problems in 1958 and, in addition, 
a number of gains, according to 
Frank M. Porter, president of 
the American Petroleum Institute. 
While domestic demand for oil 
| products continued to gain in 1958, 
| total demand fell off due to de- 
cline in the demand for oil exports. 
Surpluses of oil that harassed the 
industry in the early part of 1958 
were worked off, for the most part, 
| by the end of the year, Porter said. 


> * > 


‘Better Year for Steel’ 


E J. HANLEY, president of Alle- 
* gheny Ludlum Steel Corp., 
sees 1959 as a “better year for 
steel,” particularly the stainless and 
specialty steels in which his com- 
| pany specializes. 

President Frank L. Magee of 
Aluminum Co. of America pre- 
dicted the upward trend of alu- 
minum consumption since the 1958 
first-quarter low will continue in 
1959, and that shipments to con- 
sumers in the new year will exceed 
1958 totals by better than 10 per- 
cent. 
| Magee said that during 1958 the 
company and the industry as a 
whole were encouraged by the ap- 
parent increase in use of aluminum 
per unit of durable goods produced. 
Growing applications for the metal 
in such fields as autos and building 
construction offset to some degree 
the sharply reduced output of 
many aluminum-consuming dur- 
ables during the 1957-58 recession. 

Increased profits in 1959 were 
predicted for U. S. corporations by 
National Securities and Research 
Corp. Listed among the big gainers 
were producers of cars, trucks, 
tires and accessories. 











3-Wheeled Trucks for U. $.— 


Jack Steinberg, right, and H. Simura, general manager of the small-car and truck 

ter automobile market and the) division of Japan's Mitsubishi Corp., discuss the agreement which gives Steinberg 
increasing public preference for) exclusive distribution in North and South America for Mitsubishi three-wheeled trucks. 
the 1959 Ford and its functional| Behind them is a Mitsubishi Mustang, one of the models to be imported by Stein- 


berg's firm, Tri-Wheel Trucks. 








| been increasing in Mississippi, the 
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Washington Show Committee— 
Members of the show committee for the 30th annual National Capital Area Auto 





Show are, second from left, Norman F. Wearne, Chairman Joseph B. Paul ‘and 
M. Claude Jenkins. Standing: Manager Mike Murphy, Bernard Mills and Erle R. Kirby. 


|‘Softness Mars Recovery 
In Some FRB Areas 


(Continued from Page 42) 


tom of the recession has been 
more modest with the total still 
below the record high. 

While the number of jobs has 


gains have been smaller and slower 
in arriving in Alabama and Geor- 
gia. There has been little recent 
change in employment in Louisi- 


ana, 
Cleveland 


A= being among the hardest- 
hit areas during the recession, 
the Cleveland district is reporting 
some gains for industry. Electric 
production in the immediate Cleve- 
land area set records in the last 
weeks of 1958. 

Steel production in the Cleve- 
land-Lorain district has been in- 
creasing as part of what the 
Cleveland FRB calls “a mild im- 
provement” in business conditions. 


Cash receipts of farmers of the 
district for the growing season just 
closed showed a moderate rise. The 
increase “was considerably less” 
than the national boost in farm 
income, the bank said. 


Chicago 





HERE are indications that the 

nation’s farmers will not have 
it so good in 1959, the Chicago FRB 
feels. 

Several factors combined to boost 
farm income in 1958, These in- 
cluded good growing weather, 
weather damage to some crops 
which increased the prices of the 
amounts of those crops which were 
produced, high livestock prices, in- 
creased food expenditures and in- 
creased Government payments to 
farmers. 


On the positive side for 1959, 
farmers can look for a continued 
buildup of cattle herds and a 
continuation of subnormal citrus 
production to maintain prices on 
beef and fruit. Continued high 
demand for food should benefit 
farmers. 

On the other hand, farm income 
may be depressed by increased mar- 
ketings of hogs and any adverse 
turn in the weather. In addition, 
the future of Government payments 
to farmers is not clear. 

The bank says the Agriculture 
Department’s preliminary estimate 
of farm income in 1959 is for a 
drop of from 5 to 10 percent from 
the 1958 total. 


Upper Midwest 
TH mining industry remains the 
chief soft spot in the economy 
of the Upper Midwest, the Minne- 
apolis FRB reported. 

The first industry to feel the 
effects of the recession, the min- 
ing industry is one of the slowest 
to recover. Reduced demand for 
metals, high stocks and imports 





Tyrex Prices Rise 


PHILADELPHIA, — American 
Viscose Corp. has announced price 
increases on Tyrex tire yarn and 
cord. The new prices for the yarn 
and fabric are: 1100 denier, 66 and 
78 cents, respectively; 1650 denier, 
60 and 68% cents, respectively. The 
old prices were: 1100 denier, 63 and 
75 cents, respectively; 1650 ‘denier, 
58 and 66% cents, respectively. 


have all acted to reduce opera- 
tions in the iron ore and copper 
mines, 

While the copper industry has 
been showing some signs of life 
lately, the iron ore mines are not 
expected to have any big gains 
until ore can be shipped down the 
Great Lakes next spring. 


St. Louis 


‘7 St. Louis FRB reports that 
industrial activity in its district 
is showing substantial gains. 

Auto production ended 1958 at 
a brisk pace, steel production 
went up to 95 percent of capacity 
in the St. Louis area and the 
distilleries in Louisville were op- 
erating at their seasonal peaks. 

The pickup in jobs is running 
behind the recovery in industrial 
activity. While gains in employ- 
ment totals have run at about the 
national average, the bank said the 
number employed remains well 
below the prerecession totals. 


Kansas City 


fbn prospects of the sheep-rais- 
ing industry were discussed in 
the most recent bulletin from the 
Kansas City FRB. 

After years of contraction, the 
sheep herds of the nation are 
now expanding a bit. While 
sheep-raising is a minor farm 
activity nationally, it is impor- 
tant in the Kansas City district 
which produces one-fourth of all 
sheep in the U. S. 

The bank said that prospects for 
sheep raising in the immediate 
future are fairly good, Pastures 
and ranges are in much better 
shape after the end of the long 
drought in the Plains States, feed 
costs are lower, and Government 
benefits for wool producing have 
been increased. 


Southwest 


yas FRB in Dallas has begun 
publication of a series of sta- 
tistics which reflects business ac- 
tivity in Texas. 

The series shows that industrial 
and mineral production in the state 
did not drop as much during the 
recession as they did in the entire 
country and the recovery is being 
made at a more rapid pace, 

The Texas production index 
dropped 13.9 percent from the 
prerecession peak to the bottom 
of the dip and had recovered by 

114 percent by the end of Sep- 
tember. 

The national production index 
dipped 14.3 percent from the peak 
to the bottom of the recession and 
had recovered by 8.7 percent by 
the end of the third quarter. 


Far West 

yas business activity con- 

tinues .to quicken in the Far 
West, there are “indications of 
lesser momentum in some of the 
sectors that have contributed heav- 
ily to the recovery from the cyclical 
low,” the San Francisco FRB re- 
ported. 

Unemployment remains a prob- 
lem in the area and the “con- 
struction boomlet” is beginning 
to ease, 

The bank also noted that business 
loans had fallen behind the 1957 
total, ‘ 
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Buick Schedules 
TV Sales Parley 


FLINT.—Some 10,000 Buick deal- 
ers and salesmen in 31 cities will 
attend a closed-circuit telecast 
Wednesday (Jan. 7) as the division 
kicks off its sales campaign for the 
new year. 

General Manager Edward T. 
Ragsdale and General Sales Man- 
ager Edward C. Kennard will key- 
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note the two-hour program which 
will consist of alternating live tele- 
casts and live tie-in sales sessions 
in each of the 31 cities. 


The show will originate in New 
York with some segments picked 
up from St, Louis, Cleveland and 
Los Angeles. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 





FORD—GM—CHRYSLER 


LOW - LOW PRICES ON TOP QUALITY 


_Oll — — 





REPLACES 


Walker R-C-36 
Ford 7-HA 


6731-A LINCOLN 


Fram CH6PL 
AC PF-210 
Puro P-48 
Ford BA- 
6731-A 
|AC P-115 $-6| 
Fram C-21 | 
F-21 | 
Puro P-5S1 
| PD-51 
|Walker RC-37 
Fram a 
CH-105RP 
AC P127 
Pure P-125 
Fram 
CH-106RP 
AC PF-122 
| Puro P.124 
AC C316 
| Fram C-134 
| Pure P-70 | D 
P-700 
Walker RC-62 
| MoPar 
1312602 
1610435 
| Fram 
| CH-192RP 
AC PF-319 
| Pure P-82 
MoPor 
676575 


AC PF-131 
RC-94 








| PONTIAC 





AC PF-141 
ic-99 


CAR APPLICATION | 


FORD TRUCK V-8 110 .... 
et Truck 6 cyl. 


Head. 
roan Truck All .... 
MERCURY All . 


y'. 
| MERCURY All 


BUICK Mod 50-70 
CADILLAC ............. 
CHEVROLET 

OLDS (except Rocket) .... 


BUICK 40 Series 
| BUICK All 


BUICK All V-8 
BUICK ............. 


CHRYSLER V-8 
CHRYSLER 8 cyl. 
CHRYSLER 6 cyl. 
DE SOTO V-8 Early 


List 
Price 


"46-53 





OLDS Rocket Engine ...... 
a tiiiccctscneieanne 
ODGE 


WILLYS Universal deep .. | 
PLYM 6 cyl. or Pwrfite.. 





ce ‘57-58 
.. 57-58 
‘57-58 





Slocum 6-8501 








WEST 


COAST & ROCKY MT. AREA 


AUTOMOBILE DEALERS 
AND DISTRIBUTORS! 


We are letting out Exclusive Franchises for the Exciting 


WARIS ORG 


<r 1688 
A Tremendous Success 
in the East... Now 


Going National . . . Get 
On The Bandwagon! 


slightly higher in the 
west & southwest 


Here is the completely different imported car! Built by 
one of Germany’s largest manufacturers since 1898. 
7 models engineered for economy, safety, comfort and 


performance ... 


it’s low and racy, yet large enough 


(164”" long) and heavy enough (2,221 Ibs) for complete 
comfort, roadworthiness, ease of parking and turning. 
35 MPG, 80 MPH, front wheel drive, engine has only 
7 moving parts. Our principals will be in Los Angeles 
during January for interviews. Write NOW ahd we will 


set up an appointment. 


WARTBURG OF AMERICA, INC. 
Write: c/o Hotel Beverly Wilshire, Los Angeles, Col. 
Home Office: 5401 p= Png Brooklyn 4, N.Y. 


Minority Pleads for Free Market... 


Protests Dim Area-Security Hope 


(Continued from Page 1) 


including some ADSA leaders, 
voted to restrict his authority. 
Under the NADA territory-secur- 
ity bill, penalties would be imposed 
on cross-sellers (dealers who sell 


-| vehicles outside their assigned ter- 


ritories). The ADSA plan and an 
old NADA proposal, both of which 
have been declared illegal by the 
Justice Department, would have 
paid dealers bonuses for selling in- 
side their geographical areas. 

* * *~ 


Freedom to Shop 


HOPPERS would be free to op- 

erate as they pleased, were the 
NADA bill to become law. A dis- 
satisfied shopper buying a new car 
outside his neighborhood or com- 
munity would force the “infringing” 
dealer to pay a penalty of about 5 
percent to the purchaser’s local 
dealer. 

“This would help dealers in 
single-town areas,” said an influ- | 
ential Eastern dealer, “but hurt | 
dealers in multiple areas—and| 
would be costly to police.” 

“It wouldn’t improve business 
conditions except for improving 
the already too high profits en- 
| joyed by fringe dealers in com- 
| parison with multiple dealers in 
the cities,” declared a West Coast | 
Chevrolet dealer. 

“I depend largely on out-of-town 
|customers and feel that many 
small-town dealers will have their 
doors closed should such an un- 
| constitutional law be passed,” said 

G. C. Hankins jr. (Chevrolet), 
| Raleigh, Miss., in a letter to AuTo-| 
| MoTive News. Hankin proposed that 
|anti-security dealers organize a 
| Congressional lobby. 

On the other hand, advocates of 
| territory security express convic- 
| tions that a restoration of territory 
| security would improve business 
conditions and customer relations. | 
} * + * 

PRO-SECURITY letter writer | 
| was A. L. Rose (Oldsmobile- 

Cadillac), Tiffin, O. Rose declared | 
| that every dealer is entitled to get | 
the established price on a new car} 
“so that his profit is what the! 
|manufacturer believes he should 
| have to justify his investment and | 
| efforts to operate a dealership.” 

Rose wrote Lowell E. Jackson, 
a Dodge-Plymouth dealer in Lowell, 
Mich., whose arguments against 
territory security were published 
jin the Dec. 15 issue of AUTOMOTIVE 
News. 

“I want territory security,” 
Rose said, “so that my sons and 
I, with many valued employes, 
will only be limited in our efforts 
by our own abilities. This will 
never be realized as long as you 


| 








against each other for less.” 

Other advocates of territory se- 
curity made the following com- 
ments: 

“May help to eliminate suicide 
competition and gimmick selling, 
which would protect good sales 
efforts.” 

“Public would become more qual- 
ity and warranty-conscious.” 

* +e ~~ 


Boost for Profits? 


oe prevent cross-selling 
and selling at wholesale.” 
“Step up profits.” 
“Would mean a man can get his 
car serviced where he buys it.” 
“Stop bootlegging, aid in solv- 





ing cross-selling and assist in re- 
cruiting better sales personnel.” 

“Keep the stimulator dealer at 
home.” 

“Would contribute toward reali- 
zation of a quality dealer program, 
help dealer maintain a better serv- 
ice department and tend to hold 
down number of sales outlets in 
any given area.” 

“Increase profits for all dealers 
and help stabilize the industry.” 

“Concentrate a dealer’s efforts in 
his own territory.” 

“Reduce shopping.” 

+ * 


yw Western dealers opposed 
territory protection for varying 
reasons. 

“The individual dealer should 
protect his own territory and if he 
is doing the right kind of a job, his 
customers will not want to £° any- 
where else,” wrote Martin E. Kem- 
merle (Ford), Gardnerville, ‘Nev. 

Declared another Western 
dealer: “We don’t, need it, Each 


dealer should sell at a profit and 
let the customer buy where he 
wants to.” 

The texts of letters received in 
answer to the anti-territory-missive 
from Michigan Dealer Jackson fol- 
low: 

* * a 


Pro-Territory Security 


Dear Mr. Jackson: 

I read your letter that was di- 
rected to Rep. Gerald R. Ford jr., 
of Michigan, in this week’s issue of 
AvuToMoTive News, 
opinions against territory security. 
I want territory security and my 
reasons are many. 

I started in this business in a 
small town in 1922 when it was 
really competitive because of so 


| many more different makes of cars, | 


not competition between dealers 
selling the same make automobile 
in neighboring towns as it is today. 


I have operated under territory 


security and definitely know of its| 


advantages to me as a franchised 
dealer. My town is 22,500 popula- 
tion, my nearest big city dealer is 
55 miles from my dealership but my 
nearest small town dealer is only 13 
miles away. He, like myself, would 


| rather sell his cars at home. 


I believe in hometown loyalty 
to the extent that payrolls should 
be spent where they originate. 
You and I both know of these 
advantages to our own commu- 
nity. We also both know that we 
can undersell a “big city dealer” 
with our lower operating ex- 
penses. In my opinion there is 
too much of this done, which 
demoralizes good business rela- 
tionships for every dealer. 

I, too, believe that no citizen of 
our great country should be told 
where he has to purchase anything. 
This responsibility should be placed 
on the seller and he should be 
penalized if he should sell an auto- 
mobile outside his designated sales 
area. 

Today we have an established 
sales price for each automobile and 
leach dealer is entitled to get that 
price so that his profit is what the 
manufacturer believes he should 


have to justify his investment and/| 


efforts to operate a dealership. As 


long as a dealer is placed in the! 
position that he definitely knows) 
that some other dealer will sell it} 
for less, he will believe that he has| 


to do it, too. The Dec. 8 AvTomorive 
News stated on the front page that 
an average of 400 dealers per 
month quit business in 1958. Why 


Ford Continues 


Field Program 


and I are attempting to sell | 


On Fleet Safety 


DEARBORN.—Ford division has 
announced plans to continue for 
another year its fleet safety train- 
ing program, which is designed to 
assist trucking companies in cutting 
accident costs by helping drivers 
upgrade their driving skills. 

The program has been sponsored 
by Ford division’s truck marketing 
department since mid-1957. Safety 
directors from more than 300 truck- 
ing companies—representing owner- 
ship of about 250,000 trucks—have 
participated in five-day training 
courses conducted in 11 key cities. 

“Based on the acceptance of the 
program by truck operators, we 
have decided to offer the courses 
in other major transportation cen- 
ters in 1959,” J. O. Wright, Ford 
division general manager, said. 

The first coure of the new year 
begins today (Jan. 5) at New Or- 
leans. Subsequent courses are 
scheduled for Jacksonville, Fla.; 
Atlanta; Indianapolis, and St. Paul, 
early in the year. 

In 1958, courses were conducted 
at San Francisco, Los Angeles, Dal- 
las, Houston, Oklahoma City, Pitts- 
burgh, Boston and Philadelphia. 


Deadline Nears 
In Brand Contest 


NEW YORK.— The 1ith annual 
“Brand Name retailer-of-the-year” 
competition, which honors each 
year merchants in 26 retail classifi- 
cations, will close Jan. 10. Entries 
must be postmarked prior to mid- 
night of that day. 


stating your| 


| wonderful 


did most of them quit? We know 
that answer. It is: 

They could no longer make a 
profit by selling for less than some 
other dealer, For the last hat, pair 
of shoes, suit of clothes, utility bill, 
pound of meat, telephone call, 
newspaper and many more things 
we purchased, we paid the estab- 
lished price and we did not ask 
that they take anything in trade 
whereby there would be an element 
of loss. 

= = = 
I TOO, have my life savings in- 

§ vested in my business and two 
sons that have chosen 
this business for their life efforts, 
In the past three years I, too, have 
lost thousands of dollars that had 
been earned in previous years from 
this business. I love it and never 
want to “retire.” It has been very 
good to me. 

I want territory security so that 
my sons and I, with many valued 
employes, will only be limited in 
our efforts by our own abilities. 
This will never be realized as long 
as you and I are attempting to sell 
against each other for less. 

When we get territory secur- 

ity and a woman or anyone else 
has a wreck in your area that 
could be our customer in our 

sales area and they choose to 
buy a new car from you so they 
may continue their trip, just 
make a collect telephone call to 
me and I assure you that you 
won't have to pay me a commis- 

sion that I did not earn, and I 
believe that the highest percent- 
age of the automobile dealers in 
our nation will do the same thing. 

I have found most dealers in my 

life to be pretty wonderful 
“guys.” 

When we get territory security 
let’s you and I not start dreaming 
up ways to “beat it” by false reg- 
istrations, substitutions, etc., as it 
can be so written that the penalty 
would not make it worthwhile. 

When we get territory security 
you and I and all other dealers will 
be in a position to take much bet- 
ter care of “Joe Doakes,” our cus- 
tomer because our monthly finan- 
cial report will show more “black” 
than “red.” 

> > > 
wa we get territory security, 
that “big city dealer” will also 
take good care of his customers, as 
he won't have to fear that you and 
I with our “peanut” overhead will 
take him away. 

When we get territory security, 
if John Q does not want to do 
business with you and me he will not 
be forced to do so. But I will bet 
Aunt Ellen’s “muff” or Uncle Ezra’s 
“spats” that when he learns what 


|more we will be willing to do for 


him, you can’t drive him away. 
In the past several years, I have 
(€ ‘ontinued on Page 46, Col. 1) 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 






































Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
Jan. 3, Week, Dec. 27, Output, Dec. 31, Dee. 31, 
1959 1958* 1958* December 1957* 1958 
AMER. MOTORS ** ...... 6,000 2,599 5,865 30,513 114,084 216,261 
Rambler ........cccceceeeeee 6,000 2,599 5,865 30,513 109,178 216,261 
CHRYSLER CORP. .... 12,125 7,632 10,881 40,354 1,222,338 580,685 
CMT ysler on... cece cceeeeceees 1,200 898 1,127 4,040 118,733 49,580 
Imperial  .................. 350 283 351 2,040 37,946 13,691 
POCO... secccrccecrssecccesrees 875 41 871 2,555 117,747 36,386 
BIBEZC  o.sccccsccccscscsecseecvoees 2,700 674 2,525 6,984 292,386 114,060 
PHMOUEN 200. eee eeeeees 7,000 5,736 6,007 24,735 655,526 366,968 
FORD MOTOR*** ........ 25,365 23,415 28,536 172,926 1,889,710 1,218,695 
| re 1,107 315 1,365 7,824 54,607 26,574 
TEENIE svceseesnseecossvscscssevensesee 20,578 19,464 22,523 139,326 1,522,406 1,037,760 
BRROONM « ....0cccccccreccroveeseees 627 687 633 3,611 37,426 25,872 
BNOUEY — cvcccecccccscvccccccsese 3,053 2,947 4,015 22,165 274,827 128,489 
GENERAL MOTORS .. 48,650 44,007 57,408 333,454 2,816,433 2,168,696 
TEE spesesceseescscsecessecs 6,405 5,593 6,712 43,988 407,271 257,325 
RED — ccecccccscceccccsecscces 2,350 2,714 2,380 17,114 153,236 125,348 
Chovrolet. ....................... 26,100 24,333 33,956 187,763 1,522,537 1,255,289 | 
Oldsmobile _ .................. 6,895 5,999 7424 45,474 390,091 310,652 
SEED — cocexscessesssceveveseonce 6,400 5,368 6,436 39,115 343,298 220,082) 
SEDEE ©. cevceveecencomnenese 3,109 24 2,217 14,017 72,889 
Packard basinseuee os nésoueunive an 5,495 1,745 
Studebaker 3,109 24 2217 14,017 67,394 55,245 
Total Cars, U. S. ...... 95,249 77,677 104,907 591,264 6,115,454 ed 
"Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To Te 
Jan. 3, Week, Dec. 27, Output, Dee. 31, Dee. 31, 
1959 1958* 1968* December 1957* 1958 
CHEVROLET 6,300 3,867 6,293 38,365 351,738 278,678 
DIAMOND T ................. 90 63 130 638 5,845 5,918 
SEED “cocerecevenenosccseqnenesees 49 oo as . 209 2,809 2,794 
DODGE 700 ecmereess 732 6,889 76,601 58,470 
FORD . 4,540 4,311 4,166 26,297 337,126 242,588) 
GMC . —_ none 937 1,315 7,169 69,526 61,569 
INTERNATIONAL. ...... .......... 2,034 sornnaes es 121,775 79,604 
MAG? ........ 300 269 276 1,341 17,683 14,229 
STUDEBAKER 240 — 288 1,527 9,374 10,528 
WHITE*** 240 198 236 1,685 18,775 17,374 
ERIE sotens 840 1,710 9,262 68,295 90,817 
MISCELLANEOUS** 52 55 52 322 4,123 4,426 
Total Trucks, U. S, .. 13,711 12,614 15,198 93,704 1,083,670 866,995 
Total Cars, Trucks, 
BGR, cibenecneen 108,960 90,291 120,105 684,968 7,199,124 5,108,322 
Total Cars, Trucks, 
Canada ........ es 6534 3,978 6,360 39,162 411,252 355,568 
Grand Total, 


Cars and Trucks, 


U. S. and Canada .115494 94,269 126,465 


Revised 


724,130 7,610,376 5,463,390 


*Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 


"Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


NB. All U. S. totals include cars and trucks for military orders. 





Memph is Renews Auto Show 
After 20- Year Absence 


(Continued from Page 2) 


ientence record, with 102,268 
ng out. 
. 7 cd e 
E 30th annual Washington 

show in the National Guard 
ory will be “the finest auto 
ever held in the nation’s capi- 
” according to Maurice J. Mur- 
, executive vice-president of the 
ring Automotive Trade Assn., 
mal Capital Area. 
said that for the first time 
World War II, two floors will 
used to display cars. All U.S. 
tars will be exhibited on one floor 
and 26 foreign makes on the other. 

Five autos will be given away 
during the nine-day affair, one to 
_the show queen. A number of TV, 
‘Movie and musical comedy head- 
limers also will be on hand, 
pny said. 
~ “Guests will include heads of al- 
Most every U.S. government de- 
‘ ment, representatives of most 
ign governments and visitors 
from all over the world,” Murphy 











"Attendance at the 1958 show 





dropped from more than 100,000 to 
87,247 because of bad weather, he 


said. 

A NEW car will be given away 
nightly at the seven-day show 
at the Indiana State Fairgrounds 
in Indianapolis, according to B. T. 
Gates, president of the sponsoring 
Indianapolis Automobile Trade 
Assn. 


The show will open Saturday 
night (Jan. 10) but will close the 
following day because of a law 
forbidding Sunday auto sales, Gates 
said. The exposition will reopen 
Monday afternoon (Jan, 12). 

“Make This a New Car Christ- 
mas” was the slogan of eight 
Manitowoc (Wis.) dealers at a 
show in the local armory Dec. 5-7. 

It was the second show held in 
1958 by the dealers. Another is 
scheduled this spring, according to 


* * * 





GM Bags 51 Percent... 


Output of 4% Million 
Is Lowest in Decade 


(Continued from Page 1) 


dipped 2.16 percentage points from 
"57. 

Chrysler turned out an estimated 
580,685 cars during 1958 to account 
for 13.69 percent of total industry 
assemblies. A year earlier the cor- 
poration’s five car-producing divi- 
sions built 1,222,338 units for 19.99 
percent of total assemblies. Lowest 
output year since World War II 
was 1946, when the corporation 
produced 537,106 cars. 

On a percent-of-industry basis, 
Plymouth was down from 10.72 
percent in °57 to 8.65 percent in 

58; Dodge from 4.78 to 2.69 per- 
cent; Chrysler from 1.94 to 1.17; 
DeSoto from 1.93 to 0.86, and Im- 
perial from 0.62 to 0.32. 

Four of the corporation’s five 
divisions also were shuffled in the 
percentage standings. Plymouth 
held third place, but Dodge slumped 
to 10th, Chrysler to 12th, DeSoto 
to 13th, and Imperial to 16th. 

> = = 

LTHOUGH GM’s five divisions 

failed to reach their 1957 levels | 
in numerical output, the corpora- 
tion was able to capture 51.13 per-| 
cent of total industry output on an 
estimated 2,168,695 assemblies. In| 
1957, GM took 46.05 percent of total | 
industry output on 2,816,433 assem- 
blies. 

Chevrolet, the industry’s top pro- 


ducer, rose from 24.89 percent of 
total industry output in 1957 to 
29.59 percent in 1958. Oldsmobile 


rose to 7.32 and Cadillac to 2.96. 
Buick fell to 6.07 percent and Pon- 
tiac to 5.19. 

Oldsmobile moved up from fifth 
to fourth place in industry stand- 


ings, while Buick dropped from 
fourth to fifth place, Pontiac re- 
mained in sixth place and Cad- 
illac in ninth. 

Chevrolet, in making the biggest 
percentage gain of any maker, also 
took over the top spot from Ford 
in the final standings. 

+ * * 


IZABLE declines in car output 
at Mercury and Edsel were the 
big factors in Ford Motor’s 2.16 
percentage-point decline from 1957. 
The company built an estimated 1,- 
218,695 cars for 28.74 percent of 
total industry output in °58, com- 
pared with 30.90 percent on 1,889- 
710 assemblies the previous year. 
Ford division turned out 1,037,760 
ears for 24.47 percent of total in- 
dustry output in 58, compared with 
24.90 percent on 1,522,537 car as- 
semblies a year earlier. 
Showing the largest percentage- 
point loss was Mercury with 4.49 





Arrest Salesman 


Wanted by FBI 


BOISE, Id—Ralph Norman 
Leeds, sought by the FBI on a 
charge of transporting a forged 
and counterfeit security, has been 
arrested here. He was accused of 
passing a worthless $1,500 check. 

Leeds had worked for a number 
of Denver dealerships as a new- 
and used-car salesman, The FBI's 
“wanted” notice on Leeds appeared | 
in the Dec. 29 issue of AvTomorivE | 
News. | 


percent of total output on 274,- 
827 cars in 1957, compared with 

3.03 percent on 128,489 car as- 
semblies last year. 

Among other Ford Motor entries, 
Edsel was down from 54,607 as- 
semblies and 0.89 percent in ’57 to 
0.63 percent on 26,574 units last 
year, and Lincoln was off from 0.62 
percent on 37,426 assemblies in ’57 
to 0.61 percent on 25,872 cars in 
58. 

Studebaker climbed from 1.10 per- 
cent on 67,394 cars in 1957 to 1.30 
percent on 55,245 assemblies in 
1958. 

Helping push the manufacturers’ 
year-end figure close to the 4% 
million mark was the assembly of 
an estimated 65,247 cars during the 
first three days of last week. Car 
output for December totalled an 
estimated 591,264 units, compared 
with November’s 514,099. 

With several makers working 
only 3% days, an estimated 95,- 

249 cars were built last week. 
The previous week, with both 
Chevrolet and Ford scheduling 
heavy Saturday operations, saw 
the makers turn out 104,907 cars. 
Truck production last week total- 
led an estimated 13,711 units, com- 
pared with 15,198 assemblies a week 
earlier and 12,614 during the week 
ended Jan. 3 a year ago. 
* * * 

QE output for 

the year totalled an estimated 
866,995 units, marking the first 
time since 1946 that truck assem- 
blies have fallen below the million 
mark. A year ago the makers 
turned out 1,083,670 trucks. 

Truck output for December 
totalled an estimated 93,704 units, 
against November’s 94,414, 

Canadian manufacturers turned 
out an estimated 6,534 vehicles 
last week, compared with 6,360 
cars and trucks a week earlier, 
and 3,978 vehicles during the 
week ended Jan. 4 a year ago. 
Total car and truck output for 
1958 totalled an estimated 355,568 
units in Canada, compared with 
411,252 vehicles during 1957. 


Legislative ‘Rewards’ Sighted by Labor 


By Frank Gawronski | 

Staff Writer 
[ao leaders are carefully lay- | 
ing legislative strategy for the) 
86th Congress in an attempt to ex- 
tend their sweeping victory over! 
the state right-to-work movement) 
in the recent elections. 
Union legislative plans include an 
assault on the sec-| 
tion of the Taft- 
Hartley Act, 14B, 
which permits states 
to pass laws banning 
union shop con- 


tracts. 

Such contracts require workers 
to join unions within a specified | 
period after they are employed and | 
to remain members to retain their| 
jobs. 

In addition to the proposal for 
changes in the Taft-Hartley Act, 
labor’s high command has an- 
nounced a 10-point legislative 
goal for the 86th Congress when | 
it convenes Wednesday (Jan. 7). 

It includes a rise in the minimum | 
wage from $1 an hour to $1.25.) 
Other economic and social objec-| 
tives deal with labor-management | 
reform legislation, public works| 
loans, housing, higher unemploy-| 
ment benefits, hospital-m edical| 
coverage for persons on Social 
Security rolls, broadened civil 
rights legislation, aid to education, 
farm legislation and improved de- 
fense. 

Backers and opponents of the 
controversial proposal to ban the 
union shop agree its defeat in five 
of the six states where it was on 
the November ballot represents a 
turning point in their long battle. 

” *” oe 


TH right-to-work proposal was 
defeated in California, Ohio, 
Washington, Colorado and Idaho. 


| hike negotiated in 1958 was eight 





Only Kansas approved it, bringing 
to 19 the number of states having 
such laws. 

Had California or Ohio voters 
adopted the law to ban the union 
shop, it would have stood a good 
chance of appearing on ballots in 
highly industrialized states like 
Pennsylvania, Illinois and West 
Virginia. 

If the union’s campaign to repeal 
section 14B succeeds, the right-to- 
work laws in all 19 states would be 


Donald C, Ames, secretary of the| rendered ineffective. 


Manitowoc New Car Dealers. 


The 86th Congress will contain a 


heavy concentration of lawmakers 
elected with union support, and 
labor leaders have been crowing 
about the prospect of legislative 
victories. 


* > * 


ION workers won about the 

same wage gains in recession- 
struck 1958 as in 1957, the Labor 
Department reported in a year-end 
review. 

Approximately 85 percent of 
the workers covered by major 
collective bargaining contracts— 
those covering 1,000 or more em- 
ployes—got pay hikes, the depart- 
ment said. 

More than half the increases, 
affecting 3,500,000 workers, resulted 
from new contracts negotiated in 
the year. Another 3,300,000 received 
increases from the cost-of-living ad- 
justments or from deferred in- 
creases negotiated earlier. 


The most common average rate! 


cents an hour and fringe benefits 
were liberalized in about the same 
proportion as in agreements made 
in 1957, the agency reported. 

In other labor news, striking 
members of the United Auto Work- 
ers Local! 731 are continuing to) 
picket Buick’s four retail stores in 
Flint in an effort to win a contract 
comparable to the General Motors 
national pact. . 

At issue are the union’s demands 
for wage increases and a reduction 
in the work week to 40 hours. The 
company has demanded that the 
union contract eliminate the cost- 


of-living clause and the annual im- | 








Oregon Dealers 


Hail New Reports 


PORTLAND, Ore.—The Oregon 
Automobile Dealers Assn. reports 
that dealers in the state are wel- 
coming the new system of report- 
ing registration figures. 

The system for reporting regis- 
trations by months, by counties and 
by makes was installed by Motor 
Vehicle Director Jim Johnson. 

The association urged members 
to write the state’s newly elected 
governor, Mark Hatfield, to’ urge 
that the system be continued. 


provement factor, according to Bob 
Craig, local president. 

The retail stores have been under 
UAW contract since 1937. The 
walkout began Nov. 18. 

>= - * 


N CHICAGO, union-management 
sessions with Federal mediators 
were held last week in a continu- 
ing effort to end the strike of 38,- 
000 International Harvester Co. 
workers. The UAW has been on 
strike at Harvester since Nov. 13. 

In Cincinnati, representatives 
of the Pittsburgh Plate Glass Co. 
and the United Glass and Cer- 
amics Workers Union resumed 
negotiations last week in an effort 
to end a 12-week strike. 

The strike, which involves some 
13,000 workers at eight Pittsburgh 
Plate plants, is threatening produc- 
tion at Chrysler Corp. Pittsburgh 
Plate is the principal supplier of 
auto glass to the auto maker. 

The big motor company says it 
can get through mid-January with- 
qut trouble, but it appears that the 
strike may last longer. 

Pittsburgh Plate also supplies 
Ford Motor Co. and Studebaker- 


| Packard Corp., both of which re- 


ported they were in no immediate 
trouble. S-P says it has found 
other sources of supply. 
American*Motors Corp., another 
purchaser from Pittsburgh Plate, 
indicated it is “feeling the pinch 


|now,” although it is getting glass 


from other sources. % 
~ * 
EGOTIATIONS between Pitts- 
burgh Plate and the union have 
been stalled over non-wage issues. 

In Detroit, UAW tool and die 
craftsmen voted a Thursday (Jan. 
8) strike deadline which could 
shut 75 tool and die shops. 

A spokesman for Locals 157 and 
155 said that unless Federal and 
State mediators bring about an 
agreement, the 7,000 tool and die 
men will not report on the 7 a.m. 
shift on Thursday. 

Fringe benefits, increased insur- 
ance and changes in pension and 
severance setups are rated by tool 
and die workers as more important 
than wages at this time. 

The unions said a strike would 
not interfere with current auto 
production because all tools and 
dies for 1959 models were com- 
pleted months ago. 
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Minority Pleads for Free Market... 


Protests Dim Area-Security Hope 


(Continued from Page 44) 


had the pleasure of contacting 
many serious and conscientious 
dealers that feel the same as I 
about territory security. 

Mr. Jackson, thanks for reading 
my own opinions and it will be my 
pleasure to meet you personally at 
the first opportunity.—A. L. Ross, 


Obituaries 


Ned Jordan, 76; 
Ex-Auto Maker, 
Ad Genius, Writer 


(Continued from Page 2) 


to supply engineering talent for the 
car. 

The Jordan, an assembled car, 
made an instantaneous hit, In the 
recession year of 1921, Mr. Jordan 
boldly cut prices and was followed, 
although reluctantly, by other 
makers. 

As the turbulent ’20s drew to a 
close, the Jordan fell victim to 
the times along with many an- 
other high-priced automobile. 

Mr. Jordan, in later years, wrote 
in his Automotive News column 
that he decided in 1928 to liquidate 
his auto firm. He did so gradually 
over a three-year period, placing 
most of his fortune in iron-clad 
trusts for his family. 

In recent years, he was associated 
with Warren MacArthur Co. and 
MacArthur Advertising Corp., New 
York City. 


Rose Motor Sales, Inc. (Oldsmobile- 
Cadillac), Tiffin, O. 
* : 


*” 


Anti-Territory Security 


Dear Mr. Jackson: 

I was indeed pleased to see some 
objection to territory security in 
the Automotive News Dec. 15 issue. 
I admire you for the stand you took 
and speaking out and I am sure 
there are many, many more dealers 
of the same conviction. 

I, too, depend largely on out-of- 
town-customers and feel that many 
small town dealers will have their} 
doors closed should such an un- 
constitutional law be passed. 

As you know, NADA is taking a! 
stand for territory security and) 
their top officers are mostly large | 
city dealers and the only argument | 
they have in favor of territory se- 
curity is to improve service for all) 
our customers. 

My argument against this is, 
“Factories could improve service to 
customers if they would pay their 
dealers or what it is worth to make 


this adjustment or re-imburse the 


| customer and not create so much 


red tape for warranty service.” 

You might also remember that 
for several years the Justice De- 
partment has been against terri- 
tory security, as they feel a per- 
son has the right to buy what he 
wants, where he wants, and at 
the best price he can negotiate 
and a seller has the same selling 
rights. 

I feel that freedom to sell is 
down the same line as freedom of 
the press, freedom of speech, and 
freedom to worship, which our 





Mr. Jordan wrote a weekly col- 
umn for Automotive News from 
March, 1950, until May 5, 1958, Time 
and again, in his column, he dem- 


forefathers fought for so desper- 
ately. 

NADA represents only about 
one-half of the dealers and not all 


onstrated “gazoompah,” a Jordan-|of them are for territory security. 
coined word which he once defined| The other half of the dealers that 


as “a quality possessed by certain 
old-fashioned Americans —— 
location about six inches above the 
seat of their pants... cold effi- 
ciency, tempered with technique, 
experience and judgment, GA, from 
the Babylonian for GUTS; ZOOM, 
denoting speed; PAH, diminutive 
for ‘that’s that.’” 

In one of his columns, he wrote, 
“I, for one, don’t want to live in a 
country that has lost its gazoom- 
pah.” 

. a. * > 
Harold F. Blanchard 

YONKERS, N. Y.—Harold F. Blanchard, 
68, who retired in 1956 as technica! editor | 
of Motor, died last week of a heart attack | 
suffered while at the wheel of his car. 

* - ae 
Frank E. Murphy 

BUFFALO.—Frank E. Murphy jr., 73, 
former auto dealer in suburban Orchard | 
Park, died Dec. 21. He and a son-in-law, 
Bruce Clark, formed Clark Motor Sales 
which was incorporated in 1946 under the 
mame of Quaker Sales & Service, Inc. | 

Lo -o 
Arthur F. Clor 

BRADENTON, Fia.—Arthur F. Clor, 73, | 
@ retired used-car dealer, died Dec. 20. | 
A native of Batavia, N. Y., Mr. Clor and) 
@ son-in-law, R. L. Stiefvater, operated | 
East End Motors there. Mr. Clor retired | 
five years ago. 


| 





* - 


P. Steuart 

WASHINGTON. —Guy P. Steuart, a 
veteran Ford dealer who began selling 
Model Ts in 1916; died Dec. 22. He would 
have been 78 Christmas Day. Mr. Steuart 
and his brother, L. P. Steuart, began de- 
livering ice by mule cart in 1904, and by 
1954 they had 690 employes and 20 busi- 
nesses, including auto dealerships, insur- 
ance companies and a petroleum firm, The 
brothers operated separate auto dealer- 
ships, but Guy Steuart remained active 
in the original company, L, P, Steuart 
& Bro., Inc. 

* * * 


Martin Oliver Lindholm 
RUTLAND, Vt.—Martin Oliver Lindholm, 
49, one of the owners of Lindholm Motors, 
died Dec. 21 of injuries suffered in an 


auto collision. 
+ * * 


Albert J, Moll Sr. 
CAMBRIDGE, Mass.—-Albert J. Moll sr., 
60, president of Moll Motors, Inc. (Dodge- 
Plymouth), died Dec. 22, He operated a 
firm that had been at the same address 
since 1922. 
© * * 
George O. Zimmerman 
MASON CITY, Ill.—George O, Zimmer- 
man, 68, a Mason City Chevrolet dealer 
for 22 years, died Dec. 23 at Lincoln, Ill. 
* * * 


James A. Wheatley dr. 
LANCASTER, Pa.—James A. Wheatley 
jr., sales manager, Grey-Rock division, 
died here Dec, 20. He had been associated 
with Grey-Rock for 24 years and was 
senior vice-president of National Standard 


Parts Assn. 
 9:.-2 


W. E. Boyd 
WINNSBORO, Tex.—William E. Boyd, 
owner and manager of Web Filter Co. 
here, died Dec. 16. His firm manufactured 
sold an automobile oil filter which he 
in the early '40s. 


| evils 


do not belong to NADA are small 
dealers which would automatically | 
be against such a law as there are 
about 76 percent of all the dealers 
in the U. S. selling less than 150 
cars yearly, as quoted by NADA, 
and I feel as if all 76 percent of 
these dealers which are considered 
small would rebuke such a law. 
. > . 


O* THE many dealers in this 
southern area that are against 
territory security, their views are 
that the large dealers want it 
passed for personal gain. As you 
know they have already ruined the 
market with volume advertising 
and now need someone’s shoulder 
to cry on, and want something 
handed to them on a gold platter. 


If they are not man enough to 
take competition and are unable 
to grow up and get out and sell, 
they should get out of the business, 
for this is a free country and we 
do not want the Government con- 
trolling every type business as they 
do in Russia. 

The large dealer thinks that ter-| 
ritory security will cure all his 
in the auto business. He 
should learn to expect the ups and 
downs in any kind of business he 
participates in and learn to live) 
with them. God did not put us here | 
to eat peaches and cream all the) 
time. 

If this law is passed, it will | 

continuously create hard feelings 
between dealer friends, Every 
type business will want laws 
passed to protect their territory 
from the hotdog man on up. The 
farmer will want his territory 
protected in which to sell his 
corn, and doctors will want their 
patients divided up into terri- 
tories. 


There will be more fussing and 
fighting than this country has ever 
known and all this reminds me of 
my two boys daring each other to 
cross his line. It will create more 
inflation and I feel certain that all 





Silver Anniversary Cake 
Presented to Shoellhorn 


the automobile buyers will cer- 
tainly be against such an unconsti- 
tutional law. 


It is my thought that some rep- 
resentation should be hired to be 
our mouthpiece in Washington to 
give Congress a viewpoint against 
this law, as if we do not have any 
representation there is a possibility 
that if only one side is shown to 
Congress, they might consider 
passing on it. 

I am sending a copy of this letter 
to Automotive News with hopes 
that they will print it in their next 
issue and ask that more dealers 
send in their views and continuously 
urge every dealer against such a 
law to make his stand along with 
his Congressman and fight this to 
the bitter end. Here is letting you 
know that if you have any sug- 
gestions I will certainly do my part 
to keep our liberty of freedom to 


|sell—G. C. Hanxins Jr., Hankins | 


Motor Co. 
Miss. 


(Chevrolet), Raleigh, 


. > : 


ae Have just finished 
reading the article on territory 
security by Leonard E. Jackson of 
Lowell, Mich., in the Dec. 15 issue 
and here is another dealer who is 


France Orders Removal 


Of ‘Stickout’? Hardware 


PARIS.—F rance has ordered 
that all exterior bumps, hooks or 
projections on automobiles that 
might hurt pedestrians must be 
removed by July 1. 

Projecting door handles must 
be eliminated by July 1, 1961, and 
bullet-shaped projections must be 
removed from bumpers within 
two years. Projecting knobs or 
handles inside the car also must 
be removed or rounded. 


100 percent in accord with his 


thinking. 

Having sales-managed a major 
deal in San Francisco for some 15 
years, I for the past three years 
have had my own small deal here 
about 50 miles away from a major 
city. 

There are several additional 
points involved in this territorial 
| security matter which Mr. Jackson 
did not bring up, one of which was 
very forcibly impressed upon me} 
| just yesterday. 

For instance, in our territory, 
| there are but two daily news- 
papers both emanating from the 
major city 50 miles away, and my 
town is plastered daily with some 
700 copies of these papers, carry- 
ing the advertisements of the 





 —_— 
big city dealers; whereas we have 
but a small weekly paper and 
cannot advertise in the big city, 

Yet we have to meet the big city 
competition to hold our customers 
at home and it is safe to say that 
it now costs us $50 more per car 
to do this since volume dealing 
started. 

Plus one other factor that cogt 
me a deal just yesterday when one 
|of my local owners went into the 
| big city and from the large stock 
of cars on display was able to find 
exactly what he wanted; whereas 
with me it would have taken two 
weeks to make delivery. 

Whereas it seems as though the 
big city dealers are those who want 
territorial protection most, they are 
the ones who now have most of the 
advantages. 

I believe firmly, as Mr. Jackson 
wrote, that the individual dealer 
should protect his own territory 
and if he is doing the right kind 
of a job, his customers will not 
want to go anywhere else.— Martin 
E. Kemmerte, Martin Motors 
(Ford), Gardnerville, Nev. 





Dealer Switches to Lark 


WEST HARTFORD, Conn.— 
American Motors has switched 
back to Studebaker-Packard from 
Dodge. Michael L. Lewandos, presi- 
ident, gave the Lark as the reason 
for the switch. 








HELP WANTED 


THIS MAY BE 
YOUR OPPORTUNITY 


Large Chicago Buick dealer has opening 
for man of appearance and person- 
ality, approximately 35-45 years of age. 
Experience should include successful beck- 
ground in hiring and training of salesmen, 
plus sales procedure management. Fur- 
ther necessary qualifications include above 
average ability in closing sales and thor- 
ough knowledge of appraising and re- 
conditioning. Type man we need will 
be adequately compensated for his ef- 
forts in keeping with results, Because of 
reorganization program an unusual and 
excellent opportunity awaits man who can 
produce sales and profits in keeping with 
available potential. If you are an above 
average sales manager, interested in a bet- 
ter future, submit complete history of bus- 
iness experience including size of selling 
on and sales volume. Also fur- 
ish references and a photograph. Re- 
plies will be held in strict confidence. 
Box 8726, c/o Automotive News, Detroit 7. 


A MESSAGE TO INSURANCE AGENTS 
or Agencies controlling business of in- 
stallment consumer credit institutions. 
For a permanent insurance market and 
maximum commission on credit life, ac- 


cident and health and physical damage | 


(comprehensive, fire, theft and collision), 
get full details of the Resolute Insurance 
Companies’ Pian. Learn how the com- 
plete facilities of these companies, specifi- 
cally organized to write the specialized 
physical damage and credit life, accident 
and health insurance emanating from 
consumer credit institutions, can help you. 
Write today to E. K. Scribner, President, 
Resolute Insurance Companies, Resolute 
Building, Hartford 2, Connecticut. 


SALES MANAGER—Man with experience 
to handle full sales responsibility of 
‘“‘Big Three’’ dealership in midwest town 
of 30,000. Good salary and incentive 
to right person. List qualifications. Write 
Box 103, c/o Automotive News, De- 
troit 7. 





SALES REPRESENTATIVE 
EXCELLENT OPPORTUNITY 


Well rated, 44-year-old, large volume 
seat cover manvfacturer with national 
distribution has certain territories open. 
1959 “Short Line” is very complete, low 





ALLIANCE, O.—A 15-pound cake 
was presented to Roy M. Shoell- 
horn, president of Shoellhorn Ford 
Sales, Inc., as the dealership neared 
the end of its 25th year in business. 

The cake was presented on 
Christmas Eve. It was inscribed: 
“Congratulations, Shelly, to you 
and Ford on your 25th anniver- 


sary. 


priced, and designed especially for sale 
to seat cover installation specialists, 
accessory stores, car dealers, super 


R. M. THOMAS CO., INC. 


MUNCIE, INDIANA 


HELP WANTED 


USED CAR SALES MANAGER Large 
General Motors dealer metropolitan Chi- 
cago, in process of reorganizing its new 
and used car departments, is desirous of 
securing services of outstanding used car 
sales manager. Such a man must~-be of 
good appearance with character and in- 
tegrity unquestioned. It is imperative he 
have thorough knowledge of used car 
values both wholesale and retail—recon- 
ditioning—finance—insurance and sales 
procedures which will assure balanced 
stocks and fast turnover of retail and 
wholesale cars. Excellent salary and two- 
way incentive bonus plan will assure 
better than average used car sales man- 
ager substantial earnings in keeping with 
results. Include in application informa- 
tion covering past experience and volume 
on retail and wholesale. Submit refer- 
ences and a photograph. Replies held in 
strict confidence. Box 8724, c/o Automo- 
tive News, Detroit 7 


MAKE $15,000 
A YEAR | 


Men to sell NEW service to auto. 

dealers .. . Market tested, 

|mo investment; renewals, protected 
territories. 


Not a warranty deal. 


i 
i 
| 
| 
| 
| 


Men wanted from South and New| 
York State. Box 102, c/o Automotive 
| News, Detroit 7. 


ACCOUNTANT-BOOKKEEPER for long 
established, successful GM dealer in col- 
lege town of 25,000 in northern Colorado. 
Must be thoroughly familiar with GM 

accounting and able to make financial 
statement. Advancement assured for 
right applicant, man or woman. Confi- 
dential, Box 8737, c/o Automotive News, | 
Detroit 7. | 


WANT A REAL CHANCE 
TO PROVE YOURSELF? 


Large Chicago Buick dealer has opening 
service manager with successful 


HELP WANTED 


Engineer - Automotive 


Large Eastern public utility has permanent 
position in its Transportation Department for 
@ staff engineer to assist superintendent in 
administration and operation of a fleet of 
over 500 pieces of equipment. Job will in- 
clude recommendations for replacement of 
equipment, specifications, analysis of main- 
tenance policies, overall direction of driver 
and mechanic training programs, analysis 
of costs, preparation of budgets and statis 
tical analyses. Applicant should have college 
degree or equivalent, M. E. preferred, plus 
minimum five years’ experience in related 
automotive work. 


Reply giving full particulars to: 


Box 107, c/o Automotive News, Detroit 7, 


Michigan 


ACCOUNTANT and business manager for 
500 car Chevrolet dealership in central 
New England. Send full qualifications 
and photo. Box 109, c/o Automotive 

News, Detroit 7 


AUTOMOTIVE TEST EQUIPMENT 
SALESMAN wants opportunity to better 
himself. Mature, personable, good man- 
ager, leader and instructor. Excellent 
background in automotive service field. 
Box 8732, c/o Automotive News, De* 
troit 7. 3 


CONSUMER LOANS. Over 25 years’ ex- 
perience as loan manager, supervisor, 
junior executive. Proven successful record 
building outstandings, collections, hiring 
and developing personnel, Excellent 
health, reliable, aggressive. Presently 
employed but dissatisfied. Box 8731, c/o 
Automotive News, Detroit 7. 





MANAGER, SALES MANAGER — Ford, 
General Motors and Motors Holding ex- 
perience, Proven background. Good closer. 
Familiar with all phases of an automo 
bile dealership, Factory references, Box 
100, c/o Automotive News, Detroit 7. 


ACCOUNTANT — 


Business Manager, 18 
years’ Buick and Chevrolet dealership ex- 
perience. Call ELgin 6-0338, Detroit oF 
write Box 110, c/o Automotive News, 
Detroit 7. Ber 


SERVICE MANAGER offers managemen 
sales effort, service floor know-how ani 
leadership, Resume on request, H. R 
Sivers, Fulton, New York. 


DEALERSHIPS AVAILABLE —_ 
NORTH CAROLINA—for sale handling 





organization to 
this vacancy. CAN YOU? Box 101, 
c/o Automotive News, Detroit 7. 


one of ‘‘Big Three’ for over 25 years. 
Garage and service station. Will \eas 
building. Box 111, c/o Automotive *~ 
Detroit 7. 





a 










| 
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ve DEALERSHIPS AVAILABLE DEALERSHIPS AVAILABLE 
nd § sce IN LIFETIME BARGAIN, One of 
3" dealers, established over 40 
y. voing out. $15,000 equipment tree, |’ Waluable Imported Car 
ity or lease building 100 by 125 ft. " e 
Ts and fenced lot 50 by 125 ft., stockroom, Franchises Available 
t shop, salesroom, three offices and 
at ce station—all fully eee ~ for 
h Halsted Street, Chicago. Apply 
ne Search Finance, 8156 South Western, ALFA P @) ME oO 
Chicas: ; 
———NG LA R K-STUDEBAKER-MB. Italy's foremost sports car. 
‘ost ership long established, midwest city, Prices begin at $3,469 POE. 
on .000 trading area. Modern facilities, 
the = jocation, high service absorption. L A N S i A 
Favorable lease, low overhead, 350 new 
— ear en sneaies te y~~ Italy's foremost luxury car. 
h. Pric e le 
as walt oy, e/0 Automotive News, De-|§| Retail prices begin at $2,892 POE. 
woe TH!  ULULUCUCUCUCUCCCC‘(WUCC(*d*‘:S Np the following states: 
DLING CHEVROLET—In central IIli- 
the 1 selling ae 4 me anh ies ILLINOIS, IOWA, 
yer year. uy oO 3 ye 
ant Siceriee at invoice. Will lease building WISCONSIN, MINNESOTA 
and lot. Write Box 105, c/o Automotive 
the _. Detroit 7. oe Write, wire or call: 
SOUTHWEST TEXAS—Handling Ford and S. Benedict or J. Willner 
y, 50-75 car dealership. Buy only 
i ie and equipment at inventory. Ex- FOREIGN CARS, INC. 
ler Hient opportunity for low investment. 
ory | Factory approval necessary. Box 106,|§) 1025 N. Clark St. Chicago 10, Ill. 
ind c/o Automotive News, Detroit 7. Phone: WHitehall 4-1000 
not 
TIN —__—_ pr 
tat ted DEALERSHIP WANTED 
“" Is YOuR ut b ? CHEVROLET—Southeast. 350 car poten- 
tial, Factory approval. Box 112, c/o} 
KANSAS, NEBR.., Se DAK., Automotive News, Detroit 7. eS 
wyo., COLO., UTAH, ARIZ. || DEALER SERVICES 
— Distributor now has a ~- agg aaa Let Military Acceptance 
— ee Help You SELL 
she HILLMAN- MORE MILITARY PERSONNEL 
on | Military Acceptance Corporation will help 


SUNBEAM 


Every month marks a new sales record 


fer these popular imports, British-built 
by Rootes Motors, offered in a wide 
model choice. 


WRITE TO WHOLESALE MGR., 
CONTINENTAL AUTO 
IMPORT CO. 


P. O. Box 247 Avrora Station 
DENVER &, COLO. 


or phone DUdiey 8-1482, Denver 





DEALERSHIP AVAILABLE HANDLING 
CHEV ROLET—Located small town next 


door to large metropolitan city, 125-150 





new and 200-350 used units sold per 
year, Well equipped service and body 
—— shops. Sale includes land and buildings. 


This has been a very successful, high 
profit dealership throughout the years. 
In reply give background and financial 
resources—in confidence, Sale subject to 








factory approval, Box 8745, c/o Auto- 

motive News, Detroit 7. 
ent @ MORE DEALERS NEEDED to meet the 
for growing demand for Alma mobile homes. 
LA Natura! side-line for auto dealers. Newly 
of designed, top quality value line priced 
a to sell fast, Some excellent territories 
of still open for Alma Franchise with guar- 
andl anteed sales areas. Write for full details 
ver on the new Alma deal or phone Ken 
od Mitchell, 920—Aima, Michigan. 
itis- = anal . a 
ege CALIFORNIA—Handling Buick—Opel, 400-/| 
plus 500 car dealership with greater potential. 
ted Pavorable rent or rent equivalent for 


superb facilities. Must have factory ap- 
proval. Confidential replies should indi- 
cate experience and approximate amount 
of capital available. Box 8741, c/o Auto-| 


motive News, Detroit 7. 

















DEALERS WANTED 
for 


Turner Sports 
Roadster 


@ competitively priced sports car 
Choice Locations Available in 
New York, New Jersey and 
Connecticut 


Phone, wire or write 


NEMET IMPORTED CARS 


153-19 Hillside Ave., Jamaica, N. Y. 
Phone: JAmaica 3-5858 







ive 


| 
| 


















Property and Supplies. 


fo: 





PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 


Ralph B. Manley, Jr., Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 








you make more auto sales to Military per- 
sonnel .. . because 

1. We finance up to 36 months. 

2. Cars may be taken overseas without 

refinancing. 

3. We finance, or refinance, anywhere in 
the world, at low, money-saving rates, 
for officers and enlisted personne! of 
pay grades ES and above... on @ 
simplified, non-recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 eel 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel" 

(USAA Insurance available 
to qualified officers) 








Air Force Cadets 


No Down Payment 
36 Months te Pay 
Lew Bank Rates 
We handle all branches of the service, tech. 


sgts. and officers. No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 


CA 3-635 2625 Broadway 
San Antonio, Texas 





STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost. The book, “AUTO COSTS,”’ 

gives you the factory invoice prices of 

all 1959 American cars, 21 foreign cars, 

4 American trucks and all their equip- 

ment. Used by dealers and banks nation- 

wide. Order your ‘59 edition today for 
only $10—three year 

(including all supplements), AUTO 

COSTS, Box 224, Dept. 3Z, New York 

i, M. ¥. 





© © TWO ESSENTIAL SERVICES ® © 
INVENTORY SERVICE 
Parts, accessories and similar goods. 


For Buy/Sell Agreements 
Annval Fiscal Reports 
Tex, Banking and insurance 


@ @ Call or Write for Details @ @ 


AUTOMOTIVE INVENTORY & APPRAISAL CO. | 
Detroit 27, Michigan | 
34445 


10040 Freeland Ave. 
WEbster 


BUSINESS OPPORTUNITIES 


BUY SURPLUS PROPERTY DIRECT 
NOW FROM GOVT.—Jeeps, trucks, trac- 
tors, boats, aircraft, amphibious vehicles, 
miscellaneous. Fraction of Army and 
Navy costs. Send for ‘‘U. 8. Depot Di- 
rectory and Procedure’’—$1.00. Govern- 
ment Surplus Sales, Box 8-AU, Sunnyside 
4, New York. 


subscription $18 | 
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CARS FOR SALE 


VOLKSWAGENS 
TRIUMPHS TR3 
PEUGEOTS 403s 


1959 AND 1958 
EXPORT MODELS 
CONTINUOUS 
DIRECT SHIPMENTS 


ON GUARANTEED DELIVERY BASIS 
WITH OFFICIAL INSPECTION ON 
ARRIVAL BY WORLD'S LARGEST 


INSPECTION AGENCY 


Play safe and avoid disappointments— 
place your orders with us. Up to 
1,000 cars monthly available. Ship- 
ments direct from Germany to all 
American ports, freight prepaid duty- 
paid. SOME EXCLUSIVE TERRITORIES 
STILL OPEN. 


Highest bank credentials. 
| Forty years’ of import experience. 
Wire or phone: 

LONG SUPPLY COMPANY, 
ALFRED HORN 


55 Mile Square Road, Yonkers, N. Y. 
Phone: Yonkers, New York 5-1038 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1956s. 
| Sedans—Convertibles—Karmanns 


Shipped by the 


World's Largest Independent | 


Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Directly to 
All U. S. Ports. Centect American 
Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
er Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 
Also Station Wagons, 
Panels, Buses, Etc. 
— Ss. A, 





MERCEDES-BENZ — Wholesale ‘56, °57, 
"58 models. Delivery time 2-4 weeks. 
Dealer centrally located in midwest. 
Reply Box 8701, c/o Automotive News, 
Detroit 7. 


VOLKSWAGENS 


Sedans - Convertibles 
Ghias 


1959s 1958s 


Wholesale To Dealers Only 
Choice of Colors 


Fully Americanized, A. S. 1 Glass Seal- 
beams, Mileage Speedometers, Direc- 
tional Signals, Bumper 


Guards. 
WE SUPPLY ENGLISH MANUALS. 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 
EMpire 1-1690 


Leatherette, 


DIRECT SHIPMENTS TO: 


—Westcoast 
—Southeast & Gulf Ports 
—Eastcoast 


VOLKSWAGENS 
1959s 1958s 


Sedans - Sunroofs - Convertibles - 
Karmann Ghias 


Call, write or wire 
G & R IMPORT CORP. 


132 Nassau St., New York 38, N. Y. 
BArclay 7-4225 


LUCAD. 











EVERY WEE K— Automotive News’ 
“Leading Used Car Auction Direc- 
tory™ lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 





MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 
Four Saale Hook-Up 


CARS FOR SALE 


BEST BUYS 
OF THE MONTH! 


"57-58 PLYMOUTH TAXIS 
Excellent Condition 


$325 includes tires 
-.- ALSO AVAILABLE 


"58 FORDS 
Standard and Automatic 


Call, write, wire 


EMKAY MOTORS 


1046 Bedford Ave., Brooklyn, N. Y. 
ST 3-8970, Mr. Karlin 





___CARS WANTED 


YES! YES! WE BUY 
Foreign Cars Needed Now 


Renavits our specialty. We buy all makes 
including those distressed stocks. No number | 
too large. Trucks pickup immediately. Phone 
|or wire John Hallums, YOrktown 5-1204. | 
Kirkwood Importers, Ltd., 1030 N. Kirkwood | 
Road, Kirkwood 22, Missouri. 





DEALERS’ SPECIAL 0.8, Factory Net) 


.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 








SEVEN PASSENGER CADILLAC limou- tal 
| sines. Ridgway-Baker, Beimont 4-6611. Write for Illustrated ee a 
| 2836 N. E. Sandy, Portland 12, Ore Factor Sales Division 





PARTS FOR SALE 


|| PILOT DISTRIBUTING CO. 


Chevrolet Parts | Paces WO. 25257 AM Depts 


|Largest Stock on East Coast | ae) Sea 
Orders Shipped Complete | 
Same Day as Received. Canadian Distributors 


LUSTINE-NICHOLSON | FIVE WHEELS. LTD. 
CHEVROLET terente, Saverio 


5710 Baltimore Ave. Hyattsville, Md. | 


Phone Warfield 7-7200 
Suburb of Washington, D. C. } 


| 
PARTS WANTED 1 Oc 


WANTED: Chevrolet and Ford obsolete | 
parts for export, 1928 and =p, Passenesr Per Gallon or Less 
cars and trucks. Send lists for immedi- Spray on White Wall 
Tire Cleaner 


ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J, Phone: 

TAKES 2 MINUTES TO MAKE 
A GALLON ° 


_ WH itney 3-6666. 
W ANTE D— complete 1959 Roto-matic 

SAVE HUNDREDS OF DOLLARS 
Write to 


power steering unit for 1959 "88 Oldsmo- 
FORMULAS, INC. 


bile. Wire collect giving price to Griffin 

Oldsmobile, Danielson, Connecticut. 
288 Groveland Street 
Haverhill, Massachusetts 


TRUCK WANTED 
ENCLOSE CHECK FOR $5.00 











WANTED: A good, late model Chevrolet 
2-ton wrecker fully equipped. Write to 
Frank Epp Chevrolet Co., 50 Second, 
Dodge City, Kansas. 

DECAL TRANSFERS 

TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3. Ohio. 





The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL $5] 45 


|] “WRIST ACTION” 
|} Incldg. BRAKE HOOK-UP 

LEASING companies || TOWKING s.cc'0p °45°° 

NATIONAL FLEET ITRAIL-KING $37.50 

OPERATORS a oe te 2" Ball 


CORPORATION 
Sneerees WE STOCK PARTS FOR 
We will supply your OLDSMOBILES || RED ARROW TOW BARS 


in a radius of 500 miles from New || Protecto Covers (Tailor Made 
York City. Prompt and efficient cullen, cat of = : 


ee Tow Bar Sales Co. 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. January, 1959 checked, On 
addressed labels, 35M, $14 per M. Box 
108, c/o Automotive News, Detroit 7. 


LEASING 











Kendor Oldsmobile, Inc. 
788 Southern Bivd., Bronx 55, N. Y. 


Exclusive Factory Distributors 
DE 2.0700 AN 3-8888 Nites: BA 1-8717 





40 So. Clinton St., Chicago 6, Ili. 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [1] 


=| 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Pc escessvatteascosccsnvessoqvapeaeuces ccccceses te ceceevcseeececeses 


SORTER EEE EEE EEE EEE EEE EEE HEHEHE EE EE EEE EE EEE EE EE EES 


Wie NOR. Svcd wactesenns eibbinns ea cocpescce BONE Mba seeuces 
Pcathe« nddéesceseteene aon thse tgs eeesue «06 6 SOND e ccioe see ennencené 
TRADE CONNECTION: 

Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [1] Financial [) Supplier 1] 


Make of Car......... 


cece e dose ccsececseesssees Deasensvecsesecsseces 
1-5-59 


ee ee 




























































































“Mr. INTERNATIONAL” 


works behind the scenes 


He may be the District Service Supervisor, as shown 
here, with answers for a dealer’s service manager on shop 
operating problems or new service techniques. 

Or he might be the District Manager helping a dealer 
search out new markets and new truck applications for 
old markets. 

He could be a Zone Parts Supervisor, checking on a 
dealer’s stock to make sure that there is an adequate bal- 
ance of fast-moving items. 

“Mr. INTERNATIONAL” is many men, really. But what- 
ever the title, his primary job is to help INTERNATIONAL 
Truck Dealers keep their sales healthy and their cus- 
tomers happy. 


*‘Best deal in the truck business. . 


This is INTERNATIONAL HARVESTER’s plan of assistance. 
If you’re interested in working with an organization like 
this, selling the world’s most complete line of trucks, an 
INTERNATIONAL franchise may be available to you. 
Write: Manager of Sales, Motor ‘Truck Division, Inter- 
national Harvester Company, 180 North Michigan Ave- 
nue, Chicago 1, Illinois. 


See you at the 
INTERNATIONAL HOSPITALITY SUITE 


N.A.D.A. Convention 
Conrad Hilton Hotel, Jan. 30-Feb. 4—See Bulletin Board for suite number. 


INTERNATIONAL TRUCKS ti 





